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FIND OUT HOW YOU RATE 
TURN TO PAGE 82. 








STRAIGHT 
FACTS 

ABOUT 
HOLO-KROME 
SOCKET 
SCREWS 


30 seconds to separate fact from fancy! 


Holo-Krome Socket Screws are far 


tougher than you might think. Their 
sockets easily withstand at least 50% 
more torque than can be exerted by a 
hex key in ordinary hand-tightening. 


Power tool tightening is different. 


Then tightening force depends on the 
torque of the driving tool, strength of 
the bit, and the inherent toughness of 
the socket. H-K sockets are guaran- 
teed to give unfailing performance. 


Holo-Krome sockets have sharp hex 


corners, untapered socket walls, sock- 
et depth scientifically proportioned, 
continuous metal fibers reinforcing 
the socket wall. 


Your best insurance against socket screw failure is 
H-K’s exclusive forging method. For the toughest in 
socket screws—and hex keys—look to Holo-Krome! 


HOLO-KROME 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 


Sold only through authorized Holo-Krome distributors. 
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Are You Selling Customer Benefits? 


An editorial 





What's Your Role Today? r : a ot * 


Two-part article, plus questionnaire, helps sbular On p 


you to decide your status u'll read abe 
the many imstance 


hie noht 
jales—They're Spelled S-E-R-V-I-C-E.... 
Indianapolis salesman gives three concrete 


examples to prove his point 


Is It Safe to Microfilm? 


Here are the pros and cons of the microfilm story 


NMECROPILM 





Turn Down An Order!. 


Norfolk salesman found out once that it paid off 


Three Ways to Share-the-Profits. . . 


Trio of systems does the trick for Los Angeles firm 


Distributors Tell Their Story in Memphis 
Nine industrial supply firms honored 
in special program 


INSIDE STAFI 





How to Soothe a Sore Customer. 
Three hard and fast rules cover situation at 


Kalamazoo distributor organization 


Build Up Your Inside Staff 


Pittsburgh distributor boosted efficiency and morale 


The Industry Asks—Clarkson Answers 


Question-and-answer session gives insight into 





Clarkson program 


REGULAR FEATURES 


An Index of Industrial 
Distribution Articles ca You Said It 


Here's a listing of articles appearing from 
January Pct June Aen : Talk of the Trade 
Supply Sales Trends 
Is Distribution Necessary? Outlook for Business 
Interview with research organization presiden! Manufacturers’ Activities 
emphasizes mutual relationship of labor and 


News 


management 


Price Index 


Atlantic City Convention Sidelights On the Market Today 


16-page pictorial section on 1956 Triple 


Industrial Supply Convention Index of Advertisers 








CENTERS 
Moet Every Need! 


LATHE 4 
(CERAMIC CUTTING . - 
LATHE & 


TOOLS) Rf vv 
git’ GRINDER 





LATHE & 
GRINDER TURRET LATHE 


| a 


, y 
LATHE & 


LATHE & TURRET "" TURRET LATHE 


SPINNING 


RAILROAD TURRET LATHE 


AXLES and ROLL 
TURNING 


RED- F "TURNS THE \* WORLD! 


ge MA oe one Je Corns of size and type of machine, or speed and weight factor, there is 
other fer s are a RED-E Center to do the job right guaranteed to give you stepped-up 
fully explained in the production, greater precision, super-finish. Standard LATHE CENTERS as- 
new RED-E CATALOG... sure accuracy within .0001” with their ABEC-5 SPEC. preloaded, angular 
it’s designed to sell contact ball and roller bearings. Standard GRINDER CENTERS guarantee 
CENTERS! microfinish and absolute roundness within fifty millionths (0.000050”) with 
their ABEC-7 SPEC. preloaded, angular contact ball bearings. NO OTHER 
Get Your Copy Teday! CENTER DESIGNS PROVIDE FOR GREATER RADIAL AND THRUST 
: LOAD. ACCURACY GUARANTEED. 

This = — nw | _ 7 Basic designs in over 200 Standard Models. Every size, type and taper to 
fwo color ads available cover a wide range of duties. Speeds up to 4000 RPM — 200 tons capacity. 


for M&F, B.P.D., etc. 
STOCKED BY YOUR RED-E INDUSTRIAL DISTRIBUTORS 





SEE YOUR RED-E REP., or Write, Wire, Phone RED-E today. CENTER Specialists Since 1908 


READY TOOL COMPANY 


563 Iranistan Ave. Bridgeport 5, Conn. 
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Double and triple-reduction 
types are available in sizes up 
to 60 hp 


Motogears Simplify 
Motor Replacement 


Quiet-running Link-Belt Moto- 
gears with bracket for mount- 
ing all foot-type NEMA mo- 
tors, offer the widest applica- 
tion flexibility. Since they can 
accommodate a wide range of 
motors, all makes and enclo- 
sures, they are ideally suited to 
installations where continuous 
operation of drives makes 
downtime especially costly 

Motor replacement is quick 
and easy. Draining of oil is un- 
necessary. The motor mount- 
ing bracket and design facili- 
tate rapid realignment 

One low-speed gear set per 
drive size and maximum ac 
cessibility of all operating parts 
simplify maintenance. And an 
other important feature is the 
rigidity of the high-speed shaft 
and pinion provided by the 
straddle-mounted pinion—im 
portant in coping with shock, 


reversing and heavy loads 
All Motogears have oil-tight 
design, hardened gears, splash 
lubrication and effective seals 
Be sure you have Book 2447 
covering Link-Belt Motogears 
and Gearmotors 





Motogear is not affected by 
dirty operating conditions 
thanks to one-piece housing 
ind effective sealing 





LINK-BELT COMPANY 
Plants in 141 


Indianapolis Philadelphia 
Chicago + Atlanta + Col 
mar, Pa. « Houston « Min 
neapolis - San Francis 
Los Angeles + Seattle 
Offices in Principal Citie 














LXS Chain Combines Ruggedness, 
Accuracy for Drives, Conveyors 


Following the results of labo 
ratory tests exposing the points 
of stress concentration, Link 
Belt's purpose 
* Sales in designing 
; the LXS class 
Meeting chain was to 
in Priat strengthen 
parts most 
often subject to early tailure 
The result i 1 Supernor stecl 
bushed roller chain offering 
extra life, greater strength on 
drive conveyor and cleva 
tor 
All critical components of 
rugged Link-Belt LXS chain 


including pin bushings and 
sidebar holes ire oof full 
round ck ign I here ure ne 
tre raising sharp corners 


This provides maximum bear 
ing area between pin, bushing 
ind accurately machined side 
bar distributes stress even 
ly and increas¢ chain life 
Another important long-lif 
feature of LXS chain 1 it 
relatively large live bearing 
area.” Cutting action of abra 





sives 1 reduced because the 

load is pread not concen 

trated where material lodge 
XS is designed for hea 


duty service and serve a mod 
erate range of peed It is 
c pecially popular for ¢ xposed 
drives ind where high im 
pact, gritty materials and re is 
lated factors require rugged 
mh plu i uracy Sec Book 
154 for complete data 





Transfer conveyor uses Link-Belt LXS chain wit itt himent 


Link-Belt Provides 
Most Comprehensive 
Conveyor Idler Line 


lo satisfy every requirement 
for belt conveyor idlers, look 
to the wide selection available 
from the more than 500 idlers 
in the Link-Belt line. The com 
plete range includes all popular 
roll diameters and belt widths 

Link-Belt offers standard 
and heavy-duty 20° and 4°‘ 
troughing, rubber cushion, belt 
training, and flat belt idlers 
Steel, cast iron or rubber tread 
rolls are available 

Full construction, applica 
tion and design data on series 
100 through 600 are contained 
in Book 2416. Folder 2516 
covers series 50 idlers 
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..-for piloted taps from stock 
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FOR THE FINEST IN 
CUTTING TOOLS AND GAGES 


 LERBEE 
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The Cover 


“Oh, wad some power the giftie gie us” 


Here's one distributor executive who's 
taking a long, hard look at himself in 
relation to his management role. If you'd 
like to do the same, we've made it easy 
for you to check your rating. Just turn to 
page 82, read the article and then see how 


you pass the test. 





Editor Walter F. Crowder 


Managing Editor Raymond W. Barnett 


Senior Associate Editor 


John A. Wertis 


Associate Editor D. A. C. McGill 


Associate Editor Robert Slater 


(Chicago) 


Assistant Editor George L. Bottari 


Assistant Editor J. Van Ness Philip 


Assistant Editor Leugel Foss 


Editorial Assistant Domenica Mortati 


McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 


Francisco, Washington, D. C. 


MeGraw-Hill World News Bureaus: in 
principal cities. 


Publisher 


Arch M. Morris 





District Managers: E. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and Boston 

John W. Otterson, San Francisco; H. L. 
Keeler, Los Angeles; Gordon L. Jones, 
Dallas; Business Manager, ©. H. Holds 
worth; Advertising Production, T. W 


I owe 
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industrial Distribution 
Member of ABC and ABP 
nerly Mis. Surprise with which are 
idated INDUSTRIAL BELLING, INDUS 
DISTRIBUTOR AND BALESMAN and 
MILL SUPPLY SaALmeaMan 
founded by Ernest H. Smith 
Published monthly with an additional directory nur 
ber in December by the MoGraw-Hill Publishing (« 
I Executive, Editorial, Advertising and Subscription 
Offices: MoGraw-Hill Building, 33 West 42nd &t., 
N. Y. 36, N. Y. Publication Office, 99-129 North Broad 
t I entered as second class matter 
Albany, N 
president Paul Montgomery 
Joseph A. Gerardi, vice-presi 
John J. Cooke, secretary; Nelson 
» vice-president, Publications Division 
! vice-president and editorial direct 
Aller vice-president and director f adver 
J. EB. Blackburn, J ce-president and 


nm direct 
Subscriptions, write to: J. E. Blackburn, 
Director of Circulation, industrial Distribution, 
42nd Street, New York 36, N. Y. Allow 
nth for change of address 
Subscriptions are solicited only from persons engaged 
mn the distribution and sele of industrial equipment 
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tion must be indicated on subscription orders 
Single copies 50¢. Subscription rates-—United 
and possessions and Canada f a year, $4 for tw: 
$5 for three years. Other Western Hemisphere countries 
and the Philippines $10 for one year, $16 for two years 
$20 for three years. All other countries, $15 a year; $50 
thre years. Printed in U. 8. A. Copyright If 
Motjraw-H Publishing Cx Inc., All rights reserved 






















NEW Model "F” 
Torquers Meet 
Military Specs. 








Design 
variations from 
standard Torquers to 
meet U.S. Air Force Specifications 
are found in the New Model F 
Torquers. Capacities range from 
5 to 4800 in.-Ibs., with 4%” to %” drives. 






Speed your sales and profits with the 


Torquer that speeds your customers’ jobs 
Only one hand to torque properly! Your 
custome! 


handle. 


cally at the torque desired, then resets in- 


stantly. No troublesome gadgets to watch 
or listen for. 

The PROTO Torquer is fast, rugged and 
accurate.Comes in 27 models, ranging from 


Eastern Warehouse & Factory, Jamestown, N.Y 
Canadian Factory, London, Ont 


just set the micrometer-type 


.. the wrench releases automati- 








5 to 4800 in.-lbs. and from 5 to 500 ft.-lb 
with plain or ratchet head. Let the Torque 
give a hand” to your customers’ jobs—and 


your sales! Send for catalog of entire line to 


PLOMB TOOL COMPANY 


2215M Santa Fe Ave pe 
Los Angeles 54, Calif. + 





rPRroTo PRO lessione! TBols 
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EFFICIENCY 


@ NO FOUNDATION 

@ NO FLEXIBLE COUPLING 
® NO SLIDING BASE 
@ NO LINING UP PROBLEM 


THE DODGE SHAFT-MOUNTED SPEED REDUCER 


Wy -that’s Torque-Arm 


Proved in tens of thousands of installations, Stock Taper-Lock Sheaves prescribed for 
in all types of industry, this new and each job. Tri-Matic Overload Release and 
better kind of speed reducer delivers up Backstop available if desired. 
to 97% efficiency ... makes savings up Distributors have the sales advantages 
to one-third! of America’s most complete line of shaft- 
Mounted directly on the driven shaft, mounted speed reducers in Dodge 
the reducer is anchored by the Torque- Torque-Arm: single and double reduc 
Arm, fastened to any fixed object. No tion series capacities 1 hp to 60 hp; 


meeds 12 to 365 
need for foundation, flexible coupling or output speeds 12 to 365 rpm 


sliding base No lining up difficulties. DODGE MANUFACTURING CORPORATION 
Unit is driven through any V-belt drive. 500 Union Street, Mishawaka, Indiana 





THE TRANSMISSIONEER in featured in Dodge advertisements 
which appear in leading industrial publications. Prospects are 
directed to “call your local Dodge Distributor” tor informa 
tion and assiatance on new, cost-saving developmente in 


power transmission machinery 
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Price Index figures cause some confu- 


sion: distributor’s views on the value of 


manufacturers’ meetings stir comments 


What the Figures Show 


\KRON, Oui1o 
1 hie (a 
April issue 


covers a subject to which every di 


Deceiver 


Your “Price 


article in the p. 90 


tributor should give close attention 

One could become lulled into a 
false sense of security by looking 
back a few years at his volume, then 
when he contemplates the fact that 


his dollar business is so much great 
feel he has 
ind knows most of the an 
tatistics 
not certain that | thoroughly under 
tand them. Let page 130 

Price Index for 19 Product 
Classe for instance. Is the otal 


Index upposed to repre ent the a 


er, well he may irrived 
WC! 
In examining the Il am 


1 
take 


erage of the 19 classifications? If so, I 


come up with a different answer 


January 1956—135.2, December 
1955—138. I did not check the last 
one 

Anoth« point I assum that 
these statisti iré predicated upon 


the fact that the percentage of thi 
total volume in each 
constant. In other 
the “Price Index 
assumed that if 
1947 wer 


order to make 


group rCilialli 
words, if we us 
on page 93, it 1 
10% of our sales in 
ibrasive produ ts, im 
i true Comparison the 
ibrasi 


h of 


percentage of oul iles on 
hould be 
the nine year 

If they fluctuate 


product 10% in ea 


widely, by thi 


we mean the percent of the total 
represented by each classification 
then the index figures on pag 93 
would not reflect the true pictur 
of the sales of units or, as you term 
it, “deflated sal 

About the only way that I see | 


could secure a truc picture of our 
own busine ince we keep record 
would be to get th 


index figures { 1 certa number 


only in doll il 


of commodities that might represent 


S()* determine 


of our sale 


o or YUE 
what percentage of the whole is rep 


resented by each on ind somehow 


or other use a formula which would 
ver for each year 

Am I not nght ina 
7 of our busine wa 


Ih vhat \ il ill 


uming that 


tec] produ t 


which in 1956 had an index of 155.4 
ind after a few vears our busine 

had changed to such an exicnt that 
60% of our busine was in lubri 


would = b 


ints and paints, on which the 


index figure 


then the 


uary 195¢ 
ibout 9 total index figure 
under consid 
eration would not be ver helpful 
H. H. Kuwn 

President 


Ih Ilardw irc & Supph ( 


@ Ihe indexes for the 19 


product 


price 


categories won't average 


Industrial Distribution 


You Said It 


with heavy weights have more influ 


ence in the average 
In Hiow to Use the Price In 
dex (April page 93 we should 


have pointed out that, when we use 
the total index to deflate 
that this distributor's 


pattern of sales covers 19 lines across 


sale 5 we 


irc assuming 


the board and is made up of prod 


ucts from all 19 categories in th 


same proportion as the assigned 


weights We are assuming also 
total index over 
that the 


uct mix does not change its propor 


when we apply the 


this period of years 


prod 


tions over tine This is just a sim 


plihed example of how a general 


line house might go about calculat 
ing a “physical volume index 
After vou have 


sule » | by 


analy 74 d your own 
line 5 
these 


puis ipply the 


index for products categors 


by category. Deflate your own abra 
sive sales figures by the Abrasive 
Products” price index; deflate your 
cutting tool sales by the Cutting 
lools index, et Add the ce 
flated sales” figures for all the cate 


gories for which you work up your 


sales analysis. This will give you a 


weighting based on your own sale 








out to the Total Index’’—it’s a experience As your product mix 
weighted average. Different weights may change from year to vear, thes 
we assigned to each product cate changes will be reflected in vou 
gory. Price changes on products own weighted average 
M / . 
anufacturers Meetings 
uur May column (p M. Ga Sager Spuch 
Supply Co., expressed th that st manufact 
meeting ot littl il | } ked h th, ; 
ibout th I fe i th t 
Representatives and Visits f then | th | 
na if deal n 
DALLA 1} i Hpi hed 
I should hh to make one (ouite natural | i i 
marks about two “You Said It t fact 
the May issu Mr. ( nt ha 
One concerns the views of G. K hould like to add t t | 
Conant, ]r., Sligo, In mceming it deal n , 
visits to distributors by competent hed in tl f ud 
factory men. These visits, I also feel lling if 9 f ft] fact 
quite frequently make contacts with ne was spent with the salesmn 
executives rather than with the sale i¢ field. Calls made tome 
men. It is my sincere belief that if th a well tramed, ¢ f 
factory men were t ictually pend Cont j 
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200 Ib. S.P. 
400 Ib. W.O.G. 


150 Ib. S.P. 
300 Ib. W.0.G. 
V4 to 2 Inches 


SEATS AND DISCS 


Entirely New Flat Design 
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APPLICATIONS 


boosts KEY-LINE SELLING opportunities 


The new higher-pressure LQ600-200 coupled with the widely acclaimed original 
LQ600-150 fits in perfectly with your Key-Line selling and gives such programs 


new support. 





LQ600-200 opens literally thousands of new selling opportunities in services 
where LQ600-150 could not be used because of pressure limitations. Now, with 
both valves, you can offer LQ600 dependability for every application where bronze 
globe valves are used in the pressure range. You can concentrate on LQG600 along 


with the rest of the complete Lunkenheimer Valve Line. 


In five years of actual field use there has not been one reported case of leakage or 
failure of an LQ600 Valve. This on-the-job proof has included a wide range of 
“normal” bronze globe valve installations and “‘killer’’ services where the valves 
replaced by LQG00 lasted only a few weeks to a few months. Brinalloy* Seats and 
Discs are far more resistant to wear and corrosion than 500 Brinell Stainless Steel, 


even outlast case-hardened Stainless Steel exceeding 1000 Brinell. 


What better KEY-SERVICE could you render your customers! 


SHhbegf FG. 10600-200 or FIG. 1600-150 ON YOUR ORDERS 
BRONZE: IRON: STEEL - PVC 


LUN KENHEIMER 
THE ONS! COT NAME IN VALVES 
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Greatest new toolin years tor 


maintenance and production 








1, 
gn Quail 


Y low cost 


REVERSIBLE 


REDUCER 








table drills 
speed, increases 
even times. For 
i neg, nut running, 
ind tapping 


/ ‘ 
CTSAIMAlIC 
4, f 4 
SU 
PROFESSIONAL MODEL 
No. 4000-P 


with Yankee-type bits 


PAT. PENDING 


a) 
ONLY §‘24.95 


COMPLETE 14-PIECE SET 


SUPREME PRODUCT IN¢ 





Said It 


Starts on page 





DRIVES SCREWS 


REMOVES SCREWS 
tory man are hard to beat, and I 
x vould pet onally like to see the man 
facturers give more thought to this 
articular type of activity 
I'he second item that I would like 
to remark about concerns factory 
ts as reported by J. M. Garvin, 
Sager-Spuck Supply Co., tor tran 


ind schooling by our salesmen 


It has always been my opinion that 
1 combination of the two is a most 
deal situation 

We generally feel that one visit 
for our salesman to the factory, 
une he is a specialized iles en 
gineer, is sufficient. ‘Then follow it 
with the factory having a_ well 
ilanned sales meeting at the distrib 
utors place of business. ‘This is 
more advantageous to both parties 
from a tandpoint of cost involved 


ind also from the amount of good 





that can be gained from the total 

time involved. I would like to sec 

lis type of activity promoted much 

ire than it has been 

is my firm belief that, if our 

val sources of supply would 

vell balanced sales meeting 

en h year at our place of busi 

ik volume could he 11} 
ubstantially 


InvING Hl. Buck 


ol 


President 


| Supply & kengineering Co 


Wait Six Months 


Burrato, N. ¥ 

l think the iunportant factor here 
tin 

| moa tin tandpoint the best 

ire obtained by distributor 


i TAPS 
DRIVES ig closely with the manufa 


REVERSE t local representative—pro id 
removes taps by power er ) ourse that he j vell-vet ed 


‘ rom past experience we beliey« 
the good manufacturer's representa 
tive should receive our cooperation 


Continued on page 14 
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Never Confuse the No.8 MARVEL @ ..... cw. 


with an ordinary Band Saw 
«only the MARVEL is Universal 


Bo Only on a No. 8 MARVEL 


can the saw column be 
instantly indexed and 
locked at any angle from 
45° right to 45° left, and 
the saw then fed thru the 
work at the desired angle 
— without moving the 





‘sh Only a No. 8 

MARVEL can 

do all of these 

things: Snip-off a Ys” 

rod or cut-off an 18” 
x 18” cross section 


a 





No. 8 does the 
blade remain at 
a right angle 
throughout its full 
18” feed traverse. 
Work always re- 
mains stationary. 








rs Only a No. § MARVEL has 





the large T-slotted work 
table, with removable quick action 
vise, that permits accurate set-ups 
of work of unrestricted sizes and 
shapes, special fixtures; Etc. 


“Rough Machine” to size and shape 

















cut off and shape 
Structural Beams. 





ARMSTRONG-BLUM MFG. CO. - 5700 West Bloomingdale Avenue « Chicago 39, U.S.A 





with minimun chip waste 


The No. 8 MARVEL is the “busiest tool in the shop’’ wherever 
installed because it is a universal tool —has both the capacity and 
the versatility to handle not only standard sawing jobs but 
innumerable “‘trick’’ and convenience jobs as well. More than 
a metal saw, the No. 8 MARVEL is a fine machine tool with 
machine tool features like: Both power and hand feeds; Depth 
Stops; Automatic Blade Tension; Built-in Coolant Pump; Three 
operating speeds (or six with 2-speed motor). Moisture-proof 
electrical controls that conform to both “J.1.C.”" and ““MACH.- 
INE TOOL” electrical standards; Dirt-proof ball bearings, etc. 


If you cut, machine or fabricate metal, this is a sawing 
machine you should know about. Write for catalog. 
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ARCHITECT'S DREAMSTUFF is Republic 
Enouro” Stainless Steel. No other commercial 
metal is so immune to time, so brightly hand 
some, so resistant to rust and corrosion, so 
easy to clean and to keep clean. If a sparkling 
stainless steel storefront might better help you 


cash in on the new purchasing power, why not © 


talk it over with your architect now. Republic 
Enouro Stainless Steel is available in local 
independent distributor stocks 


TO HANG A SIGN — or to assemble a loco- 
motive — booming U. S. industry needs fas 
teners. In huge volume. Republic Steel makes 
more than 28,000 types and sizes of standard 
and special bolts and nuts for every kind of 
fastening job. As many as fifteen-million pieces 
a day. Your locel hardware retailer has them 
for home use. Independent industrial and mill 
supply distributors stock them for industry 


7 


TO STROLL THE DOGS— or to haul logs— 
there's a type of safe, dependable Republic 
Steel Chain. Republic makes a complete line 
of every type and size of welded and weld 
less chain, chain assemblies, attachments and 
accessories. For farm, home, and industry 

including tire chain to help you drive safely 
independent distributors and wholesalers are 
backed up by Republic warehouses from 


coast to coast 


12 


thanks to hundreds of 


Steel is your most widely used, least expensive metal. But, it can be produced 
most efficiently only in certain areas, and shipped most economically only 
in large quantities. 

That's the “why” of the independent distributor. Your local distributor 
knows just what your community uses, and keeps the proper steels and 
steel products on hand. He may supply a local manufacturer's entire needs 
or partial needs... may fill occasional rush orders, or furnish special sizes 
and grades. This service helps keep jobs running, helps stabilize local 
employment. It's like having a steel plant in every town. 

By maintaining complete stocks in local markets, distributors and dealers 


ATTENTION ALL INDUSTRIAL DISTRIBUTORS 
AND DEALERS: Republic Steel is sponsoring this 


message in support of independent distributors 
everywhere. This advertisement appeared in full 
color in THE SATURDAY EVENING POST, June 16, 
circulation 5,340,647); and appears in black 
and white in NEWSWEEK, July 9, (circulation 
1,083,519); in U. S. NEWS AND WORLD REPORT, 
June 29, (circulation 751,375); and in WALL 
STREET JOURNAL, June 21, (circulation 362,978 

Advertising backing is another way in which 
Republic helps distributors and dealers sell! 


REPUBLIC 
Wolds Widest Range 
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in Every Town... 


independent distributors 


make national distribution and mass-selling possible. Mass-selling supports 
mass-production. And, only through mass-production can business manage- 
ment keep prices low 

The many hundreds of independent distributors and dealers who make 
Republic Steels and Steel Products readily available throughout the nation 
are typical of small businessmen everywhere. The vital service they provide 
illustrates the interdependence of big business with small. 

They best can serve you and your community in an atmosphere of busi- 
ness confidence. And, our thriving economy of today, based upon peacetime 
prosperity, inspires confidence throughout every community in the nation 





Sg T Ee = L General Offices: Cieveland 1, Ohio 
Stivaland, Stole andl, Stool Prodlettle 
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YEARS AGO, REPUBLIC MANAGEMENT fore 
saw your growing need for sheet steel and 
invested in the world’s widest strip mill 
Products of that mill are converted to a wide 
and coated 


variety of hot-rolled, cold-rolled 


sheet steel. Republic is expanding and improv 
ing production facilities so that distributors can 
better fill the needs of your local independent 


sheet metal shops and sheet fabricators 





best 
Bors 


more pred table mac hining 


“MACHINABILITY” 1S THE TERM whict 
Cold -Finished 


Stee! 


describes Republic 
Faster, smoother 
ms one result of a continuous research program 


ind stain 


Republic cold-finished carbon. alloy 


less steel bars—as well as hot-rolled bars—are 


ationwide 


Republic 


available to industry through a ° 


net of independent distributor 


tance is avail 


sponsored metallurgical as 


able through them, too 





but when snow falls, 


Embedded 


IT’S SUMMER NOW 
there's another job for steel pipe 
in concrete by your local plumbing and heat 
ing contractor, a steel pipe snow-melting sys 
tem keeps sidewalks and driveways clear, safe 
and passable all year ‘round. Republic high 
quality welded Stee! Pipe and the newer 
Republic Plastic Pipe are available through 


independent pipe cistributors, coast to coast 
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DURKEE-ATWOOD’S Little Professor says... 
| ° 
"Sell ‘em with 


Caper Service!” 


Team up with D-A’s Super Service Program 
for immediate answers to your customers’ 
power transmission problems. 


A tough problem in power transmission . . . like this huge 
gyratory crusher at the Climax Molybdenum plant in Climax, 
Colorado . . . calls for coordinated sales between experienced 
distributors and factory experts. 

Durkee-Atwood customers expect and get the right answers 
to problems such as crushing 30,000 tons of granite per day . . . 
because D-A Super-Service provides exact information on engi 

neering data, power ratings, service factors, 
construction features, and supply . . . promptly! 
FIND OUT HOW Durkee-Atwood's Super Service can help you. 


Write for the complete story on new and important ways to 
serve your customers better 


Warehcuses Located Atlanta, Chicago, Cincinnati, Cleveland, Dallas, 
Denver, Detroit, Los Angeles, Minneapolis, Newark, Oaklond. 


DURKEE 
ATWOOD 
V-BELTS 


“Ol ep a ye 


¢ 


WRITE DEPT. 10-7 





SPONGE 
MOLDED RUBBER 
RUBBER SHEETING 
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You Said It 


Starts on page 7 





and leeway. We've lost the fear of 
letting him birddog accounts on his 
own; we have confidence in most of 
our suppliers’ salesmen 
lo get back to manufacturers’ 
hools, I do think some manufac 
turers try to get a distributor to come 
to their plants too soon. They 
hould wait at least six months after 
the distributor takes on the line. It 
takes that long before our salesmen 
get their feet on the ground and 
learn something about the product 
and local applications; then they ar 
prepared with pertinent questions 
to get the most out of the schooling 
Close cooperation with the man 
ufacturer's representative—effective 
ly conducted sales meetings, mis 
sionary calls, two-man calls—is, I be 
lieve, of greater value than most one 
week schools. Although those we've 
had experience with have been well 
run and worthwhile—if they came up 
ix months or more after taking on 
the line 
R. P. ARNOLD 
President 
Buffalo Rubber & Supply, Inc 


Give Due Credit 


INDIANAPOLIS, IND 
l‘here are as many different kinds 
of manufacturers’ sales meetings as 
there are fleas on dogs. We've had 
thorough experience with the van 
ous types, and we're anxious to a 
cept certain invitations—parti ularly, 
those program which revolve 
round product application. We like 
those courses which get our men 
into overalls and put them out to 
work on the product in the plant 
lhe other types we diplomatically 
refrain from attending. And I admit 
we run into enough of the other 
types to make us wonder what the 
manufacturer is thinking of 
It und l f Mr. Garvin ha 














One more good reason why it pays to sell CHICAGO fasteners 








We put the carbon back 
so they’ll take more punishment 


“Carbon Restoration” is the met- 
allurgist’s term for our unique 
method of insuring uniform hard- 
ness. To you, our Carbon Resto- 
ration process means an excellent 
guarantee of trouble-free perform- 
ance with every Chicago “‘Safety 
Plus” socket screw product and 
heat-treated cap screw you sell 

Why carbon restoration? Be 
cause the for hard steel 
demands an exact amount of car 
bon. But al/ steel loses some surface 
carbon during manufacture and 
processing. We restore this vital 


“recipe” 


carbon in a precisely controlled 
process during final heat treating 
Result: a fastener with a “skin” 
as tough as its core one that 
will offer maximum resistance to 
whatever punishment it may have 
to take in your customers’ products 

This is just one of the advantages 
you get with the Chicago line 
Chicago Screw offers you (1) a 
top quality prod 
a distributor policy that 


complete line, (2 
ucts, (3 
gives you maximum profit potential 

Interested? Write our Standard 
Products Division 








B CHICAGO'S unique carbon res 
toration process and complete qual 
ity result in 


better fastener performance. 


control procedures 


B A complete fastener line... 
4000 catalogued standard items 


over 


@ Fastener experts selling with you 
and for you. 


@ Fast service and delivery 

B Specialized engineering and met 
allurgical services 

B Acceptance by leading manufac 
turers. 

BA distributor policy that gives 
you maximum profit potential, 











THE CHICAGO SCREW COMPANY 


DIVISION OF 


WASHINGTON BOULEVARD 


STANDARD 


SCREW COMPANY @ 


BELLWOOD, 


INDUSTRIAL DISTRIBUTION © JULY, 1956 


ESTABLISHED 1872 


ILLINOIS 








Vivtthissis iy 
NO DAMAGE ...:.:: 


4 et tensed casa 


~ to HAMILTON ——— 
Revelation 
SUCTION 


HOSE 











hools, whi 


ood job 


one for him 
hould he 


.. CRUSHED BY TRUCK TRAFFIC .. REGAINS UNDAMAGED SHAPE sve in his comments and ¢ 


. rz ~~ 7 


»* 











No wire is used in the carcass of Weather and wear-resistant co) ul I Vhose 
Hamilton REVELATION Suc rugated cover over the multi-ply 
tion Hose Specially treated, hard Carcass provides a smooth-bore 
twisted cord and multi-ply heavy suction hose for mining or con 
duck insure recovery to original struction work in six popular 
hap and prevent conventional sizes trom 1” to 3” LD. Ask your 
failure due to crushing abuse Jobber for details, or send for 
our literature. 

yes, REVELATION SUCTION 
HOSE is designed to meet Spec ific needs, 
just as are the other 22 industrial hoses 
listed below. Write us today tor further 
information, literature and prices. No 


obligation, of course 





CREAMERY ROAD BUILDERS TANK TRUCK 
DREDGING SLEEVES ROCK WOOL VACUUM 
ACID HOSE FIRE SAND BLAST VARI-PURPOSE 
AIR HOSE FUEL LINE SPRAY WATER DISCHARGE 
BREWERS’ HOSE PAINT SPRAY STEAM WELDING 
CONTRACTORS PLASTIC HOSE & PIPE SUCTION, WIRE-INSERTED WIRE BRAIDED 





t knowledge 








rdo the ide 


Be sure...use Hamilton... Always dependabie! hi 


ited 


HAMILTON RUBBER eee 

ich empha on mal 
MANUFACTURING CORPORATION hniques, how tl 
Executive Office and Factories,1017 Meade St., Trenton, N.J. made, st 


Branches in 


* ATLANTA 
CHICAGO * CLEVELAND * HOUSTON * PITTSBURGH 
INDIANAPOLIS *LOS ANGELES “NEW YORK *SAN FRANCISCO 
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The Maurey MULTIPLE 
V-Drive line includes 


FUL-GRIP @-D sheaves... in 
complete stocks for A, B, C, and D 
sections 

STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 
MOR-GRIP Multi-V Belts in all 
standard lengths in A, 8B, C, D and E 
sections 

MOR-GRIP V-Link Belting in A, B, and 
C sections 

Complete Multiple V-Drive Accessories 


the quality y-drives your 


Maurey quality. s 
n meeting exactin 


The Maurey FHP 
V-Drive line includes 


Hi-Q bushed type and fixed bore 
type cost iron and pressed steel 
V-Pulleys ... 

MOR-GRIP FHP V-belts, O, A and 


Aerodynamically designed 
refrigeration fans and Fan 
V-pulleys ... 
interchangeable Bushings . . . 





Flexible Couplings . 
Complete V-Drive Accessories 


Industry knows 
V_Drives have bee 


B sections in all standard lengths. . . 








Variable Speed Transmissions 
provide infinite speed ranges up 

to 10 to 1. Installed on new or used 
drives in minimum space at 

minimum cost. 





customers want 


1917 Maurey 
9 OEM standards. 


maurey delivers both 


the cooperation you want... 


: 


SERVICE... 


% 


» 


Complete Maurey stocks strategically 


placed expedite delivery to your cus 


tomer on every V-drive need from fhp 


to 600 hp 


ENGINEERING HELP... 


The personal assistance of Maurey field 
engineers as well as the services of 
V-Drive specialists in the Maurey home 
office helps you with special V-drive 


pr oblems 


SALES HELP... 
COOPERATIVE PROTECTION ... 
The live leads produced by direct mail 


and publication advertising go to 
Maurey distributors. Your sales efforts 
cre backed up by folders, booklets, 
brochures ond catalogs which can be 


By qualifying as an authorized distribu 
tor of the cor plete Ma rey line, you are 
9g yoranteed full factor y cooperation and 
protection. We shall be glad to give 


imprinted with your name details on territories open. Write today 


maurey | sccm verte 
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Which hub 
would yow rather sell? 


Youd prefer to sell the hub that does the most to 
boost your profits the one that best satisfies your cus 


tomers and Mmcreases the I! confide nee in you. 


But you can't recognize this hub by the way it looks 


It may be exactly like another hub, to all appearances 


Naturally, you'd be sure that the hub was interchange 
able in sheaves and sprockets. But wouldn't you also be 
certain to evaluate the manufacturer's service and the avail 
ability of his product? You know that the plus factors of 
immediate availability and superior service are always 
important and often permit you to save your customers 
from work stoppage and production loss. That's the kind 
of service which frequently enables you to get an ordet 


you otherwise would lose 


FORT WORTH quality products are offered through- 
out the nation by service-minded industrial distributors 
to whom FORT WORTH provides the premium of su- 


perio industrial service 


STEEL & 
MACHINERY 
COMPANY 


ORT 


ORT 


SHEAVES V- BELTS SPROCKETS OTHER INDUSTRIAL PRODUCTS 


Memphis @ Atlant 
Oklal ’ ( 
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You Said It 


Starts on page 





petent, we prefer that he prepare a 
worthwhile presentation for one of 
our sales meetings. Such mectings 
when properly run, are often more 
beneficial than a week away at a 
manufacturer's plant 

We do recognize howeve! parti 
larly on a new line, that a factor 

it of a few days is very advanta 
gcous. And certainly some manufa 


deserve a great deal of credit 


rel 

or the fine schools they have bee: 
over the year 

Junius Sieces 

President 


Standard Industrial Supply Co., In 


Expensive Proposition 


SPARTANBURG, S. ( 
| in safely say that we would 
rather have manufacturers’ field rep 
resentatives call here or on our cus 
tomers, with or without our own 
ilesmen, than to conduct product 
meeting [his maximizes their sale 
effectiveness 
We haven’t sent our men to 
chools for the simple reason that 
our men are experienced enough to 
handle the lines we carry without 
this additional training. We handl 
power transmission product 
ill for some technical back 
but what our men would 
1 at a factory school would not 
ipwrcciably enhance their knowl 
edge. Factory schools are expensive 
in time and money and the relatively 
littl idded knowledge we would ob 
tain by attending such schools would 
not be worth it 
That doesn’t mean that we'r 
wainst tactory hools. It is concei 
ible that some day we may take on 
line of products sufficiently com 
plicated to make it essential for u 
to send our men to such a school 
But we look for men with experience 
in the lines we carry as a rule 
C. V. Be 
General Manager 
Crawford & Garner, In 








Sell them quality — Ferry Cap~—and 


you'll bring ‘em back a’‘buying! 


With clean, smooth threads these set 
screws always fit perfectly and re- 
spond readily to adjustment needs 
They are case hardened—the hard 
machined point bites in and holds. For 
all general purposes they continually 


meet all engineering requirements 


For Ferry Cap Set Screws are expertly 
made by the first company to produce 
Cup Point Set Screws by the cold upset 
process of manufacture. They embody 
the skill and experience gained in over 


45 years of precision manufacturing 


How’s Your Stock? We can take care 
of your needs immediately. A com- 
plete range of sizes 

Continuous inspection 


during manufacture to 


assure top qd iality. 


& SET SCREW CO. 


wualisls told upset screw products since 1907 


Also cap screws, fillister cap screws, 2153 SCRANTON ROAD CLEVELAND 13, OHIO 
studs and other cold upset products. 
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ident of Chun King 


““You’re looking at a million-dollar menu!”’ 


Ca ivo, we started treezing our Chinese fi 
iround Minnesota 
sold million yf dollars 
{ half of a $25,000,000 m 
our one plant in Duluth! 
( how 


& Air Express. 


GEers THERE FIRST via US. Scheduled, 


or whole Cantonese 


{ ' 
within a few hours 


CALL AIR EXPREDRS ... divisionof RAILWAY EXPRESS AGENCY 
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Mot batting a 1000 
WEATHERHE. 


NEW STRAIGHT-THREAD 
HYDRAULIC TUBE FITTINGS 


“Every call an order” .‘. . that’s the report from Weatherhead 
Distributors who are pushing the new Weatherhead straight-thread 
flared and flareless tube fittings. New S.A.E. standards have broadened 
the market . . . doubled your sales potential. The tremendous 
advantages of these new fittings create immediate interest—and orders. 


APPLICATION ADVANTAGES... 


Meets New S.A.E. Boss Design Standards 

Closer Coupling Design. 

*Weathercote Finish 

Higher PSI Without Backup Rings 

Less “O” Ring Distortion—Longer “O" Ring Life 

Speeds, Simplifies Field Installations 

Assures Unyielding, Leakproof Seal 

May Be Repeatedly Disassembled And Reassembled 
Without Affecting The Seal 


HIGH BATTING AVERAGE IN THESE MARKETS 


, Machine Tools @ Hydraulic Presses @ Construction 
( and Excavating Equipment @ Materials 
Handling Equipment e@ Drilling and Mining 


Equipment @ General Maintenance 


7000 SERIES 5000 SERIES 
FLARELESS ERMETO S.A.E. TFLARE-TWIN (J.1.C.) 


ao=0= 
Zp ccs 


Specifically designed for high pressures. t'Flare-Twin'"—trade name for the new 

Made with Weathercote finish in 31 Weatherhead 37° flared fitting. Avail 

different styles in sizes from '/g" to 2”. able in both 3-piece and 2-piece .. . 
all styles and sizes 


*WEATHERCOTE 


Trade name for the new Weatherhead finish. Meets all S.A.E. 
specifications for corrosion prevention. Resistant to nonflam- 


mable hydraulic fluids as well as petroleum bese fluids. 


The Weatherhead Co., Fort Wayne Division 
Dept. J-7, 128 West Washington 
Fort Wayne, indiana 


In Canada: The Weatherhead Co., Ltd 
St. Thomas, Ontario 
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MORSE y 2 , 
CARBON | | 
ae) y, 
j jj Y 
gy a 





INDUSTRIAL DISTRIBUTION © JULY, 1956 








Mr. Morse” 


...the biggest and fastest ail-around 
man in the cutting tool industry... the 


Morse-Franchised Distributor 





He’s got the most complete line . . . the right He can recommend the right tool for any job 
cutting tools for every operation from the regardless of tool requirements. That's why 
automated production lines of the biggest Morse means “The Most” in Cutting Tools 
mass manufacturers, to the smallest job shop .. . because Morse-Franchised Distributors 

Carbon... high speed . . . tungsten carbide, can do the most for their customers any 
tipped or solid .. . you name it and he’s got time they call. And that’s why the MFD is 


it... right now, when your customers want it! the busiest man in town 


MM ORS: Ez means 


THE MOST in Cutting Tools 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 
Subsidiary of VAN NORMAN INDUSTRIES, IN¢ 


Warehouses in New York, Chicag etroit, Dallas, San f 


Buy them by phone from your Morse Franchised Distributor and save 


and now 


MORSE 
CARBIDE 
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Why 


THE Lamuon 


“100” Package? 


For many years, the National Industrial 
Distributors’ Association has been advo- 


cating the use of decimal packaging. 


Lamson & Sessions again leads the fastener 


packaging parade by becoming the first 





major manufacturer to package stove 
bolts, machine screws and machine screw 
nuts in the "100" unit package for the 


convenience of the distributor. 


sn sctews | EASY TO ORDER 


| machin 


oh" 
1 | Our decimal dollar and cents monetary 


system has made it easier for people to 
think in terms of 100 units. Hence it's 
easier to order nuts and bolts when you 
can order by the hundreds, thousands or 
ten thousands. And it’s easier to figure 


what they cost you per unit, too. 


EASY TO PRICE 


By the same token it’s easier to price the 
single units or packages and know pre- 


cisely what percent profit you are getting. 


EASY TO SELL 


Distributor salesman and their customers 
invariably talk in terms of decimal quanti- 
tics and most orders are issued on this basis. 
That's why the “100” packaging—and 
only the 100" packaging ~ makes sense 


So, make it easy on yourself. Buy all 
your stove bolt, machine screw and 


machine screw nut requirements from 





Lamson & Sessions. We can promise fast 


K delivery from stock. 


Sie LAMSON & SESSIONS @. 


1971 West 85th St. Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Birmingham e« Chicage 
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EVEN THE MOST UNSKILLED con get strong, flexible bonds fast with PLIOBOND. And they'll lost—are resist 


»duction mater 


woter, « chemicals 1 age. Recommend it with niidence as either a repair or pr 


SELL THE ADHESIVE THAT'S— 


sO EAS to use, anyone can make it work do almost any industrial 


bonding job faster and better 


sO Ss 7 RONG it can lift a truck — meet practically every industrial 


bonding need 


sO VERSAT ILE it can bond virtually any material or combi 


nation of materiais—solve any industrial bonding problem 


PA i" ~-- 


“BONDS ANYTHING TO ANYTHING" 


PUT PLtioBOND in your line of industrial supplies. Its 
ease of use, versatility and strength will find it a place 
in virtually any of your current customers’ plants. See 
your nearest factory distributor for full details or write 
Goodyear, Chemical Division, Coatings Dept., Akron 
16, Ohio 


Pliicheond —~T M. The 
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New Morse “Power Pack” 


OOF |ORGUE UMNTER PROTECTS motoe amo | 
MOURA POM DEAD-STOP OF DRIVER Umit) | 


eo ee ee fore wet a gees 
Ce 


Fact-jammed, hard-selling mailing pieces. Pack contains 
giant postcards, Coupling Selector wall-poster mailer, 
“door opener” stuffers on special products, Morse “‘line’’ 
folders —-all designed to sell distributor stocks, distributor 


/ services first! 


Eleven hard-working distributor newspaper mat ads, 
featuring individual Morse products, your services, 
deliveries, stocks! Product photoline drawings suitable 
for any-sized ad. Multiproduct ads for distributor fran 
chise publications, plus local trade papers! 
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builds distributor sales! 


NATIONAL ADVERTISING: 


L 
Reprints of Morse national trade-magazine ads, excellent for 
enclosures. Featured in leading publications reaching the 
customers you sell, the prospects you are trying to reach. 
Each and every Morse ad sells the Morse Distributor! 


ji, POINT OF 
Hottest sales tool in the power trans- 


\\ \\ /, 

; mission field! that’s Morse’s spec 
tacular new “POWER PACK"! 
Adaptable toevery distributor oper 
ation, it will build business with old 
customers, and help get new ones! 


This new Morse “POWER PACK” 
has been designed to work exclu 
sively for you--every item in it 
selis your service, your stocks, your 
fast deliveries, your local operation 
Emphasis is laid on “door openers” 
to new accounts -exclusive Morse 
products which only you can furnish 
locally, such as Cam Clutches, 
Torque Limiters, ete. 


7 
/ 





\ | 


Don't miss out on the sales poten- 
tial in this powerful package! Call 
your Morse Representative now! 
Handy Morse Silent, Roller, and Flexible Coupling Selector Let him help you tailor hartge ar 
Chart makes selecting the right item from stock a cinch! gram to meet your needs! Do it 
New, colorful Morse Distributor window decal ties in to 
all Morse advertising, new packaging. Direct mail pieces 
double as counter handouts. 


today! 











MORSE CHAIN COMPANY ¢« A BORG-WARNER INDUSTRY « ITHACA, N.Y. 


POWER TRANSMISSION 
Trademark PRODUCTS 
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The award which you gave us at the recent 
Triple Industrial Supply convention was 
greatly appreciated for two reasons. First, 
everybody likes to win an award from two 
such important groups as the National In- 
dustrial and Southern Industrial Distributors’ 
Associations. But, even more important, the 


INDUSTRIAL DISTRIBUTORS 


award clearly indicates that we are attaining 
success in what we set out to do—to point out 
the essential part which industrial distributors 
play in the American economy . . . and to em- 
phasize that “a bargain that by-passes the 
distributor is no bargain at all!’’ 


4246 


These advertisements are part of the 
award-winning campaign which appeared 
in over 50 different trade magazines. The 
campaign pointed out the many essential 
services which can only be performed eco 
nomically by local industrial distributors 
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First-rate 





ie saanan | SIMONDS. 


ABRASIVE CO.) 


' 
i 


GRINDING WHEELS 
< and 
| zg ABRASIVE GRAIN 


These awards by NIDA and SIDA 
to Simonds Abrasive Co. and Simonds Saw 
and Steel Co. at the recent Triple Industrial 

| Supply Convention are indicative of the first- 
rate support which Simonds distributors get. 





... @ basic policy with SIMONDS 





SIMONDS _ | Sokcemmn 


| SAW AND -STEEL CO 


a _ 


FITCHBURG, MASS. 


_ SAWS-KNIVES 
FILES 
DIE STEEL 





4 . 
“nti O , 
IOb iin, Nish, a. didy / 
ee. 





INDUSTRIAL SUPPLy 
a OISTRIBUTOR 


em 3 


o” 
~~ > 
_— 
~_ 











in Boston, Chicago, Detroit, Sen Francisco ond Portiond 
Oregon, Cenadian Factory im Montreal, Que , Simonds Diviwons 
Simonds Stee! Mill, Lockport, N.Y., Heller Tool Co., Newcomerstown, Obie 
Simonds Conede Abrasive Co., itd, Arvide, Que, Canede 





A A OE te ew ‘ — 


STAY ON TOP 
én OF SALES WITH A 


oe 9% K« 


INDUSTRIAL 


BRUSHES 


The good service that you give to 

your customers is as important to 

us as it is to you. To make your 
Industrial Brush service a top notch 

one we are organized to give you a 

service complete in every detail. 

Our job is to see that you are supplied 
promptly and thot you get the quality products 
that promote sales. 


MILWAUKEE Production Brushes for power 
use—production brushes for hand use—brushes 
for various maintenance needs. Your good 
service today will pay off time after time. For 
Industrial Brushes be sure—make it Mil- 
WAUKEE! 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-54 
IT FEATURES 
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COSTLY “DOWN TIME” REDUCED! 


Uniform quality 
@ You can keep your drilling operations on schedule with 
and high performance of CLE-FORGE High Speed Drills. These fine quality tools give 


superior performance on every set-up and you can rely on theis 


CLE-FORGE High Speed Drilis uniformity day after day, month after month, year after year 
A 


> Why not ask a Cleveland Service Representative for sugges 


can help you reach tions on reduc ing down time and incre asing produc 1100 if your 


; shop? (Contact our nearest stockroom, or 
production quotas TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


This advertisement is currently appearing 
in the leading metalworking magazines, 


tHE CLEVELAND mist pri co. 


1242 East 49th Street . . Cleveland 14, Ohio 
Seana e - baree 40 iaagis Saas ¢ Seeman s © ee tngsen 
E. P. Barres, Ltd., Londen W. 3, England 


» FL 





a i 
Lu Heckethorn Manufacturing & Supply Company Second, established a visible record control for these 
of Littleton Colorado reduced their clerical costs of correctly classified iten both by number and nan 
inventory control by 50% and cut in half, the amount The visible signal control of actual stock status for each 
of capital formerly tied up in inventory supplies! item assures maximum ettective use of dollars invested 
in inventory. Attention is directed visibly to specifi 
Commodity Classification Service, a function of the troublesome conditior ; overages and shortages 
Business Services Department of Remington Rand. 
designed a simple inventory control system which Write today for fre rrated Case History 9 
accomplished two main results. First, classified each the Heckerho rory omprehensive re‘ 
inventory item cto elimimate the contusion of non inventory ner t Profits frort 
standard not venclature and inadequate le scriptions rory Re 1 \ mr e emcency I wel 
that could eventually affect every phase of the opera clerical « 
tion, Commodity Classification identifies, classifies and capital tied up in in 
numbers all inems to fit into one system which every Ask for folders CH 


one can understand and use K1D3475 





had 
KMemington ff. weal Room 1741, 315 Fourth Avenue, New York 10 
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THERMOID ‘‘P.S.’’ 
HELPED SELL 
THIS JOB 


Matched Thermoid Multi-V Belts installed on 20 h.p. 
motor driven tanning drums in the Geilich Tanning Co., 
Taunton, Mass. 


as ae 


Severe wear on V-Belts made frequent replace- 
ment a costly proposition for this tannery. A 
Thermoid Distributor, backed by Thermoid P.S 
Personalized Service) solved the problem with 
matched Thermoid Multi-V Belts. Plant personnel 
report longer belt life, smooth, positive drum 


action, less down time, lower replacement costs 


Thermoid P.S. can help you solve difficult and 
unusual applications because you get Personalized 
Engineering Help from Thermoid representatives 
And that’s not all 


PERSONALIZED PRODUCTION provides you 
with a complete line of Thermoid Hose, 
V-Belts and Conveyor Belting — built to the 


exacting requirements of any industry. 


Thermoid Hose Thermoid Conveyor Belting 














PERSONALIZED PROMOTION supplies you with 
effective sales help, tieing your program to 
intensive Thermoid industrial advertising 
And Thermoid also helps you conduct sales 


meetings and sales training seasions 


Get all the facts now on why it’s good business 


to do business with Thermoid 


hermold bene 


Thermoid Brake Blocks, Clutch F acings > A 





HERE'S HOW YOU CAN 
SELL 25/7. MORE LAMPS 


Tie in with General Electric’s 
big Group Relamping Promotion 


vo can increase your lamp sales per account 
by at least 25% and build customer good will 
at the same time by selling Group Relamping. 


Group Relamping benefits your customer by giv- 
ing him better light at less cost. It benefits you 
because lamps are replaced earlier and therefore 
more often. Even the longest recommended cycle 
increases lamp purchases by 25%! 


Replacing large groups of lamps at 80% of life or 
earlier can cut up to 60% of your customer's labor 
cost. And he gets better light, better appearance, 
plus longer lifelrom his lighting system components. 

Group Relamping is already widely accepted in 
factories, offices and stores all over the country. 
More and more case histories show how lamp 
buyers save with Group Relamping. 


Now is the time to tie in with the big General 


Electric campaign promoting Group Relamping— 
while the momentum is high. You can get this prac- 
tical selling kit from your local G-E distributor to 
make your selling easier: 


1, A 12-page booklet GROUP RELAMPING 
PAYS D tape om lpme the whole story of 


how Group Relamping works. 


2. A 4-page folder showing how Simplified Group 
Relamping saves customers money. 


3. Samples of et case-history ads running 
in Business Week, U. S. News & World Report, 
and many industrial and commercial magazines. 


Remember that Group Relamping works better 
with uniform General Hlectric lamps. When you 
sell a customer on Group Relamping with G-E 
Lamps he's your customer —for keeps. 


@ Start selecting which of your customers can profit most from Geone Relamping. Then 
it! 


explain to them the ben 


ts of Group Relamping. You'll both pro 


Get your copies 


Sales Kit now from your local G-E repre- 


of the General Electric Group Relampin 
pt., ID-7, Nela Park, Cleveland 12, Ohio. 


sentative. General Electric Large Lamp 





THIS IS HOW GROUP RELAMPING WORKS FOR YOU AND YOUR CUSTOMERS... 


You: 


—Sell more lamps... 
at least 25% more! 
— Build customer good will 





Your Customer: 


— Spends less for light 
— Gets better light 
—Has fewer work interruptions 


— Gets nicer appearance 














Progress ls Our Most Important Product 


GENERAL @@ ELECTRIC 
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ROM EVERY OF PIPE FITTING 


CHAIN WRENCH 


Does everything on ordinary pipe wrench 
will do ond ao great deal more. Gets 
into tight corners, holds of turns any shape 
Rachet-like action works in either direction 


10” te 60” handle lengths. Renewable jows 


HINGED 4-WHEEL CUTTER 


Until you've weed it, you can't believe how 
quickly this completely new tool cuts of cast 
iron of steel pipe. Tracks perfectly, cuts easily 


and clean in ditch work, in tight corners of 


in the open. In five sizes for pipe to | 2 inches 


reamer. Needs no pushing. Cuts burr fost without 
GUIDE RACHET THREADER binding or gouging. Copecity 14” to 2.” 
Light, compact and highly efficient. Features the exclusive e 
Reed double-threaded throat, chip-ejecting die. Storts 
without pushing and needs no lead screw even for 2” 


N RACHET REAMER 
HP ADJUSTABLE The origina! and only genuine self-feeding rochet 


pipe. Cuts easily and every thread is clean and trve for 
@ tight joint. In three size ranges “e" to 1"; 4" to 1%" 


ond Ya" to 2.” CHAIN BENCH VISE 


A sturdy and greatly improved chain bench 
vise. Chain drops roturally into position end 
locks avtomatically. Easy-to-use handle ends 
fumbling and skinned knuckles. In five sizes 


with capacities from Ye" to 2” to 4" to 6.” 


fi \ FOLDING TRAY 
TRIPOD VISE 


Tho fomous folding tray tripod is 
oavallable with the long-jaw yoke 
vise or the new chain vise heod 
Folds compactly, carries easily 
Sets up instantly, solid os a rock, 
and won't collapse while you're 
working. Yoke vise capacity Ye" to 
2"; chain vise capacity V2" to 4." 





The distributors who feature Reed Pipe Tou's believe 
>*¢ Sowos in the best for their customers. You'll enjoy doing 
busness with them 














* PEARL BEYOND 


we 
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FROM MAINE TO FLORIDA 


@ WAREHOUSES 
Boston, Charlotte, Philadelphio 
*% REGIONAL OFFICE 
New York 
@ SALES OFFICES 
Baltimore, Boston, Charleston, Charlotte, 


Jacksonville, Philadelphia, Pittsburgh, 
Richmond, West Hartford 


Hewitt-Robins 
Eastern Sales Region 
Serves Vast Industrial Area 


Extending from Maine to Florida, the Eastern 
Sales Region of Hewitt-Robins serves all of 16 
states and parts of 4 others. Through strate- 
gically placed sales offices and warehouses, 
Hewitt-Robins distributors and their custom- 
ers are assured of faster service and direct 
supply. 

Under the direction of the Regional Office 
in New York are the following District and 
Sales Offices: Boston, Charlotte, Philadelphia, 
Pittsburgh, Baltimore, Charleston, Jackson- 
ville, Richmond and West Hartford. In each 
office trained Hewitt-Robins field engineers 
are available to provide engineering know- 
how to help solve technical problems for dis- 
tributors. 

Warehouses in Boston, Charlotte and Phila- 
delphia maintain comprehensive, up-to-date 
stocks of Hewitt-Robins industrial rubber 
products to provide immediate shipment to 
customers in their respective areas. 
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AD REPRINTS AVAILABLE TO 
DISTRIBUTORS 


Reprints of advertisements for Hewitt-Robins 
industrial products are now available for the 
use of distributors and their salesman. The ad- 
vertisements present important product selling 
points and can assist in the development of an 
orderly sales presentation. They are ideal to re- 
mind customers of a salesman’s visit—or to 
have passed on to other interested customer 
personnel. The reprints are also useful to mail 
with follow-up letters or when writing toarrange 
an appointment. Many other ways can be de- 
veloped for these reprints to help distributor 
personnel build interest —and sales. 


INTRODUCING ... NORMAN M. GODFREY 
Since 1951 “‘Norm”’ Godfrey has been Manager 
of the Eastern Sales Region. His territory ex- 
tends from Maine io Florida, and he is respon- 
sible for the activities of the District Offices 
within that area. “Nora” has been with 
Hewitt-Robins in many capacities since he 
joined us in 1937 as a draftsman. He took a ma- 
jor part in the design and original sales of most 
of the types of vibrating screens now compris- 
ing our line. Located at the Hewitt-Robins 
offices in New Y ork City, “Norm” reports to F. L. 
Griffith, General Sales Manager. 


DISTRIBUTOR SPOTLIGHT. This notice appears in every 
advertisement of our Industrial Products Division during 
1956 to direct readers to your listing in the local classified 
telephone directory. HEWITT- ROBINS, STAMFORD, CONN 


pawansolr 


ai 
euera * 
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: “Certipeote a a F 


CERTIFICATE OF PROFICIENCY 
FOR DISTRIBUTORS 


All who successfully complete the Distributor 
Training Program conducted by Hewitt-Robins 
at their Buffalo plant receive this Certificate of 
Proficiency. This is a continuing program to fa- 
miliarize distributor personnel with the manufac- 
turing techniques, constructions and applications 
of Hewitt-Robins industrial rubber products. 


FOR SERVICE AND INFORMATION 
ON BELTING AND HOSE 
CALL YOUR LOCAL HEWITT-ROBINS 
INDUSTRIAL SUPPLY DISTRIBUTOR 
LISTED IN THE “YELLOW PAGES” 
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PUMPS 
are easy to sell—because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell, Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Mariow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


MARLOW PUMPS 


Division of Bell & Gossett Company 
RIDGEWOOD, NEW JERSEY 
Merton Grove, Iilinois Longview, Texos 











i 
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the quickest and simplest adjustable steel shelving on the market! 


BORROUGHS 
“STEEL SHELVING 


- 





Borroughs open and closed shelving Partial view of the Berroughs closed type Borroughs ledge and door shelving instal 
Hoover Co., Canton, Ohio, showing wide shelving installation at the Upjohn Co., lation, mimeograph supply room, State of 
shelf spacing for storage of large items Dallas, Texas Calitornia Personnel Board at Sacramento 


eo MANUFACTURING COMPANY 


as ARY OF THE AMERIZ AN METAL PRODUCTS COMPANY OF ODFETROIT 


3024 NORTH BURDICK amp KALAMAZOO, MICHIGAN 


emp Picnts and other Subsidiories: (American Metal Products Co.—Detrolt, Michigan—Union City, Tennessee) (AllienceWare, Inc.—Allience, Ohio 
Kilgore, Texos-—Colton, Colifornia) (General Spring Products, Ltd.—Kitchener, Ontorio, Coneda) (Tube Reducing Corp.--Wallington, New Jersey 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, worehouses, and homes, 
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BEST WAY TO LEARN—BY DOING. Disiributor salesmen actually assemble typical shop equipment and shelving units at the Hattowett 


Distributor Training School. There is no better way to learn—about the countless equipment variations possible 
ers’ questions—to acquire the knowledge that helps salesmen sell HALLOWELL equipment mo 


WHAT’S NEW 


FLEXLOC THIN NUTS CAN SAVE for your customers in three ways 
They are 10°, thinner—save space and weight. And it takes less time to 
install them-—they save production time. This new ad (No. 401) is 
now appearing in trade papers nationwide. Want reprints to mail? 
Write Flexloc Locknut Division for as many as you need 


INDUSTRIAL DISTRIBUTION 


oO me inswers to future custon 


: 
st effectively. The complete course takes only 2 


WITH SPS 


New HALLOWELL shop equipment 
training program begins 


Training your salesmen is an integral part of the overall 
SPS sales promotion program—a program designed specifi 
cally to help you sell—one that increases in scope as your 
needs increase. The latest feature is a new HALLOWELI 
training school, where your salesmen can learn from A to Z, 
in 2 days of intensive training, the art of selling HALLOWELI 
shop equipment and shelving. The first class was held 
in May. 

In addition, we offer a 3-day course in the entire SPS 
product line. If your men cannot be spared for any of these 
programs at our Jenkintown plant, call on your nearest 
SPS representative. He is prepared to give your men a 
comprehensive indoctrination talk right at your place of 
business. It would take just about an hour, and it would 
be an hour well spent 

Call on us for complete information about our training 
programs—or about the many other sales aids we offer 
you. Contact George Somes, Sales Promotion Manager, 
STANDARD Pressed Sreet Co., Jenkintown 13, Pa 





0 SOCKET SCREW PRODUCTS 


—_~nAl 
BRA 


UNBRHKS 





° JULY 





, . - ‘ ‘™ 
> 4 
A a IM en - 
THESE MEN ARE NOW EXPERTS in HatcLowrl shop equipment units with their own hands—learned how to plan and order com 


and shelving. They have attended classes led by the men who build plete installations Tuitior osts nothing—and SPS pays for 
HALLOWELL products—assembled benches, shelving and other lodging and half the trave vst 


soociree atvees 


SEL-LOK SPRING PINS ARE SELLING like hot cakes. Getting ALMOST READY TO ROLL. The newest SPS heat treating fur 
your share of the sales? Ad No. 402, featuring Sei-Lox contri nace line is nearing completion. Operation will be completely 
butions to simplicity in design and economy in production, ran automatic. Temperatures will be precisely controlled by modern 
recently in national publications. Write Sel-Lok Spring Pin clectronic instruments. You will have better supply, quicker deliv 
Division for copies to mail to customers and prospects cries of all UNsaaxo product 


STANDARD PRESSED STEEL CO. 





mc 

2 a re 
FLEXLOE ser-ockme nurs MALLOWELL SHOP FQUIPMENT §EL-LOK SPRING PINS 
A —_—_—_,_——_ a eee > 


ANEINTOWN PENNSYLVANIA 
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OVER 200 SHAPES 


Do you have to grind parts in small, almost inaccessible 
spots? Hard-to-get-at corners or cores —fillets or radii? 
Then ask to see Chicago Wheel’s line of mounted wheels 
and points, You'll find the exact wheel you need for the 
job. There are over 200 different shapes to select from 
for every imaginable grinding operation. 


CHICAGO 


 Younted 








CHICAGO MOUNTED WHEELS ore manv- 
factured under positive density control to 
insure peak job performance, 


GUARANTEED to stay on their mandrels. 
They are perfectly balanced, easily 
dressed, and hold their shape. 


SAVE TIME, MONEY, MATERIALS using 
Chicago Mounted Wheels. There is almost 
an infinite ber of combinoti of di- 
mension, shape, grain size and bond. 





When you think Write for Chicago Mounted 
of mounted wheels — ng hanya CHICAGO WHEEL 
think of Chicago ‘ price 4 MFG. CO. 


Dept. 1D-7 + 1101 West Menree S. * Chicage 7, ti! 
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THE NEW CURTIS MODEL C-100 
TWO-STAGE, AIR-COOLED AIR COMPRESSOR 


Provides Higher Operating Efficiency 
Costs Less to Install 


THIS NEW Curtis Two-Stage will deliver more air per minute, per horsepower and 
per kilowatt hour of electrical energy consumed, thus assuring a saving in 
your electrical bill. 


It’s Air Cooled, thereby eliminating expensive water bills and assuring 
quick and easy installation with no complicated plumbing problems. 


The new C-100 embodies all the well-known Curtis engineering features 
such as centro-ring oiling and Timken Main Bearings. 


For complete information write for illustrated folder. 


OUR 102n¢ YEAR / y }/ ? 


MANUFACTURING COMPANY © PNEUMATIC O'IVISION 


1911 KIENLEN AVE. + ST.LOUIS 20, MO. 


iS i die J | REMOTE 


wwe . AIR 
CONDITIONING 


4 
4 
‘ AIK WOISTS PACKAGED LIQuiD AUTOMOTIVE AUTO LIFT 
' AIR CYLINDERS CHILLERS AIR COMPRESSORS 


> 
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Sales jump 
when you stock and 


push DISSTON’S 
full line of rugged, 


long-lasting files 


Preferred by die makers and machinists 
for easy, accurate fling of intricate shapes 
where small fillets are involved. Made of 
tough, high-grade Disston steel. Com 
plete line in large selection of cuts, sizes 
and shapes, including many special pur 
pose designs 


Sold exclusively through Industrial Dis 
tributors like yourself. And Disston's 
Selective Distribution Policy means you 
can be the headquarters for famous Bice 
Rite files in the territory you serve. Little 
sales effort needed to sell this steady 
repeater 


Versatile Multi-Metal Files 
Specially designed for fast cutting and 
minimum clogging. Edges are single cut; 
sides are double cut. For filing aluminum, 
copper, brass, iron, steel. 10%, 12” and 
14” lengths 


Disston Hack Saw Blades Disston Metal Cutting Band Saws 
Sharp, clean-cutting blades for hand and Hardened and tempered to insure durable 
machine use. Wide selection: Super-Safe, cutting edges. Made in two types— 
High Speed Steel, Di-Mol, Chromol Hard Edge Flexible Back and Hardened 
and Duraflex Throughout 


Disston Circular Saws 
Disston Solid Tooth Metal Cutting 
Circular Saws available in five tooth 
styles. Also solid and inserted tooth 
Carboloy fitted saws 
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The fact that LupsmipLatTe Lubricants 
are able to meet extreme temperature 
conditions, demonstrates the ability of 
these products to cope with the wide 
variations often found in every day 
industry. Besides this feature, Lueri 
PLATE Lubricants attributes 
not found in conventional lubricants 


LUBRIPLATE 


Lubricants definitely reduce friction 
and wear to a minimum, They lower 
power costs and prolong the life of 
equipment to an infinitely greater 
degree. La BRIPLATE arrests progres 
sive wear 


possess 


LUBRIPLATE 


Lubricants machine parts 
againat the destructive action of rust 
and corrosion, This feature alone puts 
LUBRIPLATS far out in front of con 
ventional lubricants 


protect 


LUBRIPLATE 


Lubricants are extremely economical 
for the reason that they possess very 
long life and “stay-put” properties 
\ little LUSRIPLATE goes a long way 


LUBRIPLATE distributor 
see Classified Telephone Directory 
Send for free “LupmirpLaTe Data 
hook’ a valuable treatise on 
lubrication Write LUBRIPLATE 
DIVISON, Fiske Brothers Refining 
Co., Newark 5, N. J. or Teledo 5, Ohio 


For nearest 


THE APPLICATION 
OF LUBRICANTS 
HAS IMPROVED 


usually exer 


While 


choosing the lubricants that ar 


care is 
for machine parts, quite often t 
tle attention is given the sel 
and maintenance of the dev 
quired to distribute t 
adequately. 

In designing any piece of mechar 
equipment, it is most important 
an effective method be incorporat 
of supplying lubricants in the p: 
quantity to where they are n 
The machine designer should ha 
appreciation of the fundament 
lubrication and carefully con 


conditions under which the mac 


will operate. Type and size of 


ings bearing loads and ma 
speeds are important factors. Operat 
ing temperatures and atmospher 


conditions must also be considered 


when making lubrication determina 


tions. A decision must be made a 
whether a grease type or an oil t 
lubricant, or both, might best be us 
An ancient and simple method of 

plying lubricants is perhaps the most 
It is the old fashioned, hand 


It is rapidly fading 


wasteful 
operated oil can 
out of the picture, however, becaus« 
it is just not able to satisfy the critica 


; ; 


lubrication requirements of day 
fast moving, heavy loaded machiner 
While bottie oiler 


ring oilers and wick feeders ar 


old time oil cups, 


; 


used in substantial quantities, the 


being replaced 


efficient systen 


Mechanical force feed, continuou 


too, are gradually 
more modern and 
culation and other types assuré 
proper quantity of lubricants t 
bearings at all times, under a 
tions, without waste 

Manual lubrication has indeed 
gone a change. Grease cups are being 
replaced by various types of pressur« 
methods, ranging from hand 
grease guns to centralized lubricatior 
With today’s pressur: 


op rated 


systema 
tems, it is no longer necessary for 
oiler or machine tender to hunt 

every grease fitting in order to fill 
There is 
tralized 

tries that enables the lubricatior 


a decided trend toward 
lubrication in many ir 
all bearings and machine parts at 
time 
This 
applying 
many advantages 
with fewer 


radical change in method 


lubricants has resulted 
better 


machine shut-downs f 


lubricat 


repairs and parts replacement 
waste of lubricants and reduced lab 


machine speeds ars fter 


Yes, 


applying lubricants are of great ben« 


Increased 


possible these new ways 


fit to machine users 
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UBKIPLATE 
lubrication even tne 
presence of 


ricant | vid 
iperior 
moisture and steam 
They permit high speed operatior 
ave exceedingly long life and do 

not break down. There is a LUBRI 
PLATE Lubricant, ranging from the 
ghtest oils to the heaviest greases 

meet every requirement if ’ 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 

















LUBRIPLATE LUBRICATION 


MAKES CARS 
AND TRUCKS 
RUN BETTER 
AND LAST 
LONGER 


LUBRIPLATE HDS 
MOTOR O11 THE OF 
THAT WEEDS NO 
ADDITIVES 











For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE Data Book” a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J 
or Toledo 5, Ohio. 








Professionals want the best... 


MANDY \\VyTrrAct 


measurements. Chowe: 6, & 


FACE 


FAVORITE \\ yrhrac 


measurements. ( howe 
100 ft. Foot number 


ne h 


WYTEFACE is the line that create 


MIGHTY HANDY WyTrrace® : pane . contidence brings customers 
extra rigid pocket rule. Strong 4” ~ 


blade | assy fe iding 


back year after year 

lhat’s why WYTEFACE is found 
in plants, factories and on job 
sites everywhere. Production, main 
tenance and construction men 


know it has the quality that gives 


= KEUFFEL & ESSER CO. ‘them extra value. Are you selling 


HOBOKEN, Ni . 
your share ; 
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The Bunting Gress end Bronze Compeny + Telede 1, Ohie + Grenches in Principe! Cities 





THESE NEW 


BEARINGS MAY SOLVE 
YOUR COST PROBLEM c— 


c— 
| aan 


A more complete, advantageous bearing service than has 

heretofore existed came into being when Bunting added 
self-lubricating sintered powdered Bronze Bearings to the long 
established line of Bunting Cast Bronze Bearings and Bars. These 
new Bunting sintered bronze plain, flange and thrust bearings and 
bars are made to Bunting’s traditional high standards of quality 

and precision. They embody knowledge gained in long and varied 
experience in manufacturing Bronze Bearings for all applications in 
the mechanical industry. They fully meet modern requirements. 


Bunting Sintered Bronze products will be manufactured and 
distributed in the same responsible manner that has established Bunting 
leadership in the field of Cast Bronze Bearings. Use them 

with confidence. 


Botu Bunting Cast Bronze and Bunting oil filled, self-lubricating 
sintered powdered Bronze Bearings and Bars are available to you through 
your nearest Bunting Distributor. He has in stock al! sizes for your 
immediate needs. Ask him or write for complete lists 

and dimensional data on Bunting Cast Bronze and 

Bunting Sintered Bronze Bearings. 


Bunting. 


BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 
OF CAST BRONZE AND POWDERED METAL 


+ Distribyters Everywhere 
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Here’s a revolutionary new roller chain developed to meet 
the most exacting requirements of the chemical, food, bot- 
tling and other industries where corrosion is an important 
factor. Stands the most severe torture tests . . . meets and 
beats A.S.C. specifications . . . yet costs far less. 


STAINPROOF, CORROSIVE 
RESISTANT Flectrolized parts came through 


severe salt spray corrosion tests with flying colors. . . 
last as much as 800% longer. 


HIGHER TENSILE STRENGTH 


Has same tensiie strength as alloy steel chain . . . much 
higher than bronze or stainless steel chain. 


WEARS LONGER Friction of parts has 


been reduced by more than 50% . . . wear cut to a min- 
imum ... chain life greatly increased. 


LOWER PRICE Acias Electrolized Roller 


Chain is as much as 40% lower in price than any other 
corrosion resistant chain now on the market. 


. 


NEW ¢ /ec%o/i5e7 BTLAS ROLLER CHAIN 
NON-CORROSIVE ... COSTS 40% LESS 


SURE FIRE SALES WINNER 


Here's a roller chain that opens up new markets for you in 
your area. It is made to meet and beat the requirements of 


critical transmission drives in the food, chemical, bottling 
and many other industries. It has been performance-proved 
to be stronger and last longer. It is priced so that you can 
really get a big share of the market at a good profit margin. 

Get the facts on this new chain now from Atlas Chain 
& Manufacturing Company, West Pittston, Penna, Act 


now and... 


SEND THIS COUPON FOR SAMPLE 


f 
| Please send sample of Atlas Electrolized Chain and data to— 


| NAME 


| COMPANY 


| ADDRESS 





iRMSTRONG 


a 


C 


Embody...Convenience, Economy 
Simplicity and Strength 
based on these superior features: 


@ IMPROVED CLAMPING METHOD—speeds indexing 
of inserts. 

@ REPLACEABLE SEAT of Hardened Tool Steel — protects 
shank and provides flat base to prevent damage 
to inserts as they are clamped in position. 


@ SHANK of Heat Treated Alloy Steel—gives extra 
strength and rigidity. 


A slight turn of a single screw permits rapid indexing 
of the ARMivE insert—reducing down time to a min- 
imum. 

The use of armipe “throw away” inserts provides 
the economy of multiedged inserts — triangular inserts 
have six, square inserts eight cutting edges. These are 
available in Utility or Precision finish and in three 
grades of anmipe: 350, 370 or 883. 

Protection to the shank is given by the replaceable 
tool steel seat which prevents wear and damage to the 
shank and provides a flat base for the insert reducing 
the possibility of damage to the insert as it is clamped 
in place. A relief groove is ground into the seat provid 
ing clearance when a dulled insert with “built up” 
edges is turned over. 

ARMSTRONG ArmipE Carbide Insert Tool Holders 
are furnished in two styles and three sizes. Complete 
Write for data on these tools is given in Bulletin CIT, mailed 

on request. 


catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE CHICAGO 30, ILL. 
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Why RBaW Distributors rarely («x 
lose a fastener sale— 


SIX GOOD REASONS WHY IT PAYS 


TO STOCK RBAwW 


1. The most complete line 
in the field 

2. Uniform quality throygh- 
out the line 

3. Complete reliability of 
supply from full stecks of 
all plents 

4. Fost, accurate and friend. 
ly service 


FASTENERS 


5. Best advertising suppert 
in all leading publications 
including Fortune, Iron Age, 
Steel, Mill & Factory, etc 


6. The erigine! “upside- 
down” packege — extra 
strong fer ne-spill, quick 
and easy handling. 





+ ae 800 times the number of 


fasteners in this picture gives you the 
answer to why RB&W Distributors 
rarely, if ever, lose a sale 


RB&W makes and stocks close to 
250,000 different fastener types and 
81ze8 the moat com ple le line in the 


field. 


That's why RB&W Distributors can 
always satisfy customer needs... give 
better service . and sell more 
fasteners 


Breadth of line is only one reason 
why so many distributors prefer to 
handle RB&W. They know they can 
also count on RB&W’s 110-year repu- 
tation for reliability of product, serv- 
ice and supply 


If you're losing sales now because of 
limited lines or inadequate service, 
contact your nearest RB&W sales office. 
Or write direct to Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
Chester, N. Y. 


110th yeer 


Plants at: Port Chester N. Y. Coraopolis, Po, 
Rock Falls, tll, los Angeles, Collf, Additional 
sales offices at: Ardmore (Phile.), Pa., Pittsburgh, 
Detroit; Chicago; Dalles; Sen Froncisco. Seles 
egents at Milwovies, New Orieons, Denver, 
Seottle. Distribyters from coast to coost. 
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These Rubber-Cushioned, 
MULTI-USE STOCK ABRASIVES 
DO THE WORK OF SPECIALS.... 


GIVE A COMPLETELY NEW, WIDER CONCEPT 
OF ABRASIVE APPLICATIONS 


Distributors and their salesmen are enthusiastically selling this new 
Brighthoy versatility-andservice idea which multiples abrasives uses 
and makes deliveries quick and easy. Use this new catalog to show 
your customers how they can save time, improve product quality, 
through the almost unbelievable number of applications for rubber- 
cushioned Brightboy. 


Now you ean sell a readily-available 
STOCK Brighthoy grain and texture 
exactly “jobmatched” to your custom- 
ers’ requirements, And they can also 
employ ite multi-use versatility for many 


other applications. 


You can stock, or we can quickly ship 
you, a wide variety of rubber-cushioned 
abrasives in Silicon Carbide and Alu- 
minum Oxide grains. Grains and tex- 
tures range from extra fine to extra 


coarsee—-ALL in soft, firm or tough rub- 


ber binders. DIAMETERS TO 8” 


Not until your customers use Brightboy can they appreciate the unique combina- 
tion-action of its abrasive and rubber. Its almost limitless applications and finish- 
ing effects give a completely new, time-saving concept of abrasive uses. Brightboy 


frequently BURRS, CLEANS, FINISHES AND POLISHES IN ONE OPERATION. 


’ j 1 
Brighthoy is made in amelie - — Nationally advertised, nationally demanded Bright- 
as in a full range of accessory prod- boy muliplies the scope of your abrasive sales. Write 


\ ucts—rods, sticks and blocks for today for inviting dealer proposition. 


machine and manual operations. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 





America + Pionee: Manulacture: of Rubber-Bonded Abrasives 
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Wilh Weer Yood DIXON 
Special Purpose Fillings 


There are many items in the DIXON Quollity Line designed 
for a variety of specific services. Don't overlook them, TILL te becoseeeee 
for they offer the opportunity for extra sales among a ia 
wide group of users 
A few of these special-purpose fittings are described 
here. Each will give the some long, reliable service as 
the more familiar “Boss”, “Dixon” and “King” Couplings 


“DIXON” ALUMINUM FLORIST HOSE : 
COUPLING wanree 


eee 
A light weight yet durable coupling for woter hose TTT LLL 
connections in greenhouse, nursery ond other horticul- 
tural and general applications. Corrugated shanks have 
large bore to provide maximum flow. %" and 1" sizes 


“DIXON” INSULATION HOSE COUPLING... 


Strong, durable, light in weight, and designed to permit 
unrestricted flow of material. Shanks machined from steel, 
with minimum wall thickness and smooth interior. Easily 
connected and disconnected. Sizes 2", 24%" and 3" 


“DIXON” OXY-ACETYLENE HOSE COUPLING... 

Unequalied in efficiency and safety for this service 
Machined from brass bar. Left-hand thread for acety 
lene hose; right-hond threod for oxygen hose. Ground 
joint union-—no washers. Standard threads fit all makes 


of welding equipment 


“SUPER-KING” SHANK COUPLING 

For gasoline or oil hose in tank truck, bulk plant and 
refinery service. Easily installed, and reusable. Female 
(illustroted) hos heavy brass swivel nut, and codmium 
ploted steel shank. Male is all codmium piloted steel 
Shanks ore extra long——5'4" on oll sizes, 2" to 4 


“DIXON” SWIVEL CONNECTION 

Prevents hose from twisting and kinking at or near con 
nection. Turns freely under pressure, and remains leak 
proof under normal service conditions. Cadmium piloted 
steel. No parts to get out of order. Sizes, 4a" to %" 


“BOSS” HOSE MENDER . 


The practical way to repair high or low pressure hose, 
in sizes from 4" to 6". Fitting consists of corrugated 
Mender Tube and two “Boss” interlocking Clomps. Tube 
has flanges to engage clomp fingers. All ports codmium 
ploted—rustproof 


GO and 


wit 1D) D4 ON LAG Coupling Os 


DIXON GENERAL OFFICES & EACTORY PHILADELPHIA 


BIRMINGHAM AN : mY 
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BY OSBORN 





TOP PROFIT LINE of brushes 
will increase every industrial order 


Take advantage of the constant and repeating profits 
from industria! brush sales. Ask for an Osborn 
maintenance, paint and power brush order on 

every call 


You'll find Osborn's consistent advertising and 
proved quality has created an immediate acceptance 
by your customers in every industry 


This adds up to easier sales more profit for 
you. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Obie. 


Osher Brushes 








EEE SR 
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Now, offer your customers a complete line of Capewell’s famous Metal Cutting Sow 
Blades—Hand ond Power Hack Saw Blades, Band Saw Blades and the new high 
speed Safetech Hole Sows. 
1. CAPEWELL tools are fop quality, made by a company with 75 
years of metalworking experience. 
2. CAPEWELL products are pre-sold through a consistent national 
advertising program in the leading trade magazines. 
. CAPEWELL provides you with tested sales aids to stimulate your 
sales force. 
CAPEWELL Soles Engineers all over the country are actively work- 
ing in your behalf. 


CAPEWELL's policy of selective distribution means protected sales 
and protected profits for every Capewell distributor, 


CAPEWELL's liberal freight allowance policy means profits to you. 


OTHER CAPEWELL. FAST-SELLING, QUALITY TOOLS... 
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The fifteen members of Worthington’s industrial Distributor Advisory Council. Seated from left to right: G. Cheston Carey 


Carey Machinery & Supply Co., inc. ; 


H. N. Crowder and E. W. Kuhneman, H. N. Crowder Jr. Co.; F. J. Whelan, Worthington 


Chairman; 6. A. Russell, J. Russell & Co.; George B. McClennen and P. J. McBride, Delta Equipment Co. Standing from left to 


right: Howard Webb, Webb Belting Co., Inc 


George Needham, Jr, Bigas Pump 4 5S 


spply ine WwW. H. Wheeler, Worthington 


H. A. Tuck, Pitteburgh Gage & Supply Co.; M. |. Stray, Charlies A. Templeton, in W. W. Oberjuerge, Oberjverge Rubber 


Distributing Co.; 0. E. Teasendort and J. E. Seibold, Worthington 


Meet Worthington’s 





industrial Distributor Advisory Council 


In a meeting with far-reaching significance, 
eleven representatives of nine Industrial Dis- 
tributors recently sat down with Worthington 
management to work out joint manufacturer- 
distributor problems 

“The purpose of the council,” according to 
Frank Whelan, Worthington Vice President, “is 
to plan ways to better serve our customers and 
to improve our joint share of available markets.” 

Consisting of nine policy-making executives 
from the Worthington Industrial Distributor 
organization, the advisory council will meet regu- 
larly to discuss matters affecting the interests of 
both Worthington and ita distributors. Each 
member will serve for three years. 

The new council is another forward step in 
Worthington's program for building a strong 
distributor team, Other ways that Worthington 
helps is the network of district and branch offices 


and warehouses which help distributors get 
faster deliveries. Worthington also lends special 
ized engineering and sales assistance, as well as 
providing complete direct mail programs and 
extensive national advertising 

Actions speak louder than words. When it 
comes to selling industry, Worthington looks 
firat to the Industrial Distributor. And their a 
tions prove it! Worthington Corporation, Mechan 
ical Power Transmission Sales Dept., Oil City, 
Pa., and Merchandising Sales Dept., Harrison, N.J 


WORTHINGTON 


ro 


* 1 5 - 
- “ay ee ok - ¥ ~- 


a 


THE FRANCHISE THAT WORKS FOR YOU 
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@Cs"’s sales-building product 
improvement is but one rea- 
son why the @cc franchise 
is the most valuable bearing 
franchise there is. Among 
other reasons are — @0S"'s 
complete line of ball and roller 
bearings— 2Cs"’'s strategically 
located warehouse stocks - 
@CSP'’s training program for 
distributors’ salesmen — 
@Csr’'s top flight field engi- 
neering assistance — and 
@ccr'’s fair play on price 
policy. 


More New Customers 
For Authorized S«F Distributors! 


Already, industrial equipment manufacturers are putting SKF 
Type “C” improved Spherical Roller Bearings in their products. 
Hundreds of the users of these products will therefore become 
new customers for Authorized SKF Distributors. 


But that’s not all. For with 20S" Type “C” Sphericals in stock, the 
0S" Distributor offers a superior replacement for old style sphericals, 
too — at the same price, a bearing that, size for size, has more capacity 
and, in many applications, longer life. Thus, he gets new customers 
among users of older machines as well as the newest. ress 


GRP INDUSTRIES, INC., PHILADELPHIA 32, PA., 
manufacturers of 8% and HESS-BRIGHT® bearings. 


on 


a a, cr AND 
PILLOW BLOCKS 
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to the world’s 


nest enclosed gear drives 


standard enclosed 
gear drives 


\ 
2 


























Foote Bros. 
Line-O-Power Drives 


Available in straight line and right 
its Sedans embe eae Foote Bros.— 
flange mounted, single, double, triple Louis Allis Gearmotors 

or quadruple reduction. Cast housing Famous, dependable Louis Allis 
assures permanent alignment. Ra- mators and Foote Bros. quality Duti 


tios to 2726 to 1. CATALOG LP NO.3 Rated Gearheads form a pertect com 
bination for power. Capacities range 


to 150 h.p., output speeds to 780 
1.p.m. Available foot or flange mount 
ed, horizontal or vertical models 
CATALOG MD 
































Foote Bros. 
Maxi-Power Drives 


Compact, rugged helical geared units 
provide years of trouble-tree, de- 
pendable performance. Designed tor 
severest service. Available in ratios Foote Bros. Hygrede Drives 
up to 360 to |, capacities to 1950 h. p Here's high efficiency and load car 
CATALOG MPS trying capacity for heavy duty. Preci 
} sion worm geared MHygrade drives are 
available in ratios up to 4108 to 1 
capacities to 260h.p. CATALOG HGB 




















For complete details on 
any one, or all, of the 
drives shown here, 
This trademark write for informative 
stands for the finest literature note 
industria! georing mode specific catalogs 
designated. There's a 
Foote Bros. size and type Foote Bros 
Worm-Helical Gear Drives drive to meet every need 
Designed tor heavy-duty stirring, FODTE 88D. 
mixing of agitating applications 


Foote Bros. Worm-Helical Drives are saat 
available with horizontal input shaft, . o 
vertical up of down or both output 
shaft, Ratios range to 285 to |, ca- 
Gollae Fewer om Thwomgh Tele ay 


pacity to 1298 bh. 0. CATALOG WHB 
FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 $. Western Bivd., Dept. 10. Chicag 


—————___ 
a LS ——— —$<— i' 
a — — 


————— 
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going for Sales Leadershi 











do you know the 


Merchandising Pian 
Distributor Policy 
| Combined Resources 
Future Prospects 


7 


Uy i ge ’ Gite & 4 4 
It will pay you to find out. 


Write Harry Stott, Gen. Sales Mgr., Box 648, Camden 1, New Jersey 


U.S.GASKET: BELMONT PACKING 


)MPLETE LINE MECHANICAL PACKING ES OFFERED INDUSTRY 
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measure your 


COMPRESSOR 
BUSINESS 


these 4 ways : i” 
Boucle om 


GERSOLL-RAN@ 
@ DEPENDABLE PERFORMANCE ‘BALANCED “Vi 
... through the most efficient design! COMPRES 


Y 
® CUSTOMER SATISFACTION TL] SALE 


.». evidenced by an outstanding record of repeat sales! ANT ‘ 


@ COMPLETE LINE '/2 TO 20 H.P. 


»». every need filled for low-cost air power! 


® NAME AND QUALITY PRODUCT 


... 1-R’s reputation paves the way for sales! 


Ing ersoll-Rand 


3.405 11 Broadway, New York 4, N. Y. 
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tandandige with STANDARD 


vr, 








v 
v 


® Helping you solve tough metal-cutting prob- 
lems, speed up production, cut tool costs...these 
are the STANDARD TOOL MAN'S services to you. 


His recommendations have 75 years of industrial 


experience behind them and are yours without STOCKED BY THe 
obligation. STANDARD DISTRIBUTOR 


CTAN DARD [OOL (60. 


TER AVENUE CLEVELANT 4,010 





FACTORY BRANCHES IN NEW YORK © OFTRO'T «© CHICAGO. © DALLAS «© SAM FRANCISTO 


THE STANDARD LINE. Twist Drills - Reamers - laps - Dies - Milling Cutters - End Mills - Hobs - Counterbored - Carbide-Tipped Toole - Gages 





i‘. 
ee ee 


NEW LIFE in their LAMP BUSINESS 


Why be satisfied to coast along with only token lamp sales 
when a// your customers and prospects buy lamps from 
someone ? 

By selling Champions — a top quality lamp not offered by 
everyone else — you can get a bigger share of this profitable 
business. 

Champion Lamps give your selesmen something new to 
talk about, a product they like to sell because it builds busi- 
ness that can be kept. 

There's no question about Champion quality. It has been 
carefully guarded by lighting specialists for over fifty years. 
There's no question that the Champion Sales Plan works 
either, Let us prove to you how sound and sensible it is. 


Om ee en, eee eee de On. ae a 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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measure...identify 
HODELL CHAIN 


by COLOR! 





PROOF COiL— GREEN 888 RED HIGH TEST -@Lue 
NEW Length Marks...cut measuring time 
NEW Color Coding...identifties chains instantly 


1 he ; 


or ied plasti bands are the keys to a new cas 
i three of these Hodell Chains, in all sizes 


lored print d bands positivel identify the chain 


_and NEw 
color-coded end tags ‘pies ; . 
at a glance and eliminate mmor tock-handling errors 
TRIPLE UTILITY olor and er lf ect Oo the me est ii there's a band 10 
rint ' OSE VE wick, sure measuring 


y to hind by 


practi al both for 

tock records Right chain 

biodell mak certamm that you'll be right 
r-coded length-marking on every size of Proof 


|, BBB Coil and High Test Steel chains 


HODELL CHAIN COMPANY ° Cleveland 3, Ohio 
Division of The National Screw 4 Mig. Co 


ational, 2 























SHAKEPROOF 
FPASTEX 








U. S. Reyelestic Plastic Tape 


U. 5. Security® Friction Tape 


“U.S.” Splicing tapes sell in vast quantities 
because of the ready demand for any product bearing 
the United States Rubber Company name 


These tapes are used and advertised the year 
‘round to the electrical industry, manufacturing 
plants, hardware field, to name a few. 


Backing up “U.S.” Splicing tapes is this big plus: 


THE NAME U.S. RUBBER REACHES INTO 
MINDS OF INDIVIDUALS AND OF INDUSTRY EVERY 


U. 5. Security Rubber Tepe 


DAY, ALL YEAR LONG, THROUGH ADVERTISING IN 
NEWSPAPERS, MAGAZINES, RADIO, TELEVISION AND 
BILLBOARDS, with products that are household names 


sales tap eC 


— names such as U. S. Keds®, U. S. Royal Master 
Tires, U.S. Golf Balls and widely used rubber 


or plastic products. 4d 77 L| IN 
Make your sales taper up with the volume line, . eB 


the profit line. Order “U.S.” Splicing tapes from 


any of the 28 “U.S.” District Sales Offices, 4 
or write to us at Rockefeller Center, e 


New York 20, N. Y. 


Mechanical eng Division 
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This Warren-Teed sledge head was struck 





over 30,000 times against a hardened anvil at a 
force 2 times the striking power of a husky 
six-foot man more than 3 times the wear 
given an average on-the-job sledge. Even 

after this beating, no cracking, chipping or 
curling was noted 

The unretouched photo above (one of many 
such Warren-Teed production test 
sledges) is proof that Warren-Teed sledges 


can take it—in the laboratory or in 





| actual use. 
(Machine on which above sledge was tested) 





¢ NEW.. Ma AAW 
HANDLE 
WwW A E E D The finest obtain- 
ec a8 able anywhere 


WARREN TOOL CORPORATION at any price 


Manufacturers of Warren-Teed and Devil Railway Tract Tools 
General Offices Warren, Ohie 
Export Division 30 Church St., New Yort 7, N.? 
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Sell Alemite Performance Plus 
for toughest Lubrication Jobs ! 


fast. efficient ALEM ITE 


"POWERHOUSE 


BARREL PUMPS r 


...in full range of 24 air-operated models for 
machines, fleets, production lines, 
outdoor construction jobs...every 

heavy-duty application 


You sell much more pump when you offer the Alemite “Power- 
house.” More power, greater efficiency, 3 times greater delivery 
speed than previous models! High-pressure and volume mod- 
els handle lubricants from fluid type to any pumpable pressure 
gun lubricant—even heavy fibrous. Ratios from 5% to 80 
times air pressure. Exclusive Alemite Dynamic Primer per- 
mits pumping and priming of heaviest lubricants. Available 
with 4%” air motor for regular pressures, giant 6” air motor 
for use where air pressures are low. Fits 2” p.t. bungs, in 120- 
or 400-lb. drums. Covers available for full open drums 





For plants without air power | 


ALEMITE Electric Barrel Pump 


Delivers approximately one lb. of lubricant per 
minute. Exclusive Dynamic Primer adds positive For free catalogs and complete information, 


mechanical priming to normal suction of pump write Alemi'e, Dept. H-76 


Pressure pump shuts off when 3,000 lbs. grease 1850 Diversey Parkway, Chicago 14, illinois 
pressure has been built up in lubricant line. Com ‘ , 


plete with lubricant pump mechanism, drum 
cover, % h.p. 110-220-velt AC 60-cycle single phase A | EE M I ] E 
motor, pressure switch, enclosed worm drive, 20. ~ 


ft. cord and plug. Dispenses directly from original BARREL PUMPS 
400-lb. d thro P > outle 
) rum re ugh one or more outlets Pr +s of STEWART-WARNER CORPORATION 
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WISE BIRDS BUY THE TOOL, NOT THE DEAL —In these days of special price deals, special 
trade-in deals, and special credit deals, it may seem dull to speak of the wisdom of buying quality tools that last 
longer. « Are they all bargain hunters? Of course, they are! Do they know what a bargain is? You bet they 
do! A bargain is the finest, longest lasting piece of precision equipment you can lay your hands on. Price is im- 
portant, but only in relation to quality. If this were not true, there wouldn't be more SIOUX Valve Face Grind- 
ing Machines in use than all others combined. If this were not true, the SIOUX reputation for long lasting qual- 
ity electric tools wouldn’t be worth so much. « In the fields we serve, it’s gratifying to see that what you have 

to sell is still more important than what you will do to sell it. 


ALBERTSON & CO., INC. 


SIOUX CITY, 1OWA, U.S.A 


ELECTRIC ORILLS « SANDERS « GRINDERS «+ IMPACT WRENCHES « POLISHERS « PORTABLE 


SAWS . FLEXIBLE SHAFTS . VALVE FACE GRINDING MACHINES . ABRASIVE OISCS 
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important in every business today? 














Countless times a day, every business needs to know 
“how many? ... how much? how far? .. .” and 
many other questions that can be answered only by 
facts-in-figures. But how to get these figures .. . from so 
many different machines, processes, operations and 
systems? Veeder-Root Counters are doing it 

every day, by means of 





MECHANICAL COUNTING 


Small Resets count strokes, turns, or pieces .. . 
are used by thousands for moderate duty in 
parts inspection, quality control, conveyors, ELECTRICAL COUNTING 
machine tools, light presses, etc. These remote-indicating counters bring your 
production machines as close as your office 
wall. AC or DC, they can be connected in series 
with any simple switch, and will transmit pro- 
duction figures instantly over any distance. 
May be panel-mounted in groups. 


HAND COUNTING 


Where objects or units cannot be counted elec- 
trically or mechanically, hand-operated count- 
ers like this Hand Tally do the job. For in- 
stance, quick spot checks of production or 
performance, traffic count, inventory, etc. Fits 
palm of hand, counts one for each pressure of 
thumb lever, resets to zero by turning knob. 


CONTROLLING 


Set it for the exact number of turns, pieces, or 
c operations required and this Predetermin- 
ount on ing Counter will control the run exactly . . . pre- 


R T venting over-runs and shortages. When the 
Vv = predetermined number is reached, counter will 
light a light, ring a bell, or actuate a stop-motion. 

to help you build business with 
\ IN SUM: If it can be counted or controlled, count 
Mechanical, Electrical & Hand = oe Weeder deck ta le te teks “cata ad 


Counters for every v V-R standard counters for applic ation to production 


machines and processes. And on special — re 
* 

industrial application quiring counters to be built into original equipment, 
. '.R engineers will work direct with the equipment 
manufacturers. For full details on V-R's deal for In 
dustrial Supply Distributors, write: Veeder-Root 
Inc., Hartford 2, Connecticut. 
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DISTRIBUTORS: Big ads like 
this are telling your customers 


to order Acme Dowel Pins 
from you. Write for suggested d Sizes from % " to 6" in length 


initial stock and price lists. 44" to 1” in diameter, Stand 
ards and specials, including 











pins of stainless steel 


Write for information and 
prices on micro, stenderd Precision pins, hardened and ground to 


and tungsten carbide 0002" or .001" over nominal diameter 

~ oe aoa oversized: .002’, .003", .004” and 
: £005" 

micrometer gages 

and portable 


bench centers. ; 
Acme Pins are case hardened to 60-62 Rockwell 


“C” scale and core hardened to 36-38 


¥ Acme Pins will break before bending or mushrooming 


if your distributor does not yet stock Acme Dowel Pins, 
please send us his name so we may avail him of a stock. 
Also ask for Acme Dowel Pin Folder. 


ACME INDUSTRIAL COMPANY 


218 North Laflin Street, Chicago 7, Ilinois « Phone MOnroe 6-4122 
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.. Fig. 3900 Fig. 4303 
(horizontal) 

is Fig. 4303 

L Fig. 3350 (vertical) 

















"I'm a maintenance man—not a salesman. But I've got to know pumps. | work with them 
Some pumps are O.K. when they're babied. But Deming Pumps don’t need babying 
They've got pump guts! Get whot | mean? Wish | knew how to sell pumps. Man! 
Could | cash in on these Demings!” 


Deming Pumps are built to time-tested engineering standards. Their dependable 


performance is a “buyword” in thousands of plants. Deming Pumps are easier to sel! 
than sell against. The big 1956 line meets the lion's share of industrial pump needs 


WRITE FOR THE FACTS! 
THE DEMING COMPANY, 511 BROADWAY, SALEM, OHIO 


DEMING PUMPS 
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We'll never let you down 


THE J&L PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe... Fast, Dependable Service 


You can rest assured you'll get com- 
pletely dependable service when you 
rely on J&L and J&L Distributors for 
your steel pipe requirements 

First, you get superior pipe. JAL con 
trols the quality all the way from raw 
materials through the finishing mills 
That's why you find J&L steel pipe is 
long lasting and easy working on any 
application. 

Second, you get dependable service 
Your J&L distributor is always ready 
with: 

1. Complete stocks near at hand. 

2. The right pipe for every job. 

3. Technical service by steel pipe 
specialists. 

Whenever you need superior pipe and 
dependable service, phone or write your 
nearest J&L distributor. 


Jones & Laughlin 


STEEL CORPORATION « FITTERS VRGH 
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Plachk& Decker: 'sciners are 
sid OWE R-B U i L 1000 uses! 


We don't buy motors 
-we build them! 


The Aeart of any electric tool 
is the motor completely built 
by Black & Decker! All the 
»0wer you need and then some 

~ ause each motor is built for a 
yay tool and the job it must 
do! B&D motors always stand up! 


Service one of 44 B&D 
factory service branches is located 
“next door’ to your customers. 
Staffed by experts to give fast, 
efficient service, genuine replace 
ment parts 


It’s easy to sell B&D Electric Hammers because er you have is a “hot” prospect for a B&D 
they’re needed wherever anything is being con- Electric Hammer. A complete line of B&D 
structed, installed or repaired. Packed with Hammer Tools is available. 
power, any of the four sizes of B&D Electric For more details write: THe BLack & Decker 
Hammers drill, chisel, peel and smash. Wood, Mpg. Co., Dept. 2407, Towson 4, Maryland. 
stone, concrete, cement, earth, metal the 
B&D Electric Hammer handles them all. 
, Leading Distributors Everywhere Sell 

Your customers save time and costs... 

because B&D Electric Hammers are up to 13 @) Vnck & Decker: 


times faster than hand operation. Every custom- 
PORTABLE ELECTRIC TOOLS 


Channeling fer Conduit Piercing masonry Roughing up concrete Smashing stone lLeg-belting machinery 
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GP GATE VALVE 
SeRiES 5-9530 


and Safety 


Drop forging techniques, resulting from more 
than a half century of pioneering and devel- 
opment by Vogt in the production of forged 
steel valves, impart matchless strength and 
safety to the new line of Vogt GP Valves. 
Made from killed, clean, fine grained open 
hearth steel billets, forging and treatment 
operations result in additional grain refine- 
ment and increased toughness. 


GP Valves are setting new standards of per- 
formance in petroleum refineries, chemical 
plants, power plants, and related industries. 
Available in a complete range of sizes from 
Yi,” to 2” and rated 800 pounds at 850°F, 
and 2000 pounds at 100°F, 


Advt. No. 4 in a series describing the features 


of Vogt GP Valves. 


co ow Ye rere c ?Y of Supplement 
te Cateleg § 9 Addrous Oopt. 74-41 


HENRY VOGT MACHINE CO. 
P.O, Box 1918 —Lowlsville 1, Ky. 


SALES OFFICES, Mew Yor, Chnege 


lows, Ceertesten, W Ve. Creclienetl, ben freacince 


DROP FORGED STEEL 








VALVES 


INDUSTRIAL DISTRIBUTION © JULY, 1956 





(levee 4 Cette, Pr edeipra 


it costs no more to get 


these EXTRAS 


STRONGER — higher tensile strength, no 
sand holes. 


TAPER TAPPED — all pipe threads ta- 


pered to ensure leak-proof joints in every 


installation 


PROTECTED — galvanized fittings zinc 
plated after fabrication for maximum pro- 


tection of all surfaces, including threads. 


CARTONED — for extra convenience in 
handling, eliminates damage and inven- 


tory loss 


ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 





SEAMLESS and FORGED STEEL CAPS 


Thread taper tapped to meet Federal 
Specifications. Sizes '‘/, through 2 


FORGED STEEL 


250% UNIONS SOLID SQUARE 
HEAD PLUGS - SEAMLESS AND 


FORGED STEEL 


- 
HEX BUSHINGS 
—_ 





SAVE FREIGHT 
Combine Shipments 


of all Capitol Fittings 
for freight allowance 


WELL SUPPLIES CAPadapters REDUCING INSULATING 


COUPLINGS NIPPLES 
and Forged Steel High Pressure Fittings COUPLINGS UNIONS 


PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 


























Talk of the Trade 


TOUGH CURE: Joan Hatley (Briggs-Weaver Ma 
chinery, Dallas) used to get sick when she was a 
passenger in a plane \ friend fixed her up, though, 
by suggesting that instead of being a passenger she 
become a pilot . Joan’s taking lessons now and 
reports that there’s only one drawback: Now she gets 
sick whenever she looks at a plane 


UP IN THE CLOUDS: If you've wondered why our 
Chicago editor, Bob Slater, has been walking around 
with his chest thrown out this far, here’s the answer 
Mrs. Slater presented Bob with a son May 31 

Yes, Anthony Thomas Slater and Mrs. Slater are doing 
fine. 


MOTIVATION: Ever wonder what prompted Bob 
Hamilton (Dumore) to present watches to retiring 
association presidents? It dates way back to Bob’s 
days at Notre Dame . . . Bob was told when he entered 
ND that the student graduating with highest honors 
would receive a watch from a business firm ... Bob 
was determined to win that watch He studied, 
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studied and studied Even skipped the junior prom 
as Mary, who's now his wife, will tell you Yes, he 

became top man but, and here's why awarding watch 

is important to Bob, when it came to getting his watch 

Bob learned that the firm had gone out of busines 

lop honors but no watch P. S. Bob now has estab 


lished a fund at ND from which a watch is awarded 


INFLATION: Dex Keezer as a sidelight to his 
monthly economic report (see page 110) added an 
interesting postscript: “The Federal Housing Admini 
tration has decided it’s okay for ‘one-inch’ boards for 
new homes insured by the agency to measure 24/32nd 
of an inch. Formerly the requirement was that ‘one 
inch’ boards measure 25/32nd of an inch. There has 
apparently never been any notion that oneinch 


boards should measure one inch 


CONGRATULATIONS: ‘The Hucksters, Chicago 

association of manufacturers men, voted certihcat 

to Sam Clark, Jr. (Samuel Harris Co ind Jacques 

La Voise (Barrett-Christic) as the outstanding indu 
+ 


trial supply salesmen for the veatr Nice going 


fellows 


ELECTEI ): Stu Russell J Ku ell Co Holvok« 
Mass.) has been elected a trustee of Holyoke Saving 


Bank Let's see, now, do savings banks make loan 


3 G's NOW GGN: What used to b GOL! 
GIANTS, GREAT, is now Golf, Giants and Nut 
R.W.B 


17 
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Answers to questions we're often asked 


Q. What is the important difference 
between cut and rolled threads? 


A. A rod with a cut thread has an 
outside thread diameter which is 
the same as the body of the rod. 
Also, the end of the rod is usually 
pointed to remove the sharp starting 
thread. 

Rolled threads have an outside 
diameter greater than the diameter 
of the portion of the rod next to the 
thread. And the end of the thread 
need not be pointed because a sharp 
starting thread is not present on a 
rolled thread. 


Q. Which type of threads is better? 
A. That's hard to say. But rolled 


threads are often the better choice. 
There are several reasons: 


1. In many instances, rolled threads 
are cheaper. This is true because of 
the weight savings. You buy less 
steel, Also, rolled threads can often 
be produced faster. The savings to 
the customer on the larger sizes is 
often substantial. 


2. Rolled threads are likely to be 
smoother. And because cold-work 
ing hardens the threads, they are 
not as easily damaged. The cold- 
working also develops compressive 
stresses in the threads, making 
them more resistant to fatigue from 
repetitive stresses in bending or 
tension. 


3. Because the thread-rolling proc- 
ess ‘“‘cold-works” the steel in the 
threads, rolled threads havea slightly 
higher tensile strength than cut 
threads. This advantage, however, 
diminishes as the diameter of the 
rod or bolt increases. 


@. How can I be sure that rolled 
threads are the best choice for a 
particular application? 


A. To learn the answer to this 
question, all you need do is get in 
touch with the nearest Bethlehem 
sales office. We'll be pleased to have 
one of our engineers cal] at your 
convenience, to study your bolting 
problem, and offer recommendations. 





Here are the facts. The table below 
compares various standard rod sizes 
and shows the weight savings pos- 
sible when rolled threads are used 
instead of cut threads. 





ROLLED THREAD CUT THREAD 





STRESS MINIMUM 
AREA BREAKING LOAD* 
sq in. Ib 


CUT THREAD WEIGHT 
STOCK WEIGHT SAVINGS 
diam in. lb/ft pet 


0.240 0.155 
0.365 0.358 
0.490 0.647 
0.740 1.475 
0.990 2.640 
1.235 4.110 





COARSE 
THREAD 
Size 


ROLLED THREAD 
STOCK WEIGHT 
diam in. Ib /ft 
0.213 

0.330 
0,445 
0.676 
0.908 
1,144 


2050 
5050 
9200 
21700 
39400 
63000 


0.0318 
0.0775 
0.1419 
0.334 
0.606 
0.969 


21.8 
18.7 
18.2 
17.1 
16.8 
14.8 


0.121 
0.291 
0.529 
1.222 
2.196 
3,504 


Y%-20 
“%-16 
%-13 
%-10 
1 - 8 
1Y- 7 























*pinimum breaking lood for cut threads is based on ASTM Spec. A-306, Grade 65, which has o minimum 
tensile of 65,000 psi. Breaking loads for rolled threads of same grode will be about 5 pct higher. For other 
grades of steel, breaking load of cut or rolled threads is in proportion to the tensile strength of the steel. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products ore sold by Bethlehem Pacific Coost Stee! Corporation 
Export Distributor: Bethlehem Stee! Export Corporation 


BETHLEHEM STEEL 
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DISTRIBUTORS GET STRONG 
SELLING SUPPORT cm ACMES 


INDUSTRIAL DISTRIBUTION © JULY, 1956 





Conduclall 


ANOTHER : MULTI-PURPOSE HOSE 


OF THE 


MANY 
GOOD 
~ PRODUCTS 


SOLD BY FOR: Pneumatic tool service, oxygen, acetylene, oil, water, 
air, agricultural spray, grease and many dilute chemicals. 


WHY: Versatile—Oil-resisting Reprene tube and cover resists 
deteriorating effects of most chemicals and greases. 
Strong—Carcass reinforced with braided cords chosen for 
strength and long service life. Up to 300# w.p. 


D TR b WTO R § Easy Handling—Lead-press cured cover is molded smooth 
. +» will not kink. Popular 42” size weighs only 26# per 
100 ft. 
SIZES: All standard sizes from 3/16” to 1%”. 


REPUBLIC HOSE FOR OTHER USES 
Champion Water—The premium quality hose, wrapped con- 
struction .. . the best water hose available. 


Wiretex Steam—Braided wire reinforced for safety with abra- 
sion-resistant cover and oil-resistant tube. 


Tower Pneumatic—Designed specially for use with pneumatic 
tools. Oil-resistant tube, tough resilient cover. 


Tonka Water—Lightweight, strong and flexible for long service 
in general industrial water uses. 


Other Hose in the Republic line: Chariot Water, Fairway Water, 
Republic Contractors’ Road Hose, Tower Reprene Pneumatic, 
Republic Sand Blast. 


*eeseeeeeeeeeeeeeeeeneneneeeeeeeeeeeeeeeeeeeeenee 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, On'I0 


INDUSTRIAL RUBBER PRODUCTS 
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Are You Selling Customer Benefits? 


|” CERTAINLY BE THE LAST ONE to complain that 
there could be such a thing as too much 
product knowledge—that a salesman could know 
too much about the products he is selling. In 





our drive to increase product knowledge, however, 
we are apt to forget what product knowledge is 
designed to accomplish. You've got to know 
your products before you can tell a customer 
what they will do for him. This is the heart 
of selling benefits 

Now we all know that the most effective sales 
approach is to cite product benefits—how the 
product will solve a customer's problem. In ou 
thinking, we should beware constantly of the 
trap whereby we talk features, not benefits. We 
assume the customer knows the benefit points 
so we talk product features. And, unfortunately 
it is the salesman who knows most about his 
products—their features—who is most prone to 
fall into the trap of reciting product feature: 


rather than benefits. 


Features vs. Benefits 


\ feature of a product is anything that dis 
tinguishes it from another product, any peculiarity 
anything prominent, any differentiating charac 
teristic. A benefit, on the other hand, is what 
ever brings advantage or profit to the customer 
whatever will overcome obstacles, solve problems 
and, generally, make life easier for him 

If your sales presentation (and that's an awful 
elegant word) contains talk along the following 
lines, the chances are you are talking features, 


not benefit 


© What it is made from that is different, harder, 
less brittle, more flexible, et 

©How it is made, exclusive process, unusual hand 
ling, plant facilities, patents, et 

© How it is installed and operated that makes it 
unique 

© Procedures for maintenance 

© Appearance, texture, style, etc 


These are all features, but they are also clement: 





of the product that make it attractive to the 
customer because they enable the product to do 
something for him. Don't leave it to chance 
that the customer will be able to translate product 
features into benefit points on his own hook 
Make the propositions attractive by citing bene 


fit pomts directly 


© This product will cut your “down time” for 
repair in half—the special alloy of which it is 
made makes it practically break proof 

© This product will enable you to turn out twice 
the work with the same number of men—it i 
made of material that will enable you to run 
it nearly double the speed, with a saving of 
half in replacement time 

© Your maintenance costs will be cut in half 

3 patented design that give 

shielded 


the product ha 
casy access to moving parts yet 1s 


from contamination 


In actual practice, these benefit points should be 


pecific in terms of customer need: Through 
his own investigations in the plant and elsewher 
an aggressive salesman will have discovered in 
advance that the customer has a specific problem 


for which the produ t holds an answer 


The You Approach 


Check yourself Remember, the more you 
know about a product the more you are apt to 
cll features instead of benefits 


has a real problem nm communication 


Kvery salesman 
You cit 
feature and assume your customer can hgure 
out for himself how these features could work 
benefit Don't leave 
Suggest 


to his and tw 
it to chance that he will or can do thi 


( OM pany 


benefit point Put yourself in your customer 
hoes and answer the question on his mind 


What will it do for me?” 


po Ng ee 
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MEMO TO MANAGEMENT W : Ai Ss ¥ 4 i) fb 


1. Qualifications Excetient Good Fair Poor . Your Analytical Ability Excetient Good Fair Poor 
A. Your Viewpoint 1. How would | rate my ability to diagnose 

], How would | rate my evaluotion of the problems of organization, personnel, 

Contribution eoch part of our business— marketing, expansion, etc., for key 

sales, finance, purchasing, office, elements? 


warehouse, other services—mokes toward 
| RRR Os Baa 2. What is my record with regord to sorting, 


analyzing, relating dota on sales, margins, 
2. What is my record in regard to long- volume potentials, markets, etc.? 
EET nicchscevedeneescorceocse. ERLE La io 

3. What is my record with respect to 


3, What progress hos my company made gathering measurable material to aid 
towards our long-range objectives? ......... [) [) EJ me in making decisions? 


4, What is our record with regard to 4. What is my record with respect to hav- 
having minimized “crises” arising ing forecast implicotions of decisions 
out of lack of planning and policies? .... 7 os 8 eo | have made? (oodo 


PRAM a A RE OE TRE TR Bg 


By Jack Wertis, Senior Associate Editor 


Record sales and dwindling profit margins today are 
challenge to management's ability to exist in chang- 
}) art 1 ing business environment and it will require the broad 


view and analytical ability to make progress. 


political and social changes that have taken 
place and that are now part of the business picture 


a as MANAGEMENT 15 growing apprehensive MOTH 


over declining profit ratios despite the fact that 
sales have held at practically record levels for more Markets have 
than a decade. Judging from the complaints about in and continue to fluctuate 
troduced supplanting and competing with old on 
new distributors are emerging and evidently getting 
Distr: 


increased in size, nature and diversity 
new products are being in 


adequate gross margins, the experience with volume 
has been disillusioning. 


But distributors need not feel isolated with their low- their share of increased business (INpusTRIAI 
puTION, “Price, The Gay Deceiver’, April 1956); taxe 


and trade legislation present new demands; personnel 
has grown in im 


profit ratios, since there is ample indication that the 
situation is symptomatic of what management in gen 
eral is facing today, It’s part of the larger challenge to management and organization 
management's ability to cope with the dynamic ele portance in a highly-competitive manhunt for human 
ments present in today’s marketing. Arthur P. Felton, resources. The list is long and challenging. Challeng 
business consultant, (Conditions of Marketing Leader ing to whom? Well, who in any distributor's organi 
ship, Harvard Business Review, March-April 1956) zation can do anything about these factors but man 
warns, “, . . in the years ahead, we will probably see agement? 
marketing become a more challenging problem than 
it has ever been in our industrial history, even though What's the Answer? 
overall volume continues to increase.” 

I'he distributor's business has increased along with 
everybody else's, but so have his problems. His situa 
tion has been made more complex by the broad eco mentary “seat-of-the-pants” 


To wrest maximum profits from the business envit 
onment as it exists today will take more than the rud: 
management technique 


82 INDUSTRIAL DISTRIBUTION © JULY, 1956 











me 
AY Appraise Yourself 


Excetient Good Fair Poor 


i. Functions Excellent Good Fair Poor 
A. Planning b. Delegation of authority 70 
1. How well have | defined our short and long ¢. Procedures OU 
term objectives with regard to the following d. Personnel Oo dc 
a. Profits Ood vo e. Facilities OU 
b. Markets Ood wu 
¢. Products and Suppliers dBenrnge 
d. Personnel (3 tL) UC. Control 
¢. Public Relations OOdUdO 1. What use have we made of such controls 
f. Finance Ood wv and stondards os 
a. Statistics ond Reports no0 
b. Balance Sheet ond Profit-loss Statement. [1] [] [J 
B. Organization © Budgetary Practice noo 
1. How well does our organizational d. Sales Analysis and Control . eeu 
structure function with respect to: e. Inventory Control OU 
a. Overall operations estate f. Cost Control ti) 





that served in the past. Times have changed and there 
is no assurance that rudimentary thinking, having been 
successful in the past, will continue to be effective in 
the future. Management will have to show a greater 
appreciation, attain a greater knowledge and make a 
greater application of the vast and increasing body of 
knowledge concerning sound, modern business policy 
and practice. Increasing volume, controlling operating 
expense to increase gross margins are just as valid to 
day as methods of increasing net profits as they have 
ever been. However, today they are only generalities 
areas which management must investigate and act 
upon with more penetrating insight and understand 
ing of implications and effects than ever before 

Basically, management's responsibility is to show a 
profit. The measure of success is relative. The head of 
a large distribution firm grossing $3 million who raises 
his net profit by $5,000 may not be as successful a 
manager as the distributor with a $200,000 volume who 
raises his net by $1,000 

Management today must manage on a full-time 
basis. Albert J. Nickerson, vice president, Socony 
Vacuum Oil Co., has remarked, “if one competitor 
has a material advantage today, it—or a workable coun 
terpart—is likely to become public property. An enter 
prise must rely for survival and progress on the per 
sonal qualifications of those who make up its rank 


and direct its destinies.” 
With so much emphasis being placed on manage 
ment’s role today and in the future, particularly in the 














industrial supply and equipment held, two logical 
questions arise 

|. What qualification i required of Management 
today? 

2. What are the proper tunctions of management 

Ihere are no absolute answers, but there is no lack 
of reasoned responsible opinions, The techniques of 
management did not emerge full-blown like a rabbit 
out of a magician’s hat. They are the result of long 
years of experience, observation, analysis of pioneer 
thinkers and commentators in and out of mdustry 
based on sound business practices employed by su 
cessful management. Opinions are bemg revised per 
odically as they come under critical scrutiny and com 
ment, in general and in detail 

Nevertheles authorities gree that there are two 
management requirements which stand out above ill 
others. These requisites are The Broad View and 


Analytical Ability 


The Broad View 


Chis is a qualification that is stressed more and more 
by authorities and it may have some impact on di 
tributor management among whom so many have 
risen to their positions through sales and show a tend 
dency to think and act from the sales viewpoint solel 
Modern management requires a view of the busine 
is a whole, rather than of an integral part such as sal 
or finance. John | McCaffrey president Interna 


And the value of Analytical Ability —> 





[ 
l 


CQ) 
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C) 
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What's Your Role Today? (Cont’d.) 


tional Harvester Co., has said, “The world of the 
specialist is a narrow one and it tends to produce nar 
row human beings. The specialist usually does not see 
overall effects on the business and so he tends to judge 
good and evil, right and wrong, by the sole standard of 
his own specialty...” 

‘The broad view is requisite for maintannng balance 
in planning, organization and control. It minimizes 
crises which develop when management becomes op 
portunistic for a short-run gain at the expense of long 
range development. Consider the sales-minded execu 
tive who grasps the opportunity to increase his sales 
temporarily on a certain line and orders inventories 
of the line increased and a special effort to sell it. 
Later, it develops that inventories of other stable lines 
had been thrown out of balance, customer service 
reduced and trade lost, not only because of out-of 
stocks but because of lack of sales effort. The case is 
not unusual, 

But more important, the broad view's value is ac 
centuated when it comes to overall planning. Man 
agement must set long-range objectives to avoid stand 
ing still. It must have the long-range view when 
making adjustments. The long-range interests of the 
business must be uppermost, not the short-range fear. 
Action must be based on the assumption that the 
company and the industry will continue. Here, the 
ability to view the business as an entity and under 
stand the relative importance of each part to the 
whole, as well as to the company’s objectives, is 
indispensible. 


Analytical Ability 


The broad view is the product of an analytical bent 
in thinking. Analytical ability is the talent to diagnose 
unfamiliar situations for central elements and to deter 
mine how they are related in many dimensions so that 
management may move, confidently and surely, from 
policy to action, Successful management today puts 


considerably less reliance on experience and business 
intuition than did its predecessors. Experience and in 
tuition still play a part but today’s management tends 
to rely more and more on an objective analysis of 
available, measurable facts about a situation. Judg 
ments based solely on experience and intuition, psy 
chologssts have demoustrated, arc mvarably attected 
by stubborn prejudices and usually on insufficient evi 
dence 


Looking for Answers 


Putting it into more concrete terms, it means that 
all things being equal—product quality, facilities, serv 
ice, sales ability—the distributor who does the best job 
of objectively sorting, relating and analyzing the im 
plications of data on volume, margins, potentials, mat 
kets, etc., will gain the edge 

In writing on the central activity of the executive, 
the process of decision, F. E. Pamp, Jr., Division Man 
ager, American Management Association ( Liberal Arts 
as ‘Training For Business, Harvard Business Review 
May-June 1955) said, “The executive must distinguish 
and define the possible lines of action among which a 
choice can be made. This requires imagination, the 
ability to catch at ideas, shape them into concrete 
form, and present them in terms appropriate to the 
problem. He must analyze the consequences of tak 
ing cach line of action. Here the computer and oper 
ations research techniques can de much, but the exec 
utive must set the framework for the problems from 
his own experience and imagination, and work with his 
sensitivity and knowledge in the area of human be 
ings where statistics and scientific prediction are high 
ly fallible guides. Then in the decision he mast have 
the grasp to know its implications in all areas of an 
organization which is itself far from being absolutely 
the company, the market, the economy 
Seems there's still plenty of room 


predictable 
and the society 


for rugged individualism 


Planning, organization and control can no long- 


Part 2 


er be forestalled if distributor management 
is to function as management and guide its 


business toward soundly determined objectives. 


G OOD MANAGEMENT should back off periodically and 

take a good look at itself to determine whether 
or not it is adequately meeting its fundamental ob 
ligations. ‘Too often, distributor management finds it 
self so preoccupied with the “urgent” that it has no 
time for the “impertant”. Such circumstances are 
symptomatic of delinquency in management's proper 
functions. One crisis after another indicates that man 


agement is ignoring its prime responsibilities—plan 
ning, organizing and controlling 

In practice, management's functions under planning, 
organization and control blend into each other. A plan 
ning function will invariably affect organizing func 
tions and the effect will extend into control, so that, 
in reality, management tackles all three at once. How 
ever, the functions can be made more comprehensible 
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as an indication of what management should be do 
ing if presented separately. The arbitrary listing also 
illustrates the logical development of the functions as 
“first things come first”. Any consideration of a plan 
ning function illuminates the approach to the related 
functions in organization and control 


Planning 
Objectives and Policies 


Too much emphasis cannot be placed on stating 
company objectives and policies in writing. The process 
of consolidating one’s thinking into the written word 
is disciplinary. It clarifies management thinking, mini 
mizes misunderstandings and facilitates later re-evalu 
ation. Objectives and policies should provide for short 
and long term development. Much of the planning de 
pends on the contemplated size, character and place 
of the company in the community and in the industry 
and these should be made clear in a general statement 

From there on, management can define more specific 
objectives 


Profits—The sort of profits management aims for 
will determine in a large measure the sort of organiza 
tion and control it will need. Profits can be short ot 
long term, large and risky or small and safe; they can 
be defined as a minimum percentage of invested capital 
or the minimum ratio to sales or related to operational 


break-even points 


Markets—Spelling out the nature, location and size 
of the market means closer coordination of effort. It 
can be defined geographically or by customers or by 
type of industry, depending on management's research 
and attitude towards the company’s function. Con 
sideration should be given to the possibilities of expan 
s10n, potentials, coverage and penetration, inventory re 
quirements capital requirements, manpower require 
ments, et 


Products and Suppliers—IThe general type of prod 
ucts the company expects to handle and the type of 
suppliers it desires to do business with. A statement of 
management's attitude towards product mix—general 
selective or specific; towards proht margins; toward 
potentials; toward inventory requirements; toward 
supplier management (whether it is progressive, « 


pable, cooperative, et: 


Personnel—The sort of organization management 
expects the company to be and what sort of personnel 
this organization will require. It takes a definite form 
of an organization (line, functional, etc.) to achieve 
stated objectives. The objectives in the way of char 
acter, ability and pe rsonality of personnel The poli ic’ 
to assure sclection, hiring and training of personnel. A 


general statement with regard to levels of employment, 
morale, wages, salaries, career advancement, working 


conditions, benefits. 


Public Relations—Stated objectives of the com 
pany’s eventual place in its industrial and social com 
munities. The company attitude toward perpetuation 
of the company’s reputation, economic justihcation 


sales, customer service 


Finance—A general statement with regard to work 
ing capital, utilization of funds in excess of operating 
needs, company debts, credit, dividends, etc 


Organization 


Ihe question of whether the company’s organiza 
tion is the most appropriate for present operations ts 
one only management can answer. It directly involves 
functional structure, delegation of authority, proce 
dures, personnel and facilities, all of which have to be 
related to the company’s objectives 

Functiona) structure is a problem which manage 
ment should not try to solve without the consultation 
and assistance of other executives and department 
heads, all of whom are more or less authorities on then 
respective lines. It is management's task to direct the 
thinking of these individuals toward the overall good 
and coordinate their ideas into a unified, integral plan 
of organization. It requires the broad view and analy 
tical ability 

hus, if the problem is whether to centralize or de 
partmentalize, the advantages and disadvantages can 
be analyzed best after each supervisor has had a chance 
to study and report how one or the other form of or 
ganization would benefit or hamper him 


Delegation of authority—One of the contributing 
causes of most management failures is faulty delega 
tion of authority. Faulty delegation derives from the 
failure to clearly define company objectives and poli 
cies and a lack of understanding what delegation of 
uthority means 

If management is to manage and not waste its time 
cttling the myriad problems of supervisory detail, it 
has to delegate authority and responsibilities to mem 
bers of the management team—fiscal officer, sales man 
ager, ofice manager, warehouse manager, etc, Proper 
delegation of authority means giving the recipient a 
real understanding of the scope of his responsibilitic 
the exact extent of his authority and the relation of 
his task to the company's objectives. But, along with 
the delegation, there should be a mutual understand 
ing of the performance criteria, Many authorities point 
ut that asking a man to accept the responsibility of 
performing a task requiring the use of judgment, and 


then criticizing him for an error in judgment, is not 


(Continued on page 165 
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Sales — They're Spelled 
5-E-R-V-1-C-E 


Wi DOES SERVICE MEAN TO YOU? 


Norm Obergfell sold a five-ton hoist because he 
had received and read a notice from the supplier that 
a new type in that size was in stock. He sold three 
new height setting tools because he carried them 
around for his customers to see and try. And he su 
ceeded in substituting his grinding wheels for another 
customers usual brand, because he sold the customer 
on benefits (See editorial, “Are You Selling Customer 
Benefit page S| 

Obergfell offers these three sales as concrete ex 
amples of what service means to him—and to demon 
strate how he features service to rank respectably high 
among the rest of the salesmen at Vonnegut Hard 
ware Co Indianapoli 

‘Sure,” he says, “service is the difference between 
selling success and failure. But everybody says that 
It's been said so often that I wonder if it mean 
anything. | keep myself available to the customer; | 
take good care of him whether he gives me a small o1 
a big order; and I pass on to him the benefits of the 
knowledge the manufacturer gives me. In short, | 
look on myself as a good will ambassador between the 


customer and my compan 


The Hoist Sale 


Thi ale originated avs Mr. Oberetell vhen 
Wallace ‘Tool & Die Co., Inc., erected a new building 
some time ago. | talked hoists to them then, but 
time dragged on—until they suddenly decided the 
needed the hoist, and needed it rnght away. The 
called me one Friday noon, and I went out and talked 


if up some more 


When I got home that friday evening, | had som 
mail from manufacturers—one of the piece vas fron 
our hoist supplier—in which was listed hoists fo 
immediate delivery, over and above the small two-tor 


houst v« TOCK Among those listed wa i cu 





designed hve-ton job 


Ihe next Monda | went to Wallace Tool again 


VIVE-TON HOIST is checked by Salesman Norm Oberg with the factor nan, and he surveyed the jol 
fell, Vonnegut Hardware Co., Indianapolis enter), and Onidinanly. deliver vould have taken 10 to |2 week 
(,corg o mwo ’ r ob ) " : 

rge Hollingsworth, superintendent and Bob Harrison but | had that manufacturer notice with me ind 


P.A.. Wallace Tool & Die Cx In Quick delivery was the 
ervice that clinched this sale for Mr. Obergfell I mentioned that ! wuld get a new type hoist, that 


can be serviced on the trolley, nght awa‘ Wi alles 





the factory. and the host was shipped und in the 


By Robert Slater plant within 10 da Then the customer ordered a1 
Associate Editor, Chicage $800 chain block 
I ha nother tomer who's just put up a new 
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plant, and who's been thinking about a 10-ton hoist 
for some time. It doesn’t do to pressure a custome: 
on a deal like this—building costs always exceed what 
they are estimated at, so they try to get by for a 
while until they really need something. But I've 
learned that the ability to furnish it immediately, 
when they do decide, helps us by not giving them a 
chance to cal! in another supply house. We have it 
licked before the competition even gets a start—that 


how service acts two ways 


Height Setter Sale 











‘| had gone to a manufacturer's school which 
introduced a new height setter, and I was pretty en 
thusiastic about the tool. When I was back making 
my regular city rounds, I carried one around with me 
to demonstrate 

‘When I hit Hittle Machine & Tool, I took it out 
of the box and let the super try it out for himself. | 
showed him how well it was made, and its advantages 

and it was as easy as that. He turned to the owne: 
and the P. A., who were standing there and said 
‘Let's get on 

“T've sold three of these tools as a result of carrying 
them with me—that means three $350 sales. And | 
attribute it to carrying the tool with me, knowing 
all about it and letting them handle it—service 

“At Major Tool & Machine, Inc., 


works on aircraft service tools, | suggested a reinforced 


a shop that 


resinoid hub wheel for one of their frequent jobs 

grinding welds on a dolly. This wheel is particularly 
safe for finishing of welds since it’s reinforced in case 
the wheel cracks or breaks—and it has long life 
Selling them this particular wheel was a matter of 
getting in there for trial~from there on, its perform 
ance took care of the job. In this case, service consists 
of knowing the customer's operation—selling him 
something that’s to his own advantage 

“The way | look at it, you can sell an item from a 
circular, but it’s better to let them see the product 
For instance, I carry around a piece of V-belt and a 
piece of ait hose—as a reminder to me, as much as to 
the customer. (I'm weak on these two items, and I 
know it.) The other day a guy was ribbing me about 
my toting these two pieces—then he turned around 
and bought some hose from me.” 

Mr. Obergfell handles about 175 city accounts, and 
hits them with a frequency that is in proportion to 
their potential. “In the city,” he says, “you don’t have 
to stick to a set routine like in a country territory 
Since my customers are local, I get a lot of extra calls 
from them—and when they want me, I have to be 
available. That's part of the service 

Mr. Obergfell makes it a point always to be in the 
office between 12 and | o'clock. His customer knows 
he can be reached during this period, and he often 
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GRINDING ‘TEST at Maw lool & Machine, In whe 
j Si play a part in the manufacture of aircraft servi 
! d | tl slesman. Mr. Obergfell familiar 
a hw cit th h fomer pcration md wa bie t 
*] bint, mm ded optim a 
ects as many as seven or eight calls during the hou 
| took two pretty good-sized cap screws out to a 
rocer’s \ irchouse i couple ot da\ wo Nii (bet 
fell said. “It's not a large customer, and the sale of 
those two screws certainly didn't warrant my making a 
sper ial trip But it gave me an excuse to call on th 


manager, and underline the fact that it doesn't have to 
be a $500 order for me to give him service. If the 
big sales are all I'm interested in, and if | don't mak 
in effort to give the customer attention on the small 
items, they notice that. | think most of the 

the men I deal with today, remember the orders | 


get out for them and the little side things | do for 


them his trip got me an order for V-belt 
TOOL which 5 ight settings from a fa 
va old n n wowme to ¢ hark baler PA mad 
Bob Brown uperimntendent Hittle Machme & l oo 
Mr. Obergfell racked up three sales when he introduced thi 
tool, because he carried it around for experts to try t 

































































































Is It Safe to Microfilm? 


Are microfilmed records as good as the original docu- 


ments in court? A recent study supplies some answers 


By Don McGill, Associate Editor 


N MEROUS pisrRipUTORS have turned to microfilm 
as a quick, easy way of making a small molehill 
of their towering mountain of accumulated records 
In this day of high costs, the time and trouble of chas 
ing through dusty piles of letters, invoices, purchase 
orders, and assorted memorabilia in quest of one 
important paper has become a luxury the average 
business can ill afford 

In the sales literature of every manufacturer of 
microhiming equipment, there's invariably a picture 
of a toothsome model standing beside a bale of old 
records and daintily holding a tiny roll of film, her 
bright smile telling you the film contains all that’s 
in the bale. And when you're told your old records 
can be instantly brought to light on a magnifying 
reader, you can see why microfilming has ingratiated 
itself with countless businesses constantly waging wat 
on paper work 

However, before a distributor gets the idea he can 


MICROFILMING OPERATION (left) viclds fast, «x 


tremely accurate copies on small spool of film which can 


junk his original records once they ve been micro 
filmed, he should ask himself Will my microfilmed 
records be acceptable evidence im court in case of 
litigation? 

he poimt thi qi 
original record in be 
statute of limitations period expires 


tion raises is whether or not the 
ifely destroved before the 
If the original: 
must be retained for some six or seven years after 
they have been microfilmed, then the smile of ou 
toothsome model means nothing—the paper accumu 
lation problem is as bad as ever, since most business 
clear out old records at the end of the statute of 
limitation period anvwa\ 

Thus, in considering microfilming, the distributo 
must know if he can scrap original records within a 
vear or two after they've been copied on film and still 
be on safe evidential ground 


A study made recently by the Recordak Corp., a 


major manufacturer of microfilming equipment, shows 


then be taserted o reader” (right) and easily read. Index 


ing system mak ec it pu immediately accessibl 
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that “im most jurisdictions” microfilmed business 
records are admissible in evidence. But, says the 
report, there are some states which have not yet 
passed legislation making such records unqualifiably 
acceptable In Michigan, for example, microfilm 
copies are acceptable evidence—except that a court 
might ask the original records to be produced also 

Up until the end of last year 43 states as well as 
Alaska and Hawaii, had statutes admitting micro 
filmed records in evidence hey are acceptable in 
federal courts under the Uniform Photographic Copies 
of Business and Public Records as Evidence Act 
In Illinois, Mississippi, South Carolina, Texas, and 


West Virginia, there is as vet no statutory authority 


What's the Difference? 


Why should there by any question about micro 


filmed records a 


icceptabk evidence? 
I'he answer revolves around an old legal principle 
and secondar\ 


the distinction between primary 


evidence. Primary evidence means the original docu 
ment, while secondary evidence mecans a COpy OTF sworn 
\ state 


ment from a Senate report recommending passage ot 


the federal act puts the distinction this way 


testimony as to the content of the original 


In early times a prerequisite in proof wa 

production of the original writings befor 
the court. For example, the loss of one's deed 
was the loss of one property, even though 


the loss was accidental \ failure to reprodt ct 


the original was fatal This rule was relaxed 
is time went on through the concept of 
primary and secondary evidence If the 
original could not be produced, its content 


could be established by secondary evidence in 
the form of cither ora] testimony or an accurate 
copy 
Thu 


microhilmed recor 


vecause thev're essentially copies of origina 


ls have had to overcome the lega 
disability of being only secondary evidence Until 


microhim cop had equal tatus with originals, the 


couldn t completely fulfill one of their main function 


! 


that of replacing the onginals and saving storags space 


Ct cours if a distnbutor were to destroy h 


records after microfilming and found his state had no 


statute overing the admissibility of the microfilm 


he would still be protected by what the lawyers ca 


the “best evidence rule What this rule say 

cftect that, if the distributor's destruction of h 
original re was free from su picion OF intended 
fraud, the icrohim copie ould be admitted a 


secondary evidence 
on this pomt, the Senate report mentioned above 
declare Ihere is generally no difference betwe 


priman and secondary evidence as far as it weight 


is concerned The essential difference lies in the 
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manner of u.croduction. Under the best evidenc 
rule, secondary evidence will not be accepted unk 
the court is satished that a diligent effort has been 
made to produce the primary evidence 


But leaving the status of microfilm copies entire 
to the discretion of a court was clearly unsatisfactory 
both to the courts and to businessmen. In 1949 
therefore, the National Conference of Commissioner 
on Uniform State Laws recommended enactment of 
the Uniform Photographic Copies of Business and 
Public Records as Evidence Act Known as the 
‘UPC Act,” this measure was adopted by the federal 
government in 1951, and has been widely copied by 


many states 
Passage of this act was mac possible by two 
characteristics of the microhilming process 
|. Its extreme accuracv—because a microhilm of 
an original was commonly regarded as the most 


urate copy possible it overcame any presum 


tion of fraud 


2 It speed which has induced numerous fu 


to adopt it as a record-keeping tem th 


ordinary course of thei business 
With regard to the latter, banks have long m 
hlmed heck they have handled, with the result 
that this microfilmed record was clevated to the sam 
ledgers a 


tatus as other regular centri uch a 


ournal And the fact that many other firms reg 


irnly microhlmed their records and destroyed the 


original upported the “regular entri irgument 


What's the Hurry? 

While with a few ex ephon mucrohimed record 
ie now accepted as primary « idence, a distributo 
houldn't plunge into a microfilming program with 
bh 1] il 4) find the 
1 


uit the advice of his attorney 
nous manufacturers of microhimung equipment wi 
formed on the pple ible law And those mani 
facturet vho offer microfilming service on a 
tract basis will give him legal guidance 
(he authors of the Recordak study advise taking 
the following teps to insure the microhimed record 
ng admitted in evidence | isc of litigation 
|. Kstablish the cura of the mucrofilmig 
proce 
Iestablish the existence at one time of the origina 
mcd it ompetency iS primary « rence 
Show the reasons for destroving the ongimal 
+. Follow minutely the local statute or case law 
crifying the film picture record 
I he tudy conclude hopetuil It would : 
ccm overly optimistic to look forward to the day im 
the not-too-distant future when microhilm opies of 
ords kept m the ordinary course of busine will 
be considered the equi lent of origmals for evide 


tary purposes im all jurisdiction 






Turn Down An Order! 


Never! —Well, hardly ever 


A MAINTENANCE FOREMAN in a 
fertilizer plant you are calling 


on tells you he would like a port 


able electric grinder 

What would you do? 

Well, you could do a couple of 
things 

One thing you could do is to 
whip out your catalog, show him 
the grinders that you are selling, let 
him make a selection and then take 
A $100 without 

Not 


could do 


sale 
bad 
what 


his order 
much trouble 

Or, you David 
W. Gregory, salesman for Henry 
Walke Co., Norfolk, Va., did. Mr 
Gregory was confronted with such 
an opportunity once but, instead 
of grabbing the order when the 
grabbing was good, he merely asked 
the foreman what he intended to 
use the grinder for, The foreman 
replied that it was intended for 
general use, nothing in particular; 
thought it would be a handy tool 
for maintenance, 


Then Mr. Gregory did an 


unusual thing for a salesman, con 
sidering a $100 order was involved 
He unsold the foreman on the idea 
of getting a portable grinder and 
talked him into buying a 7-in. heavy 
instead 


disc sander 


$80! 


duty price 


about 


How Come? 


It seemed that Mr: 
talked 
volume 

Pretty simple, Mr 
explained, In the first place, the 
foreman wanted a handy all-around 
tool for maintenance work, nothing 
Gregory 


Gregory had 
himself $20 
How could he justify that? 


out of sales 


( sTEQOTY 


in particular, and Mr 
figured that the disc sander was a 
more versatile tool than the grinder 
where no specific application was 
in mind. As he explained to the 
foreman, with a couple of accessory 
items like a depressed center grind 
ing wheel and a 5-in. cup brush, you 
could do grinding and cleaning 
Suppose a tooth on a sprocket wheel 
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broke off, you could clean out th 
break with the brush, build up tooth 
metal by welding, and then grind 

tooth 
Just an 


idea of what the sander could do 


the build-up to a finished 


with the grinding wheel 


Before Mr. Gregory was finished 
he had sold to the 
only the but 
sories which ran the order well up 
$100! Not bad, 


foreman not 
sander several acces 


ove! also 


later 


Greg 


PS. 


the same foreman called Mr: 


\ couple of month 


ory to thank him for selling him 
the sander. A sprocket wheel tooth 
did break and he had repaired it 
just as Mr. Gregory had told him 
with the help of the sander. Not 
only that, he had told a few other 
maintenance foremen in other 
plants what a useful tool the sander 
was for odd jobs, and where they 
could get one. Is it necessary to add 
that Mr 


foremen 


Gregory found out who 


these were and what he 


sold 


them? 
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of three” checks records on 





This “Committec 


Three Ways To Share-The-Profits 


O MATTER WHAT YOUR BUSINESS TROUBLI 
N Harry Bayle Jr., president of Pacific Abras 






Supph Cao Lo Ange le ha 1 two word omtw 
for them lhe two magic words ar 
Pacific Abrasive Supply, Los An- Proht Sta. ‘ng 
lo Mr javles harng prohts give peo 






ncentive and when peopl have an meoentive, he " 









. . y | | ‘ ’ ‘ me ‘ cnt 
geles, adopts ascending commis- they'll solve all your problems in the most efh 
md economical wat po ible 
Actuall Pacih Abrasive has three cparate 
sion scale to go with deferred tive system 
\ commission ompensation fom for t 
ile mich 





and monthly profit sharing plans \ deferred profit sharing plan for all 





per onnel 





4 monthly profit haring plan for all 






pe rsorni | 





: ; 


lhe firm's commission plan was changed 









month. Under the old plan, salesmen rm 
By Ray Barnett i base salary, a car allowance, an expense account 







Managing Editor mmission on a descending sliding scale ; 











the first $5,000 monthly sales over quota 


on the third $5,000; and | j 





next $5.000 





~/e 





over $15,000 above quota Any such sliding 


wding to Mr tavley, ha mm undesirable rect 





How the new plan works . . . 






Three Ways to Share-the-Profits (Cont’d.) 


the salesman’s interest in selling more can very well 
decrease with the percentage figures 

As a result the new system is designed to remove 
this undesirable feature. Salesmen still receive a 
base salary and quotas are still set 


static though; they change constantly 


Quotas are not 
Here's how 
they are established 

lake, for example, a salesman who draws $500 a 
month base salary, has car expenses of $125 for a 
month and entertainment expenses that month 
amounting to $100 
and then a proportionate share of sales supervision 


These three figures are added 


expenses and general overhead expenses ($100, in 
this case) are added to the total. If (and these 
figures are hypothetical) the grand total should come 
to $525, this figure ($825) is translated into a quota 
A thorough study of sales figures has convinced Mr 
Bayley direct sales expense is always right close to 
5% Therefore, $825 is 5% of X; in this case, 
X would equal $16,500 and that would be the sales 
mans quota, Or, more specifically, that $16,500 
figure is the break-even point for the individual sales 
man. After attaining the break-even point under the 
new compensation system, salesmen receive 3°, of the 
first $10,000 im sales, and then 4% of ev:rything 
above. In ow hypothetical case the salesman would 
receive his expenses, a car allowance and $500 for a 
month of work in which he sold $16,500; he'd receive 
another $300 if his total sales were $26,500, and 
for every $1,000 in sales above $26,500, he'd receive 
an additional $40 
? The deferred profit plan has been im effect 
* since 1946. To share in the plan an employec 


must be with the company for at least one year (the 
tenure of inside employees at Pacific averages eight 
to ten years Once he comes under the deferred 
proht sharing plan, an employee acquires a vested 
interest in the fund 

The fund is built up by the company assigning 
to it 9% of annual net profits before taxes. An in 
dividual’s share of the “kitty” is in direct proportion 
his share of the firm's regular total inside payroll. If 
again just for the purposes of illustration, an employec 
is paid $1,000 a year and the total payroll is $10,000 
then that employee would have assigned to him one 
tenth of the total amount turned over that year to th 


deferred profit sharing fund 


Rules for Withdrawals 


In effect, cach employee has a savings account in 
which a deposit is made each year the company make 
moneys There arc, however, restrictions on how and 
when withdrawals may be made from an individual 
account 


So long a 


pany, he continue 


im employee remains with the com 
to build up his account but he 
cannot draw on it. After bemg under the plan on 
year, he has a 5°, vested interest in his account; in 
Thus at 


vested 


each succeeding year he gets another 5°” 

the end of 20 years of service, he has a 100°, 
interest in the deferred profit sharing plah. Having 
a vested interest, should an employee leave the com 
pany at any time, he would receive that amount in 
which he has the vested ownership plus interest on 


that amount Should he die while working for 





EFFICIENCY in paperwork is the goal of this “committee 
of four’: Miss Mattie Belle Osburn, Leo Lamb, Harry Bay 
ley and Arthur Wolcott. Mr. Bayley is president and Miss 
Osburn is his secretary; Mr. Lamb is vice president and 
treasurer, and Mr. Wolcott is store manager 





Cutting Paperwork Costs 


ECAUSE PAPERWORK can be extremely costly, a “com 
B mittee of four” operates at Pacific Abrasive Supply 
Co., l OS Ange le 

“Make paperwork more efficient and therefore less 


s, with this goal 


costly 

Whenever any one has a suggestion for improving 
a particular paperwork job, the committee holds a 
special mecting to discuss the proposal from all angles 
In addition, the committee meets on a regular basis 
every six month 

At these semi-annual sessions, every paperwork ope! 
ation in the company is reviewed. To insure that this 
study is complete every type of paper is traced from 
its point of origin to its conclusion. All along the 
route cach person who handles a paper is asked the 


Why? 


all-inclusive que shhon 
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the company, his survivors receive the complete 
amount, plus interest, in the individual's account 

Say, for example, an employee has $1,000 in his 
account and he has been under the plan ten years, he 
would receive $500 plus interest if he left the com 
pany’s employ. His survivors would receive $1,000 
plus mmterest if he should dic. 


More Tangible Benefits 


3 While the deferred plan served to a degree 

* the purpose that Mr. Bayley wanted, to give 
employees an incentive to give of themselves that 
little extra that makes a company grow and makes 
customers come back, it fell short in a couple of 
respects. Employees find it difficult to remain 
enthused day in day out about something that is 
building up for them but still is something they can’t 
get their hands on until retirement. In other words, 
it’s a bit too intangible 

To solve this, Mr. Bayley installed a monthly 
profit sharing plan as a supplement to the deferred 
plan. Under the monthly plan, the company pays 
into the fund 54% of monthly net profits befor 
taxes. Here again employees share in proportion to 
their salaries, but the big difference is that payment 
is immediate—regular pay days are on the Ist and 
the 15th; along about the 20th of each month the 
profit sharing checks are distributed 

Mr. Bayley can point to several instances showing 
employees are interested in increasing the company 
profits. 

|. An outside salesman was spotted at his desk 





catly one afternoon. After a series of “good natured” 
ribs such as “How can you make money for us sitting 
at a desk?” and “Why aren't you out hitting the 
road?”’, the salesman became a bit exasperated; a tele 
phone salesman took the brunt of the exasperation 
The outside salesman exploded with: “I'm in here 
because I've got a lot of orders to write up.” And 
he proved the poimt by waving a dozen orders 
‘If that’s the case, the inside man retorted, “just 
give me the orders, I'll write them up and you get 
out and call on some other customers.” He did it, 
too 
2. A carload of grinding wheels was being unloaded 
Mr. Bayley watched the receiving clerks and could 
see that the situation could be cased by employing 
another man. He approached the warehouse fore 
man with the suggestion and was immediately in 
formed 

No, we'd rather work at bit harder If we lore 


another man, it cuts into our profits 


Bank Administers Fund 


When the profit sharing plans were mstalled ther 
were a few employees who already had served so 
many years in the company that it was iunpossibl 
for them to build up a substantial account. In thes 
cases the company bought and paid for a group lit 
insurance policy—straight hfe 

\ bank administers the profit sharing fund under 
the direction of a three man committee: Mr. Bayle 
Leo Lamb, vice president and treasurer, and Mar 


Vucicevich, office manager (see photo, page 9! 








Several changes in procedure have been made as a 
result of the committee’s work. For example, tek 
phoned orders formerly went from the telephone sale 
man to the credit department to the stock room to 
stock records. A study showed that work could be 
speeded by changing the flow, making it from th 
order board to stock records to credit department to 
order filling. This system provides a check on per 
petual inventory records; if the records show 100 of 
an item in stock but the order filler discovers only 
90, he immediately informs the stock record depart 
ment and the inventory cards are amended 

Under the old system there was a time lag between 
when an order was taken and when the transaction 
was recorded on inventory records; thus, on a busy 
day, items in short supply could be “sold” a coup 
of times before the records showed “out.” This is 
eliminated under the new system as is delay in enter 


ing back order 





STOCK RECORDS are the kev to paperwork operatior 
if Pa th Irv ite _ a and ont i ros 


sddition, th nainta ’ Aoatin cq if ; ' 
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Distributors 
Tell Their Story 
In Memphis 


Where there’s industry, distributor is 
Blackstone, of BE. ¢ 


needed, FB. C. 


“Industrial Distributors’ 


7 NDUSTRIAL Disraisurors’ Day” was held recently 
in Memphis, Tenn., by the Memphis Rotary 
Club, which honored nine industrial supply firms in 
4 special program 

live supply company executives who are Rotary 
members spoke on the distributor's role. KE. C 
Blackstone, president of FE. C, Blackstone Co., was 
program chairman and moderator. Purpose was to 
show distributors’ importance to industrial growth 
of the Mid-South and the Forward Memphis move 


ment 


Supply Executives Honored 


Special guests of honor, whom Mr. Blackstone 
introduced as deans of the industry, were J. E 
Dilworth, founder of J, FE. Dilworth Co., and presi 
dent of Tennessee Bolt & Screw Co.; Walker Hays, 
of Hays Supply Co. 'T. Walker Lewis, founder of 
Lewis Supply Co., president of Lewis Diesel Engine 
Co, and past president of the Southern Industrial 
Distributors’ Association, and John A. Riechman, 
president and co-founder of The Riechman-Crosby 
Co., and past president of the Southern Association 

Other executives of Memphis firms, besides M1 
Blackstone, were: William Quinlen, of Choctaw, 
Inc; Lee Dabney, Dabney-Hoover Supply Co.; 
Walker Wellford, Jr, J]. E. Dilworth board chair 
man; R. D, Van Dyke, Jr., Industrial Supplies, Inc 
L.. A. Johnson, Lewis Supply Co. and R. W. Moore 
Riechman-Crosby. Frank Pidgeon, Sr. unable to 





Distributors local function was cx 
plained by L. E. Johnson, Lewis Supply 


Blackstone Co., told Rotary Club on Co, Nine supply houses were honored 
Day.’ in the Rotary’s program 
attend, was represented by his son, Eugene Pidgeon 


of Pidgeon- Thomas Iron, ]1 


Local Function Explained 


Messrs. Johnson, Pidgeon, Quinlen and Wellford 
is well as Mr. Blackstone, addressed the group 

Mr. Johnson described the distributor's function 
of bringing new products to customers attention 


keeping them ad d on changes and training sale 


men to know all products thoroughly. He stressed 
the special local value of the distributor's credit fun 
tion, which he said could not be performed by manu 


facture! vithout diffeulty and long dela 


Range of Products Stressed 


Mr. Pidgeon peak on What an Industria 
Distributor Sell hallenged any one in the audi 
ence who doubted his firm’s slogan. “Home of 50,00 
Structural and Mai nance Supplies,” to come down 
to the warehouse and take mventory He ud the 
firm sold “anything from a light globe to garbag: 

ins,” purchased from hundreds of manufacturer 

By nature of our business, percentagewise, very 
few of our ling ire handled on an exclusive basis 
So what we reall 1] ervice, which begins with 
our first contact, whether by mail phone salesman 
or by a customer dropping m for an item The small 
and large orc receive the same attention 

He stressed flexibility as an important aspect of 
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Distributor’s inventory was described Public misconception of distributor as Like postmen, supply salesmen fill a 
by Eugene Pidgeon, Pidgeon-Thomas wholesaler was noted by William need behind the scenes; without them 
iron Co. He stressed service and flexi Quinlen, Choctaw, Inc. He explained chaos would result, sid Walker Well 





ford, Iv., of J. FE. Dilworth Co 






bility to meet industry changes. diversity of customers 






service, since the distributor must be alert to industry hasing departments and engimecnng and plant iain i 
tenance departments of plants of all siz He added 





needs and changing stocks 
This is vers important in the South said Mr We do and will sell to anyone any item we hand | 









Pidgeon, “which is changing from an agrarian econ whether an individual or a firm, and give the indi 
omy to an industrial one and where farms are becom vidual the same courtesies extended to a firm 
ing more mechanized. There is a definite trend to Mr. Wellford described the distributor's cataloy 
decentralization of industry. Many large plants in which he said was similar im size to a mail order 
the North and East are moving South fast, and catalog but, since supplies for industry were not 
Memphis has done an outstanding job in obtaining aftected by style as are consumer goods, required 
new industries.” reprinting less often 

“Our salesmen are trained to recommend tools and 





equipment that can save the customers money, in 





Misconceptions Noted 






rease his production or unprove the ifety of tu 
Mr. Quinlen described the variety of distributor operation,” Mr. Wellford said It is not unusual 
ustomers. He said there had been considerable mis for a salesman ill to last three or four how 





understanding among the general public as to who 

i distributor's customers are, and many uninformed Program Highlights Industry Growth 

persons believe a supply house only sells wholesale 

ind to large buyers This is not true; we all sell Mr. Blackstone said he was first assigned to arrangs 
to any one at suggested retail prices,” he said 1 program for the Rotary featuring four different type 








of distributor but felt it would be more effective 





f confined to industrial houses be 





Salesmen Serve Like Postmen ind informative i 
use of the industrial growth of the citv. He said 











Mr. Dilworth spoke on how distributors handl Memplus’ industnes now justify an aggregate inven 
the selling function Like the postmen, firemen tory of five to six million dollars for the nine industrial 
policemen and other public servants,” he said “indus upply firms represented at the meeting. They have 
trial supply salesmen, in many cases, are not known 1 total of 307 years’ experience in the field 
or recognized outside the trade, but without them [his program has been presented by a group of 
there would be chaos in industry.’ fnendly competitors,” said Mr. Blackstone in sum 

He said the supply business was more specialized ming up. “But if any one would step in that doo 









than some, since it ontacts were mainly with pul ind wave an order, you'd see a stampede 






INDUSTRIAL DISTRIBUTION © JULY, 1956 


How To Soothe A Sore Customer 
Kalamazoo salesman found these three methods successful =m 


“Ayr course we take every possible step to avoid 

friction where customer service is concerned,” 
says J. Meyer, manager of Kendall Hardware-Mill Sup 
ply, Inc., Kalamazoo, Mich, “But it’s inevitable that 
a slipup occurs once in a while—a mixup in our ship- 
ping department, a mistake in order writing, or a 
delay in shipment on the part of the manufacturer. 
And when the lines get tangled, we've got a sore 
customer, 


Trio of Rules Does the Trick 


“We have three hard and fast rules covering this 
sort of situation: 

“First, when a customer is irritated, the salesman 
goes to see him right away—he doesn't try to smooth 
ruffled feathers via the phone. In the case of a 
delayed delivery, he makes regular calls on the cus 
tomer, to post him on shipment status, and to indi 
cate his continued interest 

“Second, we figure when there's trouble, it’s no 
time to save money. We call long distance immedi 
ately—if possible in the customer's hearing—or we 
make long trips ourselves to pick up the stock in 
question 

“Third, prevention beats cure—we do everything 
in our power to insure a smooth-running efficient 
shipping department, and we send out only agree 
able, knowledgeable salesmen—we avoid turnover in 
these key spots by hiring the best we can get, and 
keeping them happy.” 

Sales Manager John J. MacDonell, who heads 
the Kalamazo branch's four-man sales force, clabor 
ates on the first rule, personal visits from the sales 
man 

“When one of my customers is sore, | make sure 
that I get to his place of business as soon as possible 
It's not the time to argue with him, because he’s 
tense—and very possibly making a mountain out of a 
molehill, 

“IT just let him talk—and whether it’s our fault 
or not, | take the blame. And most important, | 
never bring up any past favors we may have done for 
him. If he doesn't remember, this sure isn’t the 
time to prompt him. 

“T had a case a little while ago. One of our good 
customers here had given me an order for nine half 
ton hoists. Four weeks delivery had been promised 
me out of the supplier's Detroit office, and I had a 
couple of competitors on my neck trying to get the 


order away from me. Well, delivery stretched into 
10 weeks (due to the Westinghouse strike), but | 
showed up twice a week in that customer's office, to 
keep him posted and to show I was as concerned as 
he was 

“Our phone bill is high,” said Manager Meyer, 
“but it’s a justifiable expense. ‘That was proved 
to us a little while ago when one of our customer's 
director of purchases complained to his purchasing 
agent that he was giving us too many orders. ‘Look,’ 
the p.a. told him. ‘When I complain to another of 
our distributor sources about an order, he writes a 
letter to the supplier. The second time I complain, 
he sends a telegram. When I needle him a third 
time, he calls. Kendall calls as soon as I report a 
delay 

Mr. Meyer pointed out that, in his opinion, mid 
western customers are in a greater hurry than they 
are in other parts of the country. “Customers in the 
midwest,” he said, “want everything yesterday. If a 
manufacturer can't give two weeks delivery, we might 
as well stop quoting on the product 

“One of our New York suppliers didn’t believe me 
when I told him thi Mr. Meyer said, “but he spent 
some time with us here, and changed his mind 


Time and Money Pay Off 


Sales Manager MacDonell stressed that the time 
and money spent on long distance pickups was a good 
investment in the interest of customer harmony 
“There was the case of a late shipment of set screws,’ 
he said. “In order to keep the customer happy, we 
to Willow 


Run, where one of our men picked it up. That 


had part of the shipment rushed air expres 


guaranteed repeat sale: 

“Pouring oil on troubled waters is all very fine,’ 
concluded Mr. Mever, “but in this busing t's even 
more important to take every precaution agaist a 
goof up. We consider the men in our shipping de 
partment key personnel—and we keep turnover at a 
minimum. And as far as our salesmen are concerned, 
well, I've never had a customer say, ‘Don’t send so 
and-so around to see me.’ When we lose a salesman, 
we move the inside men up—which means we only 
have to hire a truck driver. And we've had several 
compliments on our phone men too. This adds up 
to careful selection and training of personnel—to 
insure satisfied customers, and insure against the slip 
that might concei iblv lose us business 
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VISIT THE CUSTOMER 


Contact him as soon as possible, and 
in the case of delayed shipments 
regularly, until the material is x 
ceived, says Sales Manager J. | 
MacDonell. This gives him a chance 
to express his irritation directly to 
you, and shows him you are inter 
ested in expediting the order 


» 


DON’T SPARE EXPENSE 
Mr. MacDonell rides the long di 
tance wire hard in the ase of de 
livery mixups—and, when possible 
he tries to call while the customer 

present, t how what action i 


heing taken Travel expense fo 


yuck pickuy iis 1 wise uvest 
' it 


» 


GUARD AGAINST SLIPS 
Branch Manager |. Mever watch 
Shipping Clerk Clayton Sutton 


make careful check of outgomg or 


der, All persom warchouse work 
rs, phone met md outside sale 

men —are arct clected well 
chooled in cr service—and 


turnover ’ 














STRAIGHTENING OUT THE OFFICE came first in 
organization project of Standard-Machinists Supply Co, The 
management got order out of confusion by separating phon 
sales from buying functions 


RIGHT MAN and outlining the work 
specifications was part of th 
idea of jobs before, and fun 


ASSIGNING THI 
through interviews and job 
program No one had clear 


tions overlapped 


Build Up Your Inside Staff 


After analyzing office jobs, this Pittsburgh distributor untangled phone sales 


from purchasing, encouraged closer contact with customers and suppliers 


New Approach to an Old Problem 


Though outside calls by telephone salesman is a 
rather unique procedure in the industry, Standard. 
Machinists’ management does not claim to have origi- 
nated the idea. The teamwork concepts they are try- 
ing to promote are based, they say, on some ideas 
now in practice ot Strong, Carlisle & Hammond Co. 
in Cleveland, Other firms that have encouraged inside 
salesmen’s personal contact with customers are Patron 
Transmission Co., New York City (ID, Aug. 1955, pg. 
88) and Allen & Reed Co., Providence, R.|. (ID, Jan. 
1955, pg. 84). Job analysis techniques, some of which 
are being applied at Standard-Machinists, are de 
scribed in 'D’s special section, “Human Relations” 
(April 1953, pg. 112). 

Efficiency of inside operations, particularly the man- 
ner in which telephone men back up outside salesmen, 
has always been a primary concern of management 
and a bone of contention for many outside salesmen. 
In “The Salesman’s Wife Speaks Up” (ID, April 1956, 
pg. 82), the wives of outside salesmen express strong 
opinions on this subject. 
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By Van Ness Philip 


Assistant Editor 


7 MANY OF US DISTRIBUTORS neglect our tel 
phon men. We forget they are salesmen too and 
they have to talk to often as 


the outsice 


customers five times as 


salesmen. In they r 


i growlhg COM pal 
apt to be buried in paperwork before anybody know 
it.” 

That's the 
ton, Jr., of Standard-Machinists Supply Co., 
burgh. He ha 
boost inside efficiency. He took these three steps to get 


of President George Cherring 
Pitts 


instituted company-wide changes t 


Opiion 


telephone men out from under excessive red t ap mad 


upgrade them in the eves of customers and other 


members of the company 


|. Separated telephone sales from purchasing 
Drew up job specifications to define responsibil 


ify 


1956 











we 
5 ae 


PROMOTING PERSONAL CONTACTS between insic 
men and customers was a new policy intended to enhanc 
phone men’s prestige and ease of communication. Tel 


phone salesmen were taken to call on some customers they 
had talked to and called by first name for years but had never 


met tace to tac« 


Started a long-range program to improve com 


munication 


The company suffered from growing pains under the 
old practice of having phone men double as buyer 
and expeditors, Mr. Cherrington explained. Phones 
were answered by any one with a hand free, and am 
one might write up a purchase order. A customer sel 
dom spoke to the same salesman on the phone twice 
in succession, and he waited a long time to speak to 


to ten minutes in some cas 


my one—from seve! 
from the time the switchboard answered, according to 
i Spot check of message delays 

Errors and delivery delays were compounded from 
having transactions pass through so many unfamiliar 


hands with responsibilities undefined 


Needed: Better Morale 


Staff morale suffered, due to inequitable work load 
ind the tendency of others in the company to mistrust 
the accuracy of the order process. A heavy burden fell 
on the experienced senior staff members, since all 
problems and snafus were referred to them. New 


employees had little opportunity to learn a specifx 


iob thoroughly 
\ larger staff seemed called for but the management 
decided to add only one new phone man for the pres 


ent and try to organize a better routine. The first step 
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was to remove Sales r ponsibility from two inside men 
who became buyer and expeditor respectively Five 
men were assigned exclusively to handling phon 


sales 


Responsibility, Requirements Defined 


Job per ihcations were written up for all inside job 
define ponsibalitic ind spelling out personal 
qualifications for each. The point where a phone sal 
man's responsibility for sending off imquines cnded 
ind the buyer took over the actual purchase ordet 
Was cle irly defined 

This formalizing of function was also good for 
management,” said Russell Dickson, sales and person 
nel manager, who drew up the pecs It made us think 
in terms of organization, instead of just adding mor 
staff and letting these important inside jobs float 
round without management control 

l'o improve communication with inside salesmen, a 


pecial program was launched including, among oth 


things 


|. Private interviews with a member of management 
it regular intervals to help in assigning individuals t 
the jobs best fitted to their personalities and desire 


to review progr ind to hear suggestion 
An induction procedure for 
More informal contact 


lunches out for an inside staff member with the sale 


ncw ¢ mploy c% 


} 
iti lucding 0 ihotlal 


manager or preside nt 

4. More official memos outlining company organi 
zation and job function For a start, a simple notice 
vas post d giving names and titles of officers; manage 
ment had discovered that several nev employes did 
ot know cither the names or functions of several 


office 


Inside Salesmen Meet Their Customers 


i ncouraging a personal relationship between imside 


crsonnel and customers was a major objective. Lach 
hone salesman is taken out occasionally by a member 
f management or outside salesman to meet customer 
in their plants, and eventually management hopes to 
organize outside and inside men in teams, each respon 
ible for the 

One telephone salesman recently met for the first 


ustomer he had been talking to on the phon 


ime customers 


time a 
for 15 vears—on a first-name basis—but had never seen 
face to face 

Mr. Cherrington believe the new program 1S pay 
ing off in greater efhciencs wid the 


voided an unnecessary increase in per 


ind faster service 
ompany ha 
onnel. “Our inside men had been in the dark too 
long,” he says. “Now we are getting them out int 


thre lieht of day 





ID'S editor, Walter Crowder, moderates Clarkson-industry panel session. 


The Industry Asks —Clarkson Answers 


wu the New York State Industrial Distributors’ Associa 


tion and the industry's “visitation committe: 


Clarkson College of 


Fechnology’s 


met with 


faculty and student: 


recently, they got an insight into what the graduate of the 


new industrial distribution course will bring to our industry 


in training, in education, in a grasp of industrial selling 


QV: How can industrial distributors help Clarkson 


College in its student recruiting program? 

In three ways, First, by personally calling on and 
acquainting each high school guidance counsellor 
in his community with the activities and job 
opportunities in the industrial distribution indus 
try. Second, by informing your employees and 
acquaintances who have sons with the oppor 
tunities in this industry of the program Clarkson 
has set up to serve it. Third, you might offer to 
show high school students through your place of 
business on conducted tours. Steps like these 
will help improve the industry's public relations 


position, and also in time give the public an 


understanding of the industrial distributor's 


functions 


: Does Clarkson need any more scholarships for 
industrial distribution students? 

Yes—definitely. Clarkson has a continual need of 
about one scholarship for every 10 students enter 
ing the course. For the class entering this com 
ing September, there are four scholarships now 
available, For the class of September, 1957 (which 
is recruited between October, 1956, and March, 


0: 


1957), the college has only one scholarship avai! 
able. It needs a minimum of five scholarships for 
this particular cla At present, the college ha 
nine 1D. men on scholarships. It should be 
remembered that, once a scholarship is awarded 
it is no longer available for four years, since it 


holder retains it throughout his college course 


as long as he does a high quality of academic work 
How is Clarkson's course in industrial distribution 
divided up among engineering, business adminis- 
tration, and liberal arts subjects? 

In the 


are it} 


A 
four-year curriculum, 25% of the course 


or 


busine idministration, 23% in liberal 


studi 23%, in mathematics and sciences, 21' 
made up 


in engineering Lhe remaiming 5% are 


of “electives 


: What advantages has Clarkson's industrial distri- 


bution course over courses offered by other cel 
leges in liberal arts, science, or engineering? 


At Clarkson 


The imdustrial 


1 man gets a really broad education 


distribution student is well 
grounded in the sciences, gets a strong background 


in the arts and humanities, is trained in a number 
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Distributors, manufacturers, and students 


of engineering subjects (materials testing, kinema 
tics, thermodynamics, etc.), and covers such busi 
ness administration subjects as law, accounting 
marketing, sales. Clarkson has the facilities to 
offer specially-designed work in each of these field 

Besides, being a small college, it can give a student 
individual attention 


Does the industrial distribution course offer any 
training in salesmanship? If so, how is jt taught? 
lhe program includes a series of courses on indus 
trial marketing, salesmanship, sales management 
and industrial distribution. For the work in sales 
manship we plan to use the basic textbook pub 
lished by the Rochester Sales Executives’ Club 
lhrough the American Supply & Machinery Asso 
ciation, Clarkson has acquired a, library of sale 

presentations, product advertising, slide films, sale 


manuals, proposed sales talks, ete 


: How does Clarkson develop the students’ ability 
to use ingenuity in their thinking? 

I'he “case method” is used in many of the cours 
and this presents the student with experience in 
sorting out significant facts about a situation and 
following them through to a solution. An overall 
college course in. “creative problem solving” i: 
being developed, using the techniques originated 
by Alex Osborn 


“role-playing” technique is used to develop th« 


And in the sales classes, the 


students’ ability to solve problem 


©: Clarkson says it is giving a course in “industrial 


distribution” in the student’s senior year—how will 
that be taught? 
4 good beginning for a seminar exists in the specia 


sections published over the years by INpusratiat 


DisTRIBUTION magazine A group of these hav 


Clarkson faculty views 


been arranged im logical order overmg 14 ft 
ind will be photo-offset for students’ use lo pr 
sent the seminar to the student 14 qualified me 
from among members of the Triple Supply A 

ciations will be invited to Clarkson, each for 

day, to handle a topic m which each has had 
expenicnce Each seminar will meet four tin 
During the first 


two meetings, a faculty member will discuss th 


1 week (two hours each time 


week 5 topi using the ID reprint as base mates 

ach visitor will then follow up with morning 
ind afternoon mecting pre cnting applied up-to 
date phases of his topic, leaving room for student 
questions and discussion These meetings will be 


recorded for use of future seminar 


Hiow can an industrial distributor get in touch 
with a graduate of the Clarkson course? 
here will be no graduates until June, 1958. Dur 
ing the college year prior to this date, a distributor 
mav write the college placement office If the dis 
tributor wishes to conduct interviews on thu 
umpus, the seniors will be advised and an inte 
iew schedule arranged A distributor not with 
ng to interview students on the campus can adyis« 
he college placement ofhce of 1 job opening anc 
ofhce will in turn advise qualihed seniors of 


opportunity 


If a distributor goes to Clarkson to interview 
seniors for employment, what information will 
the college give him about cach man? 
4 distributor will be given a folder on each seniwr 
Ihe folder contains a data sheet (personal infomya 
hon, work experience extra-curricular aetivitic 
faculty opinions on persona] qualities, etc.) evalua 
| reports from at least three faculty mem) 


| 


( ontinued on page uy 
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An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from January through June 1956 





SALES HELP FOR SALESMEN 


Sates Cume wien Sates Evrorr Jan. 56 % 
Des Moines salesman upped volume 57% in 
three years 
Tray Your Luck at AmusEeMENt 
Parks bet Jan. “56 100 
Unorthodox location brought sales to Cincinna 
han 
Propucts & Markers Jan. "56 110 
Feb. '56 110 


Mar. ‘56 110 
Apr. '56 110 
Sates Missionary Worx Mave Easier 
wirn Movies . sei eae tO OS 
Home-designed films prove successful for Port 
land, Ore., salesman 


I. 1 Mane Misrames.... Feb. 56 88 


' “Don't make assumptions—make sure” is York 


salesman’s code 
More Comperrrrion On Price ann Goons 
Makes SacesMan Srep Livenier..Feb. '56 94 
Macon salesman gives his views on today’s top 
problem 
Tourer Essentiats ror Setiinc More. .Mar. '56 92 
Two Kansas City salesmen sell bearings—but 
there's a difference 
Sexninc)«6ls)6s6OFive§) «6Parts”)~=60Human 
NaTuRE bas ..Mar. "56 94 
That's the psychology of a Cincinnati salesman 
Wuar Makes a Goop Inpusraiar Sup- 
PLY SALFSMAN? .. Mar. "56 108 
Detroit distributor executive stresses four quali- 
fications 
SALesMEN’s Ipeas THAT Par Orr. . Mar. '56 181 
Two Ohioans kept their eyes on the unusual 
Is Iv Any Eastzn vor tue Crry Saves 
MAN? .. ee ...Apr. 56 88 
Spokane salesman discusses pros and cons 
Vive Fovisues Furnisn Fine Saves... .Apr. '56 100 
York salesman services furniture industry 
Sate, Smati—Bur Service, Bic!,.....Apr. '56 106 
Rochester branch gives 100-mile-an-hour service 
for 10¢ sale 
Seven Satesmenw We Can Do Worrn 
May ‘56 128A 
A. P. A. tells what salesmen shouldn't be 
Wartcn Your Cusromers’ Mareriars.June '56 84 


Mianiian has changed selling methods since the 
war 
Tuere Are No Unvusuat Appnica 
TIONS ; May ‘56 128B 
Miami salesman tells of his role in power 
transmission service 
Turer’s Nor a Crowp—It's a Sate. .May °56 128F 
Three Cincinnatians solve problem for engi 
necring firm 
CustoMer “STANDARDIZED ON Branps?.June '56 90 
“Sell him something” says Seattle salesman 
Keep ww Toucu .. .Bur Keer Fiexiste.june '56 
Springheld, Mass., salesman increases selling 
time 
Orper ‘TAkinc? June ‘56 94 
Four precepts guide Newburgh salesman 


9? 


SALES IDEAS 


How 1o Inrropuce A New SavesMan. .Jan. 56 95 
Buffalo firm smooths way with an announcement 
Bonus PLAN vor Insipe Starr Gers Mort 
SALES Jan. "56 106 
Incentive program increased sales for Chicago 
firm 
Tuey Don’t Worry Asour CoLiec 
TIONS Feb. '56 84 
Radio advertising and on-the-spot selling are 
answers for Columbus distributor 
Key to More Ssres—Property-Man 
AGED CREDII ...-Feb. "56 90 
Credit department performs sales function for 
Passaic firm 
Warre Toar Orper Ricw Feb. '56 104 
One error can cause a chain reaction 
Tourer Benerrrs or a Service Suor..Mar. 56 584 
Cedar Rapids firm features on-the-spot service 
Are You Gerrinc Your SHARE OF 
Prosperity? Mar. "56 85 
Kansas City and Newburgh distributors show 
you how to lead the way 
Boosr Inpusraia, Sates wrra ‘Toor 
CLASSES Apr. ‘56 0 
Seattle firm develops product interest 
in this novel way 
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“Hetpe! Wat Do I Do Now?” Apr. '56 9% 
What advice would you offer on this problem? 


Key Line Seviinc May "56 97 
PLANNING FOR Greater Prortts. . 100 
Rote or Sates ANALYSIS . 102 
Sates Dara Friows From Onrper TO 

Reports 104 
Sates ANALysis Reporrs Are Key MANAGE 

MENT ‘TOOLS .. 106 
Tue Mecnanics 109 
Sate Quoras Tat Sacesmen Approvi 112 
Sates Tratwninc: A “Must” eo an 
Apvertisinc Heures Seciinc ProcraM 118 
Coorpinatep Invenrory Supports SALes 

Error! i 121 
Conrests App Sates INCENTIVE 124 
Personne. Likes ProcraM 127 
“SoLuTion TO Our Prorrr Prostems” ...128 


A Department Sects Harper June 56 89 
Richmond company concentrates inventory and 
manpower 


IDEAS FOR MANAGEMENT 


“DisrarpuTion Week” Proctamep— 
Wins Enrnusiastic Supporr....Jan. "56 82 
Huntington, W. Va., program puts across dis 
tributor story 


Two-Way Rapto Sprevs Detivery Jan. 56 98 
Delivery truck is as near as phone for Worces 
ter firm 


lr You Don't Stock Ir—Apmrr Ii Jan. "56 102 
Head of Buffalo company tells when it pays to 
turn down an order 
Freicut Cost Conrrot—Martrer of 
AWARENESS / Jan. "56 104 
This can help you control freight transporta 
tion costs 
How Mucu Dw You Make Topay?..Feb. "56 82 
Rochester firm costs invoices, keeps daily tally 
AUTOMATION . Wuar It Means 10 
You . Feb. '56 97 
Here’s how industrial distributors fit into the 
picture 
Sect Yoursetr to Your Suppisers Feb. 56 106 
Buffalo firm does in mailing campaign 
Wuat Ir Disaster Srames You? Feb. '56 108 
Minneapolis firm tells what happened when fire 
imperiled building and stock 
Boost Truck Erriciency wir INCENTIVE 
PLAN .Feb. "56 184 
Perth Amboy management rewards drivers 
Tne Conrusion or Cuancinc Prices. . Feb. 56 188 
Onc man keeps prices current in Bridgeport firm 
Prorrr-Suarinc Pian Has Pension Fea 
TURE Mar. '56 % 


Charleston, W. Va., firm promotes “sense of 
company” 
Wuat's Haprentnc wy Your Marxert?.. Mar. "56 105 
Market research is answer for Seattle distributor 
Sure Same Day, Baw Next Day Mar. "56 185 
Bangor, Me., firm puts emphasis on service 
Sates ANALYSIS Apr. ‘56 
Hiow management and salesmen of a Portland, 


97 


Ore., firm feel about it 
Morivatinc SALESMEN May °56 128D 
Seven suggestions for good management-sales 
man relations 
Catz. Data Makes Permanent Saies 
MATERIAI June ‘56 586 
Call report system has dual benefit for St. Louis 
firm 
Hanpweirren Prices Save Invorcine 
‘Try June "56 190 
Errors are minimized and operations improved for 
Newark distributor 
Sates Reports ror Facrory Men June "56 194 
Pittsburgh distributor firm keeps suppliers’ men 
fully informed 


GENERAL 


Wuart's rue Economic Wearner Up 
Anrap? Jan. 56 9 
Economics Department predicts sunny prospects 
for 1956 
1956—A Goop Year in Prospect Feb. '56 92 
Economics Department forecasts conditions tor 
24 industries 
Harvarp Opens Doors to I[Npusrriar 
DisTRipuTorRS Mar. '56 82 
Graduate school offers management course to 
executives 
lOrn Annuat Survey or Disramuror 


Oprrations—1955 Mar. '56 97 

Sales show 15% jump nationally; regions up, too 

“IT Lixe roe Freepom” Mar. ‘56 184 

So says former Polish navy officer, now California 
salesman 

Ine Sacesman’s Wire Speaks Ur Apr. "56 82 


Questionnaire reveals wife's attitude toward 
husband's job 
Pauce—Tue Gay Deceiver Apr. 56 9 
Comparison of status of 45 distributors in 1947 
and 1955 
Reap More ano Enricn Yoursens Apr. ‘56 102 
Boston firm surveys personnel’s reading habits 
Two ID. Scnoragsuips AWarpep a1 
Braptey U May °56 21) 
CSIDA and Peoria distributors sponsor scholar 


ships 


Index continues on next page —> 








Index of ID Articles Jan.-June 1956 (Con’d.) 


Diusrassuror rrom “Down Unper”....May "56 214 
Australian discusses similarities and differences of 
his country’s distributor operations 
Business’ Prawns ror New PLAnts Ann 
Kouirment—1956-1959 June "56 82 
Here's what Economics Department predicts for 
next three years 
Inpusray Inrensipies Cotnece Recrur 
ING June 
Survey finds starting salaries up 


56 191 


MEETINGS 


Coorraation Is ‘Theme avr Crnrral 
STATES Jan. °56 
23rd annual convention adopts five-point cod 
of cooperation 
Forum Discussions Heap Procram 
500 attend SIDA mid-year meeting at 
Beach 
Dusrameurors Mert iw New Encrianp. . Mar. 56 180 
NIDA members continue “Circles of Informa 
tion” program 
Wesr Coast Disraisugors Meer in Los 
ANGELES Apr. "56 108 
175 at two-day session, plan future conferences 
Marcins, Mernops, Mam Topics at 
BROADMOOR = Apr. '56 182 
250 attend two-day session at Colorado Springs 
Diernmeuror Panes. ann Boorn Procram 
Hicmuscur CONVENTION 
2600 attend Atlantic City session 


9? 


Mar. 56 90 
Palm 


June "56 97 


PROMOTION 


Tews. lr to Everyvsony Jan. "56 103 
Birmingham attracts new industry in nationwide 


ad campaign 


56 178 


, distributor gives pointers based on 


So You Wan 
Sumter, 5. ¢ 
his experience 
An Frroae Gers Worst . BUT 
Puswiciry 


ro Pur on a Snow Apr 


Gers 
May '56 128H 
lulsa open house was “comedy of errors” but 
paid off in publicity 
Mortensen Suprry Sponsors INpusTRIAI 
Exuisrt May '56 210 
1200 attend 10th anniversary celebration at Mil 
waukee firm 
Ducommun Exptamiss Annuat Meet 
ING yi June '56 195 
House organ tells why meeting is held 


LAYOUT AND DISPLAY 


A Hurricane Mape Us Move w 4 
Hurry Jan. ‘56 88 
Rhode Island firm abandoned long-range plans 
when hurricane threatened 
15-Year Pitan Propucep New Prants Jan. '56 108 
reality for Louisville distributor 
Feb. "56 182 


firm analyzes access routes 


Plans became 
Grr Room to Do Busrness IN 
Charleston, W. Va., 
and leaves congested area 
Toucn tn Your 
Feb 


keyword for Davton de 


Ger rue Decoraror 
SHOWROOM 


“Originality” is 


EDITORIALS 


It's Just Smart Business Jan 
Wuere Do rue Orpers Come From?. . Feb 
How'p You Do? Mar 
Lost Opportunities Apr 
Is Key May 
Saves ‘TRAINING FOR Wit? June 


Line Secuinc THe ANSWER? 





At the recent Triple Industrial Supply Convention 
in Atlantic City, there were several officially- 
sponsored social events —a tea, cocktail parties 
and a banquet. A series of pictures taken at these 
events will be found starting on page 190. 
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COTTER PINS 


“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National's most complete line 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off 
the-shelf selection of the size the customer wants 
Standardize on National fasteners—-you'll always be 
sure that this most complete, high-quality line will 
stand out in product performance and sales appeal! 


y el 
ational. 


THE NATIONAL SCREW & MFG. COMPANY 
CLEVELAND 4, OHIO 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 Sevth Garfield Ave., Los Angeles 22, Cal. 
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U.S. TOTALS 


April 1956 
Compared with 
March 1956 


-2% 


April 1956 
Compared with 
April 1955 


A 


Vs 





First 4 Mos. 1956 
Compared with 
First 4 Mos. 1955 














Compicep sy Inpusratat Distaisution 


WLLL MLL Lh La 


+] 8% 


+2 O% 





Supply Sales Trend 


Final Figures For April 1956 





April 1956 
Compared with 
March 1956 


April 1956 
Compared with 
April 1955 





| Piret 4 Mos. 1956 


Compared with 
First 4 Mos. 1955 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hempshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 
Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 








+25% 


+24% 


+19% 


+15% 





+2 4% 


+2 4% 


+2 Bye 


+22% 
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SELL STRAINERS ? 
SELLYARWAYS 


B sei pipeline strainers to your customers? If so, you've plenty 
of profitable reasons for selling YARWAY Fine Screen Strainers. 


Some of the reasons are these 


e Available in iron or steel with rust-resistant finish, also 
bronze, stainless steel and aluminum 


Dutch weave Monel woven wire screens have high 
mechanical strength, extra fine straining service. Also 
perforated bronze, monel or stainless steel 


Easy to remove screen caps with straight threads to assure 


proper alignment of screen. 
SCREEN EASILY REM 
10 standard sizes from ';"’ to 3’. Larger sizes to order SILY REMOVED 
Unscrew cap and screen 
Also flanged and socket-weld connections comes out with it 
Made by the makers of well-known YARWAY Impulse When replacing, put 
- "J acreen in cap, then screw 
Steam Traps— backed by vigorous advertising and promotion cap into body. Straight 
; ' » “ss threads assure correct 
Write today for information on Yarway selective alignment, Bo esvesn 
distributorships distortion. Cap is 
tapped for pipe plug 
YARNALL-WARING COMPANY or blow-off line 


111 Mermaid Avenue, Philadelphia 18, Pa 


FINE SCREEN STRAINERS 
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SALES TRENDS (Cont’d.) 





April 1956 
Compared with 
March 1956 


April 1956 
Compared with 


April 1955 


First 4 Mos. 1956 
Compared with 
First 4 Mos. 1955 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
Socth Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 





- 3% 


+ 2% 


- 6% 


+15% 


- WF 





+17% 


+15% 


+14% 


+39% 


+ 8% 





+2 1% 


+19% 


+15% 


+29% 


+15% 
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‘OSTER Pantone 
“80 pounds of concentrated 


pipe-threading power 
.. COSTS ONLY 5265.00!” 
















“Threading 1" pipe six 
times faster than by haad is 
oaly one of the jobs that's 
done easier and famer with 
this versatile Oster 142 
‘Featherweight Champ 












“Cutting off and reamin 
take oaks 27 seconds wit 

the Featherweight Champ’! 
I just use my regular hand 
tools the machine does 
all the work at the fick of 
a swtich 




















“This machine can handle 
your tia jobs, too. With 
your geared tools and this 
opuonal drive unit attach 
ment, the ‘Featherweight 
Champ can handle ap to 
12° pipe.” 













Although the ‘Feather 
weight Champ is designed 
and built to take rough 
use, its easy for me to 
carry the complete unit 
without straining myself 






















Rugged aluminum alloy 
case .. . ball-bearing- 
mounted alloy steel driv- 
ing gears choice of 
electric, gasoline® or air 
power* just three of 
the features of the Oster 
No. 142 “Featherweight 
Camp". MANUFACTURING CO. 


Get all the facts on this Main Olfice and Factory 
profit-maker now. See 
1302 Eest 289th Street 


your nearby Oster Dis- 
tributor, or write for Wickliffe (Cleveland), Ohio 
free literature 


Omen! 0 and 0 power madels erellab « st 
entre coet 






THE 





























17'S TIGHT . 17'S GEST COSTS Lees 4 


Wy tHeeaven pips 
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The Outlook for Business 





By Dexter Merriam Keezer 
Vice president and Director of McGraw-Hill Publishing Company Department of Economics 


Gauging the business outlook, always an invigo 
rating enterprise for those who have a taste for it, 
has picked up greatly in vitality during the period of 
almost two months while I have been in Europe. 

However, I haven't found out anything since I got 
home that even unsettles, let alone upsets, my con 
viction that the outlook for business in the U.S. A 
remains very good indeed, that we are well started 
upon, but nowhere near the end of, what will prove 
a mighty surge of capitalist development and ex 
pansion. And, such as it was, what I found in urope 
strengthened this conviction 


Business Investment Plans 


Since I returned, far from encountering anything 
to sap my good cheer about the general business out 
look, there have been a number of recent develop 
ments which fortify it. Among these pre-cminently, of 
course, is the report of the ninth annual McGraw-Hill 
survey of business plans for new plants and equip 
ment. The most significant finding in that report for 
me was, by no means, the $39 billion expenditure 
planned for this year, It was the finding that, in the 
spring of 1956, American industry already had plans to 
spend virtually as much for new plants and equipment 
in 1957 as it plans to spend this year. 

But won't a lot of these plans be cancelled now 
that sales have slowed up in some important spots? 
The short answer is, No, A fringe of capital expansion 
could be frightened out of existence, but the big prob 
lem in making that $39 billion investment this year, 
and next, is not going to be the will to do it, or getting 
the money. It is going to be having enough capacity 
to get what is wanted produced and installed 


Jiggles and Gyrations 


he long-sustained surge of prosperity, upon which 
my observations persuade me we are embarked, does 
not contemplate that every part of the economy is 
going to be zooming up all the time. The whims 
which a consuming public as rich as ours is privileged 
to exercise (as opposed to the compulsion to con 
sume put upon poor people) can make considerable 
jiggles in the sales curve. The same kind of jiggles can 
be made in the employment curve by a civilian labor 
force so flexible that, with housewives coming out of 
homes, students coming out of schools and elders 
coming out of retirement to take abundant jobs, em 
ployment jumps about four million in a four-month 
period, where the “normal” growth is calculated to 


be about 800,000 a year. It did just that between 
March and July last year 

A good many people hold the view that anything 
above a certain percentage of unemployment—5°,, is 
4 figure commonly accepted—should be the signal 
for the government to step in and try to do some 
thing about it. There is certainly occasion to take 
another hard look at this dogma in the light of what 
has happened to employment and the labor force 

Also, we either don’t want to or don’t know how to 
keep some important clcments of our cconomy on 
an even keel. One of them is consumer credit, which 
we clect to allow to swing pretty freely—exercising 
of course, the privilege of blaming the Federal Re 
serve authorities if it swings too far. Another is the 
inventories, which we have yet 
With such free 


wheeling clements in our economy, it would b 


handling of busines 
to learn how to put on a stable basis 


positively miraculous if there were not many indi 
vidual gyrations ind some gvrations of the econonn 
as a whole, above and below the central directions of 


expansion and growth 


Industrial Production Dip Ahead 


In the field of industrial production, some decline 
is to be anticipated in the months immediately ahead 
The change-over to new automobile models, slowing 
of production while some inventories are scaled down 
and plant closings for vacations all portend this 

But the decline in business as a whole will not 
match the decline in industrial production and may 
actually be so little as to be virtually imperceptible 
Money incomes of individuals, after they have made 


that painful provision for paying their taxes, will 


continue on up, propelled in part by what is sure to 
be a substantial increase in wages in the steel industry 
And unless consumers remain peculiarly adamant to 
the blandishments of salesmen, the economy may 
well take a decline in industrial production in its 
upward strife as it did in 1951 52 when the Korean 
War boom was tapering off 

At anv rate, there is nothing in the business out 
look to justify having your summer holiday relaxation 
cramped by worry. If you must worry to feel com 
fortable, worry about the weather. Or worry about 
me, with my vacation behind me, as I give vitality to 
the doctrine that there really isn’t any summer let 
down in work and business after all. These are both 
better subjects for worry than the business outlook 
which, contrary to the jitters on the Lower Manhattan 


Detroit axis, is fine 
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How our Field Representatives help Authorized J-M 
Distributors sell more Packings and Gaskets 


oe J-M Field Representatives are trained in correct packing 
installation practices. They can help on tough technical problems 


e J-M Field Representatives can be reached through J-M 
sales offices located near every major manufacturing area 


Technical sales experts serve as Trouble-shooters, Partners, Instructors 


bi Authorized J-M Packings Product data, literature, merchandising aids, 


sales leads and other helpful information 


Distributor can call on a Johns-Manville 
Assistance at sales meetings at which slides and 


Field Representative for: as tie olin site maiil 


Technical assistance supported by the J-M | ie in coordinating distributor's sales efforts 
Headquarters Engineering Staff and J-M Re 
search Center when a customer has a difficult 


with J-M advertising and sales promotion 


packing or gasket problem. These are but a few of the ways in which a J-M 
Field Representative can help you if you hold a 
Sales assistance including accompanying dis- Johns-Manville franchise. For more informa 
tributor salesmen on certain calls and also tion, write Johns-Manville, Box 60, New Yor! 


making packing surveys. 16, N. Y. In Canada, Port Credit, Ontario 


Johns-Manville PACKINGS, GASKETS & TEXTILES 5 | 
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Manufacturers’ New .. . 
Training Programs « Displays - 





‘, 


ey OMe mene 
Se ee 
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GE Motor Sales Campaign 
Designed to Ring Phone Bell 


General Electric Co., Medium In 
duction Motor Dept., Schenectady, 
N. Y., has launched a program in 
tended to help distributors increase 
their sales of the firm’s ““Tri-Clad 
55” motors. Under the slogan “Dial 
Me For Motors,” the campaign fea- 
tures the service which distributors 
can render their customers through 
having the motors in stock 

The phone motif has to do with 
the firm's national advertising pro- 
gram listing its motor distributors 
(and their telephone numbers) tak 
ing part. The ads invite customers 
and prospects to phone their local 
distributors and inquire about the 
local stocking program. Distributors 
have been provided with call report 
forms for recording these phone 
queries, Call reports are forwarded 
to a GE representative, who sends 
the prospect a “Tel-Eze” card index 


device that fits on his telephon 
Gift is imprinted with prospect's 
name 

Distributors are furnished with re 
prints of the ads and a red pencil for 
“personalizing” them — that is, 
circling their name on the list when 
mailing the ad to customers 

Also included in a portfolio pro 
moting the program are reproduc 
tions of newspaper mats, a booklet 
on the selection of Tri-Clad 55 mo 
tors, and a dial-shaped promotion 
booklet for the salesman to give to 
his prospect. ‘The back cover of the 
latter reproduces a blank phone dial 
where the salesman can jot down his 
own phone number. There's an 
order form for sales promotion ma 
terials. 

Distributors have also been given 
brochures on customer presentation 
and sales training 


INDUSTRIAL DISTRIBUTION © JULY, 1956 


Lincoln Engineering Has 

Lubricating Equipment Display 
Engineering Co., St 
Louis, has developed an all-steel dis 
play for its lubricating equipment 
and accessories. Measuring 20 x 13% 


Lincoln 


in., the display accommodates two 
push-type high-pressure grease guns 
and one lever-type gun, with pack 
aged assortments of surface check 
hydraulic grease fittings. Although 
the items are securely mounted on 
the display, they can be removed by 
the customer for inspection. The dis 
play is finished in ivory, red, and 
blue enamel. 





SPS Issues Catalog 
On Socket Head Fasteners 


Standard Pressed Steel Co., Jenk 
intown, Pa., has issued a 30-page 
catalog on its line of “Unbrako” 
socket head fasteners. Punched for 
loose-leaf binding, the catalog cat 
nies tables showing size ranges and 
specifications of the products 

Important revisions in the catalog, 
says the company, are the use of en 
gineering-type drawings to clarity 
across-flat dimensions, the introduc 
tion of 
keys, and the renumbering of the 
key folds listed in previous catalog 


On the inside front cover is a mes 


a new kit of socket screw 


sage to the distributor's custome: 


headed: “Buy from your industrial 





Packages « Films « Literature 





distibutor and save, Pecause «> «Delta Sets Up Specialty Department 


Four principal reasons are then 
listed: lower inventory costs, time 
saving delivery from local stock, 
reduced buying costs for customer, 
expert product knowledge. Space is 
provided for distributor's imprint. 
Line drawings illustrate applica 


tions for vanous fasteners 


Worthington Starts 
New Training Program 


Worthington Corp. Harrison, 
N. J., has launched a new mobile 


training program for distributors of 
Five specialists, nucleus of new department for lathes and saws, get instructions from 


Ben Eldridge (left), metalworking products manager, Delta Power ‘| Division of 
its Holyoke Division Rockwell Mfg. Co 

Sales representatives will bring 
the course to distributors by pre Delta Power Tool Div., Rockwell Mfg. Co., Pittsburgh, has set up a new 
arranged visits to seven industrial specialty product department under George E. Rockwell. The department 


portable compressors and tools of 


centers. Cut-away models will be was organized to give more direct help to industrial distributors, manag 
ment of the Rockwell Mfg. Co. division stated, Its specialists will spear 
head sales of radial saws and metal 


featured 





lathes from strategic locations, r 
Morse Chain Presents A “Power Pack” lieving district managers to spend 
more time on distributors’ overall 
problems 
The specialty products depart 
ment was officially launched at a r 
cent four-day meeting attended by 
specialists and sales official Th 
group flew to Tupelo, Miss., to ob 
serve radial saw assembly at th 
Delta plant and held concentrated 
training sessions at Belletontain 
O., and Pittsburgh 
The firm is also expanding it 
force of school specialists under John 


Claude, school sales manager 


Leschen Devises Sticker 
For Wire Rope Service 


Morse Chain Co., Ithaca, N. Y., has made up a portfolio of direct mail and promo Leschen Wire Rope Div.. H. K 
tion pieces available to its distributors. Included are various pieces on the firm's chain, Porter Co. St. Louis. Mo. ha 
sprockets, clut hes, couplings, torque limiters—each provided with space for the ; 

distributor's imprint furnished free ~ Morse. A booklet depicts a number of news orrowed =the 
paper ad mats available free to the distributor, with a short foreword on how to use sticker idea and applic d it to wir 
them effective! A window decal is included. A four-copy order form listing the rope Applied directly to any equip 
various pieces and mats which the distributor wants imprinted is also furnished 
Called the Morse “Power Pack,” the program is intended to tie in with the firm's 


May-August advertising program 


iutomobile service 


ment using wire rope, the stick 


(Continued on page | 
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THE NEW 


ATKINS Chamfer tooth 


hacksaw blade 


e CUTS SMOOTH 
e CUTS STRAIGHT 
e MORE CUTS PER BLADE 


HIGH-SPEED TUNGSTEN 
For fast. efficient cufttir g of hard-to- 


machine materials—tough steels with 





work hardening tendencies—for cut 
ting highly abrasive materials, these 
long-lasting blades are your best answer 


SOLID MOLYBDENUM 


Atkins metallurgy, heat treatment and 
the new Chamfer Tooth make these 
blades ideal for economical, all ‘round 
cutting of ferrous and non-ter 


metals 


WELDED-EDGE MOLYBDENUM 


A shatter-proof hacksaw blade with a 
high-speed Molybdenum Chamfer Tooth 
cutting edge that combines increased 
production life with greater safety for 
general all-purpose cutting—both fer 
rous and non-ferrous 








ATKINS SAW DIVISION - BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


BRANCHES: Chicago + Philadelphia « Los Angeles + Chattanooga + Portland, Ore 


1S356—ONE HUNDRED YEARS OF SAW EXPERIENCE 1956 
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‘NEWS: 


Adsco Sells Woodbury Companies To Schnitzer 


Schnitzer Steel Products Co., Portland, Ore., acquired the assets and 


inventories of Woodbury & Co., and Woodbury Hardware Co., 


Portland 


steel and industrial supply firms which were purchased last year by Adsco 
Northwest, Inc. It was the final disposition of the various reorganized 
Woodbury divisions which Adsco Northwest had been selling in the past 


six months 


\ spokesman for the new owners said that Schnitzer Steel Product 
intends continuing to handle the industrial supply business but there 
likely would be more emphasis on steel sales than previously 

Adsco Northwest was organized last year by American District Steam 
Co., Buffalo, N. Y., and acquired the Oregon firm for a reported $2 


million, Later it acquired Lorenz 
Co., Klamath Falls, Ore., and its 
branch at Medford, Ore. 

In the reorganization of these two 
companies, the Woodbury units in 
Portland were maintained as sepa 
rate units; only the industrial sup 
ply unit, Woodbury & Co,, moved 
its operations to the steel ware 
house operations at Swan Island. 
Woodbury Lorenz branches 
in Medford were combined into 
Woodbury Lorenz Industrial Sup 
pls the direction of Clair 
Larson, manager. 

Che Lorenz Co. in Klamath Falls 
was reorganized into two divisions— 
Woodbury Lorenz and Woodbury 
Lorenz Hardware with J. C. Strong 
as manager. ‘The Woodbury branch 
at Eugene, Ore. (Woodbury Eugene 
Industrial Supply) remained as a 
separate unit under the management 
of Earl Chamberlain. 

Several months ago, Adsco North 
west disposed of all the units outside 
of Portland to the American Steel 
Warehouse Co., of Portland. The 
included the operations at 
Medford and Klamath 


and 


under 


sale 
Eugene, 
Falls, Ore. 
Woodbury’s old downtown office 
display floor headquarters were also 
sold in March and all operations 
shifted to an enlarged warehousing 
office building in Portland's new dis 
known as Swan 


tribution center 


Island 


116 
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Lincoin Engineering 
Merges with McNeil 


Machine & Engineering 


Lincoln Engineering Co. and The 
McNeil Machine & Engineering Co 
have merged. Lincoln is the 
Lincoln Engineering Co., Division 
of The McNeil Machine & Engi 


The merger, approved 


now 


neering Co 
by the stockholders of both compa 
s, was effective April 27 

Alex P. Fox, former president of 


nic 


Lincoln, and Foster Holmes, former 








G. 8. Chiaramonte 


Horton Chuck Elects 
Vice President 


George S$. Chiaramonte, general 
sales manager of The E. Horton & 
Son Co., was elected a vice presi 


dent and R. M. Sherman 
elected to the board of directors of 
the company. 

Mr. Chiaramonte was Horton’ 
Cleveland representative for thre 
years before joining the firm as sale 
manager of the Horton Chuck Divi 
sion in 1949. Two years ago he wa 
appointed general sales manager of 
both the Horton Chuck and Gabb 
Special Products Divisions 

Mr. Sherman is president of th« 
Silent Glow Oil Burner Corp. in 
Hartford, Conn. 


was 
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executive vice preside nt, wcrc 
clected vice president of the Lincoln 
Division and assistant treasurer re 
spectively. Both were elected also to 
MeNeil’s board of directors headed 
by Charles F. Safreed, president and 
one of the original founders of the 
McNeil Corp. 

Other Lincoln personnel were ap 
pointed as follows: Gurman A 
Wolf, former secretary, to assistant 
secretary; Jonathan Kludt, former 
vice president in charge of produc 
tion, to general manager; John FE 
Renner former vice president in 
charge of sales continues to head 
sales as general sales manager; and 
Carl H. Mueller former vic« 
dent of engineering 

harge of this department as dire: 
tor of engineering 

An operating committee was es- 
tablished consisting of Mr. Fox, Mr. 
tlolmes, Mr. Kludt, Mr. Mueller 
ind Mr. Renner 

In addition to the merger with 
Lincoln, McNeil previously acquired 
two other The Cleve 
land Crane & Engineering Co. and 
the Hamlin Metal Products (¢ orp 


presi 


remains in 


companies 





Promotes Vice President 


Harry P production 
president 1936, 
clected executive vice president at 


Schrank, 


vice since was 





; 
| the annual meeting of Sciberling 


| Rubber Co 








Kennedy Valve Promotes 
New York Manager to Vice 
President and Sales Head 


Charles F. Kennedy, president 
of Kennedy Valve Mfg. Co., an- 
nounced the promotion of James R 
Erven from branch manager of the 
New York office to vice president 
and sales manager 

Mr. Erven jomed Kennedy Valve 
in 1950 as a salesman in the New 
Orleans office and was assigned to 
his recent New York post in 1952. 
He previously was purchasing agent 
of the Calmes Engineering Co. and 





was also associated with the Tampa 
Shipbuilding Co Chicago Hucksters voted duplicate awards for superior sak smanship to Jacque 
LaVoise, Barrett-Christie Co., and Samuel H. Clark, Ir., Samuel Harris & Co., and 
a “Huckster of the Year’ certificate to George Schlitt, Jr center) The Lufkir 
Ruk Co 


Baruch Succeeds Ripley 
As Heli-Coil President 


K-duard Baruch has been 





Chicago Distributors Tie for Huckster Award 





Jacques LaVoise, Barrett-Christie Co., and Samuel H., Clark, Jr., Samuel! 
Harris & Co., were voted duplicate awards for superior salesmanship by 


I'he Hucksters of Chicago 


George Schlitt, Jr., 








advanced from executive vice presi 
dent to president of Heli-Coil Corp 
He succeeds Louis R. Ripley who 
is now chairman of the board of 
directors 

Heli-Coil also appointed Walter 
Mann as executive vice president, 
John Tucker as assistant secretars 
treasurer, and 


Nohe as 


and 
Harold 
treasurer 


reappointed 


secretary and 








At the recent Triple indus- 
trial Supply Convention in 
Atlantic City there were 
several officially-sponsored 
social events—a tea, cocktail 
parties and a banquet. A 
series of pictures taken at 
these events will be found 
starting on page 190. 











The American Pulley Co 
Clinic at Philadelphia, May 15-18 
Montreal Gear Works, Montreal, Quebec; 
McGraw, Inc., Richmond, Va 
bus, Ga; John Graf, Henry 

Gage & Supply Co., 
Binghamton, N. Y.; Eric DeBrick 
Egbert, Globe Transmission C 

Durham, N. C.; O. L. Shirey, E 

Slaveman Co., 
and Joseph Burns, Crescent Corp 


Walke Co 


Keeler Co., 


Fall River 


Distributors Attend American Pulley Clinic 


Frank Etheridge, Columbus Iron Works Co 
Norfolk, Va.; Eduard Mueller, Pittsburgh 
Pittsburgh; S. M. Edwards, Binghamton Industrial Supply Co 

Superior Sterling Co 
Philadelphia; J. M. Gilreath, Dillon Supply Co 


Baltimore; William Connolly, Warren M. Pike 





held its 24th Advanced Distributor Sales and Product 
Diplomas were awarded to Stanley Hobson, 
Robert Johnson and Larry Rathz, James 


Colum 


Blueheld, W. Va« Russ 


Williamsport, Pa.; Milton Ritter, The 
Assoc, Inc., Boston 


Mas 























Ihe Lufkin Rule Co 







received the majority of votes as the 
Huckster of the Year 

Some forty members of the Ch 
cago Industrial Manufacturers’ Rep 






resentatives Club participated mn the 
Chicago area 






voting to select the 





who ha 





distributor salesman 
the opinion of The Hucksters, en 
hanced the profession of salesman 
integrit 







ship by reason of his ethi 
and product knowledge 














Mr. Schlitt was selected by hi 
fellow members as “the Huckster 
who has contributed the most to 
manufacturers’ representation and 





industrial distribution 

This is the first presentation of 
the group, which 
plans to make it an annual occur 
rence. Recipients received certih 
cates at the annual outing. Presen 
tations were made by the outgoing 
president, George ©. Mattusch 
Famco Machine Co 





such awards by 
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Elects Vice President 

Kenneth \ 
ager of All-State 
Co., Ine. has 
president in charge of sale: 





Lutz, general man 
Welding Alloy 
ft le cte d 







vice 
Pre 
held 
Manage tl 





been 







viously he served as general 





re gional 


tate 


and 





manager 


1] western 











md 





Bowman Directs Hoist Sales for Harnischfeger | $20,000 Worth of Tools 
Stolen from 


Cincinnati Supply 


Cutting tools valued at $20,001 
were stolen recently from Cincinnati 
Supply Co., Cincinnati, according to 
Charles Bird, general manager, who 
aid the thieves were “selective 

|. H. Phillips, manager of the 
pecial tools division at Cleveland 
I'wist Drill Co., said other distribu 
ors had suffered similar loss¢ It 
would be pure speculation to Sa\ 
they are going outside the countr 
he said We have no evidence a 
6G. W. Bowmen F. A. Lichich vet and. have merely told the FBI 
bout the circumstances 

G Bowman has been ap- | 1939 and will supervise national l'his is the seventh tool theft from 
pointed sales manager of the Hoist | sales of P&H hoist equipment Ohio distributors in six veat 
Division Harnischfeger Corp FLA Mr. Liebich, previously in charge lools valued at $30,000 wi 
Liebich succeeds Mr. Bowman as | of Harnischfeger’s Canadian opera- | were stolen from Cornell Supph 
Cleveland district manager of the | tions, will handle the sale and | in April were recovered when fed 
Industrial Division ervice of the P&H line of indu narcot igent ecking dru 





Mr, Bowman joined the firm in | trial equipment in Cleveland raided a home in Cleveland Height 


Bay State Abrasive Promotes Four Executives 


r members of Bay State Abra 
Products Co., have been pre 

moted: Earl C. Hughes, vice presi 
dent, has been appointed executive 
vice president; Harold G. Clayton 
was promoted from factory managet 
te vice president in charge of manu 
facturing; Elden L. Auker, sales man 
ager, was named vice president in 
charge of sales; and Arthur E. Gil 
man, assistant treasurer, has been 
promoted to treasurer 

Mr. Hughes is also secretary and 
Earl €. Hughes Elden L. Auker corporation clerk. Before joiming 
Bay State in 1936, he was assistant 
sales manager, Abrasive Division, of 
the Norton Co. He is a former 
president and chairman of the board 
of the Grinding Wheel Institute 

Mr. Clayton has been with th« 
company 16 years and previously wa 
with General Motors Corp 

In addition to being sales mai 
ager, Mr. Auker was formerly Detroit 
district manager and has been a: 
iated with the firm seven year: 

Mr. Gilman, before coming to 
Bay State in 1941, was with Com 


Harold CG. Clayton Arthur FE. Gilman | mer ial Investment Trust Corp 
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Federal Jury Indicts 
Six Rubber Firms; 
Price Fixing Charge 


oTpol mons ha c Dee 


2,500 Attend Beals McCarthy Open House 


mada i federal grand jury at 


Denver o hargc ft violating the 
Sherman Antitrust A 
price fixing im tha ile 
tion of mdustnal rubber 
S. District Juclge 
rdered the 
cr pleas at Denver 


air used 


Rubber Co. both of Ak 
Davtor Rubber Nlam ractul 


left) and Board Chairman ¢ les Shiy Davton, Ohio; United States Rub 


flank \lty d l rinan ) ‘ ber Cn Philace Iphia Bo ton 
uts featured at firm ad 
Woven Hose & Rubber Co., Bost 
ind Cate Rubber Lo Den 


[he ruminal mdictment 


the x Corporatio 

million worth of 

belts m 1954 
\ttorn 


convict! 
air 
fendant 


ful combination 


md estab 


Hugh Sampson (center f BMAR 


; ; 


Demonstration multiple drilling equipm 
ginecring itt / 
lucts d 


The the t three-day 130 years ago with the pre crt Ih 


130th Anniversai House held | cluded in the booklet, distributed to 
at Beals McCarthy & Rogers, In 2500 visitors, were illustrations and 
Buffalo, wa n and Now descriptions of the firm's personnel 
Designed to « natize the industrial | and facilitic 


growth of the gara frontier over Cuided tour t ofhee and plant 


the past exhibits b 35 facilities for i industnal up 


I 


manutfa 


ture luded the latest in phic il 


materials handling jutomatic dri features of the 
ling, metal ng, lubrication Ofhcating during the three da 
fastening too } equ pment \ were Board Chairman Charles Sh 
number of istrial tools in voguc man, President Paul W van 
i century ago ec also displayed at Directors David G. Baird, William 
R. Daley, William ( MacMillan, | compani 
t cr the firm Ir.. George A. Newbury and Charle mou necting 
Presidents | held septem he 





tin how 

\ bookk 
illustrated the progre und experi W. Zies, as well as Vice 
ence gamed ring the compan Robert E.. Mills and Edward J. Holz roadmoor tlotel 


| trasted industry of man and Secretary C. W (regi 


history ann mt 
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Russell J. Willoughby 


Henry Y. Pelton 


Charles L. Lohmeyer 


Key Men Shifted at Stanley 


A series of key management 
changes revolving around the crea 
tion of two new positions have been 
made at The Stanley Works 

The new positions were estab 
lished to assist W. Ronald Morse, 
executive vice president, in carrying 
out company policies. Hoyt C. 
Pease and Henry V. Pelton, vice 
presidents, were assigned to the new 
posts—vice presidents division ad 
ministration 

C. Kenneth Freedell and Russell 
J]. Willoughby were appointed vice 
presidents in charge of Stanley Tools 
and Stanley Hardware divisions 
respectively, succeeding Mr. Pease 
and Mr, Pelton. 

Charles L. Lohmeyer is now gen 
eral sales manager, a post previously 
held by Mr. Freedell 





Mr. Pease will assist Mr. Morse in 
administrative of all 
Stanley Tools divisions of The Stan 
ley Works in the United States 
and subsidiaries abroad. In addition, 


responsibilities will 
| ix y]s 


supervision 


Mr. Pease’s 
extend to the Stanley Electric 


and Stanley Steel Strapping divisions 


in New Britain; Humason Mfg. Co., 
Forestville, Conn; The Stanley 
Chemical Co., East Berlin, Conn.; 
and the H. L. judd division, Wal 
lingford, Conn 

Similarly, Mr. Pelton will assist 
in administrative supervision of 
Stanley Hardware, Stanley Pressed 
Metal and Steel divisions, all of New 
Britain; Stanley Building Specialties 
Co., North Miami, Fla; The Stanley 
Works of Canada, Ltd. and Stanley 


(Continued on page 229 





C. Kenneth Freedell 





| Brigham Wins Top Flight 


of Eastern Hardware Golfers 


Over 180 members attended the 


| 20th annual meeting of the Eastern 


Hardware Golf Association held at 
Shawnee-on-the-Delaware, Pa. on 
May 15-17 

H. Prescott Brigham, Bridgeport 
Hardware Mfg. Corp. was the 
winner of the championship flight 
and Charles P. Harlow, Wickwire 
Spencer Div., Colorado Fuel & Iron 
Corp. was medalist 

One 
golfers participated in qualifying and 
match play. There were 19 flights 
of eight each played for winning 
spots in each flight as well as the 
tournament prizes 


hundred and forty eight 


Winners and in the 
econd to nineteenth flights were 
Second \ Lowe, Samson, Cor 
W orks; Vince Lowe, Peterson | 
Baltimore 

lhird—Frank Warnell, National 
Carbon; Henry Worthington, H 
Linn Worthington & Co., Garrison, 
Md 

Fourth—J. H. Butcher, Butcher & 
Hart Mfg. Co. and default 

Fifth—D. H 
vania Lawn Mower Division, Ameri 
can Chain & Cable Co., Inc.; Wilbur 
Higgins, Starline, In 

Sixth—John P. Ora 
Disrraisution; H,. M 
K. Porter, In 

Seventh-—H. E. A. Keenan, 

Continued on page 229 


runner ups 


dage 


A | Owc, 


Comtois, Pennsy! 
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Webster, H 
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These Hand Chain 
Hoists are “from 
hook to hook a 
line of steel” 
assuring jong 
service and 
constant safety 
Load Sheave 
Mounted on 
Dust-Enciosed 
Bal! Bearings 
Capacities from 
4% to 40 tons. 


ee ee 


ad 


CABLE KING 


A Wire Rope Hoist. The 
only air-cooled electric 
hoist. Made in hook 
troliey, geared trolley 
motor-driven trolley and 
close headroom types 
Capacities from 

1% to 15 tons 


i= 
284 2h cee 


w 


LOAD KING HANo 


The Load King Hand Hoist 
is a compact lightweight 
portabie hoist using high 
strength aluminum alioy 
castings and alloy steels 
it is a safe, fast hoist of 
high efficiency. Capacities 
from *4 to 2 tons 


A compact, powerful 
efficient electric 

hoist that meets ali 
the requirements for a 
general purpose power 
hoist. Hook and trolley 
types. Capacities 
from ‘% to 2 tons 


PUL-LIFT 


Pul-Lift a powerful 
lightweight portabie 
hoisting and pulling 

tool of a thousand and 

one uses. Handy a6 & 
wrench Available in both 
rotier chain (Model C) and 
link chain (Model 0D) models 
Capacities from *, to 15 tons 
in rotier chain types. % to 
3 tons in link chain types 


ONLY YALE HAS A 


Conplit ln, 


OF HAND AND. 


YA 


INDUSTRIAL 


LOAD KING 


ELECTRIC =~ 


Speedy 

ruggedly built 
compact chain 

or wire rope electric 
hoists. Lug, trotiey and 
hoot types, siso motor 
driven trotiey. '4, ‘4, 
te, Laity 

ton capacities 
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ELECTRIC 


as 


1956 


LIFT TRUCKS AND 


LUD ES 


H“orisTs 


WINCHES 
Cable King Wire te 


Rope Electric — 
Winches are . 
designed for wall, 

ceiling or foot mounting. All 
the features of Yale Cabla 
King Hoist Capacities 

from *% to 3 tons 


\ 


, 


\ 


‘ 











Price Index for 19 Product Classes 
(194749100) 


“> Change 
May Apr. May From 


NAME OF PRODUCT CLASS "56 56 "55 Year Ago 
Abrasive Products 128.8 128.8 . + 10.0 
Cutting Tools 144.5 144.5 9.9 
Fans and Blowers 162.7 157.4 + 13.3 
Fasteners 169.4 169.4 55. + 8.9 


Incandescent Lamps 147.2 147.2 0 


Industrial Rubber Products 141.8 141.8 
Lubricants 85.0 84.7 
Materials Handling Equipment 148.7 148.5 


Mechanics Hand Tools 158.5 158.3 146.8 


(Files, saw blades) 
Metalworking Accessories 150.2 150.2 137.6 
Motors 111.8 111.8 109.6 
Paint 119.1 119.1 114.8 
Portable Power Tools 129.5 126.0 120.6 
Power Transmission Equipment 153.0 150.7 137.7 


Precision Measuring Tools 134.2 134.2 128.8 


Pumps and Compressors 150.2 147.6 134.9 


Steel Products 158.1 157.1 144.8 
(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 152.0 $1.! 136.1 
Welding Machines 141.4 129.2 


(Equipment, rods) 


Total Index (weighted average) 144.6 132.9 


Source Rureau of Labor Statistics and Industrial Distribution 
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ON THE MARKET.... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 





Air Gun 


Helps Prevent 
Chip Flyback 


Called the “Guardair’, a new 
safety air gun is said to provide a 
protective umbrella of high pres 
sure ail 

An air stream is diverted through 
fluted passages to set up a conical 
shield of high pressure air; an adjust 
able knurled stop nut controls out 
put of air and allows repetitive use 
at controlled pressures 

Union Engineering Corp. So 


Hadley Falls, Mass 


Tube Cutter 
Can Also Be Used 

As A Constrictor 
No. 374F, a 


Identified as new 


tool which can be used for cutting 
tubing or for constricting a larger 
tube to the outside diameter of a 
smaller one preparatory to making 
a solder connection, has been 
announced 

Lhe tool is used with its standard 


cutting wheel for cutting tubing 
A second wheel, having a rounded 
contour, is carried in a special rece 
under the reamer and used in place 
of the cutting wheel for constricting 
the tubing 


Imperial Brass Mfg. Co., Chicago 


Cylinder Mountings 


Eliminates Problems 
Due To Misalignment 


lwo types of universal cylinder: 


mountings, said to eliminate mi 


and 


alignment between cylinder 


their loads, have been announced 

They are available in two form 
a hinge mount cylinder with um 
versal mounting brackets at each 
end, and a cylinder with universal 
trunnion and universal mounting 
bracket for the rod end 

Hanna Engineering Works, Chi 


cago 
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Arbor Saw 


Takes 142 HP Single Phase 
Or 2 HP Three-Phase Motor 


An improved version of the com 


pany l0-in. Unisaw, an industrial 


tr" pe 
to a 


cngincer d 


with 50°, 


tilting arbor saw 


commodate motor 


more horsepower! has been 
nounced 

It has a depth-of-cut 
cut 
O-in panel It i 
three-belt 


36 x 27 it} 


capacils 
to center of 

also ud to 
drive of the 


table 


34-in and will 
retain the 
earlier model and 
urface (with extension wi 


Delta Power lool Din Rockwell 
Vif Co., Pittsburgh 


Packing 
New Width 
Added to Line 


Development of a new 72-in wide 


neoprene packing shect in ind 


sinh gages has been announces 
to climinate 


obtain desired 


The new said 
i) thy 


width, 1s 


size, 
splices to 
offered at 
price as 36-in width 


Boston Woven 
Boston 


tii pound 


Hose & Rubber 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUS:RIAL DISTRIBUTORS 





Coupling minute at 10,000 psi compared 
“Inter-Lock’” hand pump displacen ent of 6 


Clamp Type 


mn per minute at approximately 
trokes 

Positive positioning in a new Weighing 62 Ibs.. it feature 
“Inter-Lock” clamp coupling is said oil reservoir of 6 qts., 44 
to be obtained as the outside rib is pacity 


locked between the collar and hex New operati 
, 


i 


of the insert before tightening have been added to hydraulic jack 


Ihe accurate location of the ind pull with the e of enothe: 
clamp over the insert is claimed to new air powered hydraulic pump 
assure alternate mating of the barbs atandieaned toy the wcunning 
of the insert with the circular ribs amen op Me BIA Ge 
of the clamp pump is usable with all single and 

Recommended for low, medium weighs four pounds and | BO teen Simplex Re-Mo.-Trol 
and high pressure hose to 5000 psi fcature pr ct tensioning uss ram ind lift even tim Saat 
the clamps are available for hose air pressure, unlimited strap take-up than a hand pump 
sizes ranging from 4 to 2-in I. D two handy throttles and quiet moto lempleton, Kenly & Co 

Eastman Mfg. Co., Manitowoc with builtan muffler 
Wis Ihe new tightener, replaces old 

model IXN and is two pound 
lighter It utihzes a purher-type 
duck-bill” head with a single 
adjustment for 7 to |j-in strapping 
of vanous gage 

Steel Strapping Di Stanley 
W orks, New Britain, Conn 


Pumps 
For Hydraulic 
Jacks, Pullers 


Known as No. 798 CQO. a new 
electric hydraulic power pump | 
said to extend labor saving efficier 
by increasing the operating sp 
of hydraulic jacks and pulk 

The new clectri pump 


placement or w) cu 





Multiple Head 


. Added Range In 
Strapping Tools Drilling Or Tapping 


Hand Tightener, 
Pneumatic Strapper 


Iwo new strapping tools, the Jet 
pneumatic strapper and the HDX 
heavy-duty hand tightener have flexible 
been introduced Desig 


Housed in magnesium, the Jet Continue 


FOR AN INDEX OF THIS MONTITS NEW PRODUCTS, SEE PAGE 131 



































Get freer—faster 
cutting action with 


, | 


MILLED CURVED-TOOTH 


FILES 


The HELLER VIXEN cuts freer—faster—and pro 
duces a smoother finish than any other milled curved 
tooth file. 


Deep gullets and wide pitch enable chips and filings 
to drop free—thus leaving a smooth, even finish 


The exclusive undercut of the teeth gives a positive 
cutting action—b. es deep and removes metal fast and 
evenly 

The HELLER VIXEN saves your customers money 
The exclusive type of alloy steel teeth stay sharp 
longer and can take many re sharpenings if needed 


Originally designed for metal finishing, the VIXEN 
is now being used in a variety of applications. You 
can confidently recommend this amazing file for any 
job where stock needs fast, even and economical filing. 


\, Stroke for stroke, the HELLER VIXEN gives your 


customers more file value than any file on 


\ the market. It was the original and it's 
still the best! 


7 


O 


Y HELLER rooico. F .... 


FOR THE 


NEWCOMERSTOWN, OHIO we 
: TANG. 


HELLER 
Cmerican Sie, 


SWISS PATTERN 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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A MESSAGE TO AMERICAN INDUSTRY © THIRD OF A SPECIAL SERIES 


THE SHORTAGE OF SCIENTISTS AND ENGINEERS: 


A Threat to 


Economic Progress 


THERE are two paramount reasons for concern 
over the serious shortage of scientists and engi- 


neers that now confronts the United States: 


@ The first reason, with which this editorial 
deals, is that continued expansion of our 
economy and further increases in our liv- 
ing standards are threatened unless we 
train more scientists and engineers and 


use them more effectively. 


The second reason for concern is that we 
run the risk of falling behind the Soviet 
Union in the technology so essential to 
national security. The consequences of 
losing this race to the Russians are not 
comforting. (The possibility that this 
might happen over the next few years was 
discussed in an earlier editorial in this 
series. ) 

The crucial contribution of scientists and en- 
gineers to the well-being of the American people 
has been to find ways of making better use of 
limited resources, to make equipment more 
productive, to develop new and better products 
that enrich our lives, to enable us to live longer 
and be healthier. They have made this contribu- 
tion wiih greater success in the last 15 years 
than ever before, but it has required progres- 
sively more resources and more trained people. 

During this 15-year period our annual pro- 
duction of goods and services, in dollars of 
constant purchasing power, has almost doubled. 
Since our total population has increased only 
25 percent, this has meant a tremendous rise in 


the economic well-being of the American people 
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as a whole. But in accomplishing this, the num- 
ber of scientists and engineers has been more 


than doubled. 


Tasks for Research 


If the American economy is to continue to 
grow and if our living standards are to show 
further improvement, the work of scientists and 
engineers must be stepped up even more in the 
yeats ahead. I nless answers to several pressing 
problems are found through intensified research 
efforts, economic progress will become increas- 
ingly more difheult. 

Productivity per hour of labor must be 
increased at a faster rate. Improved medical 
care has greatly increased the number of people 
who attain retirement age, and sharply highet 
birth rates since the war will mean larger num- 
bers of children in school and college. Mean- 
time, because of low birth rates during the 
depression, the number of people reaching 
working age is not rising nearly so fast. The 
result is that over the next 20 years our popula- 
tion will increase by about one-third, while the 
total manhours worked are not expec ted to in- 
crease more than 15 percent. So, simply to 
maintain the same living standards for a rising 
population — with no provision for additional 
improvements — ways must be found to enable 
each worker to produce for more dependents. 

It is primarily to the scientists and engi- 
neers that we must look for help in mak- 
ing human labor more productive. This 


will require enormous increases in out power 
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resources. We will need to make more effective 
use of our existing fuel supplies — coal, oil and 
natural gas. And we will have to devise eco- 
nomically practical means of tapping other 
energy sources, particularly nuclear power and 
new rocket fuels, 

Also, better ways must be found to use 
scarce and low-grade raw materials. Thanks 
to great strides in metallurgy and mining 
techniques, we are now utilizing sources of 
copper and iron ore that, for all practical pur- 
poses, were not available to us only ten years 
ago. Similar strides are needed in the mining 
and processing of bauxite if low-grade domestic 
ores are to help satisfy a fast-growing market 
for aluminum, And stubborn technical obstacles 
in the area of “high temperature” metals—such 
as nickel, cobalt, columbium, tantalum and 
titanium — are impeding progress in jet and 
turbine engines. 

These are only a few of the challenging tasks 
that demand intensified research and engineer- 
ing activity in the years immediately ahead if 
the United States is to continue to raise living 
standards. We need more houses, schools and 
highways for a rising population, more medical 
research to reduce further the ravages of illness, 
more research in chemistry and other sciences 
to sustain the flow of new and improved prod- 
ucts that are so essential an ingredient of our 


economic progress. 


Ceiling on Growth 


American industry has indicated that it is 
ready to meet the challenge and undertake 
vastly expanded research programs. A recent 
survey conducted by the McGraw-Hill Depart- 
ment of Economics revealed that total research 
and development expenditures of American 
industry were almost $5 billion last year, 29° 
higher than in 1953, By 1959 business plans to 
be spending well over $6 billion on research 
and development. And the total could well prove 
to be much higher, based on the trend of recent 
years. 

But industry’s programs for research 
and development cannot be carried out 
unless enough qualified research workers 
and engineers are available. Ernest R. 
Breech, chairman of the Ford Motor Company, 
recently described the supply of engineers as 
the “ceiling on our future growth.” He gave 
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force to his point by announcing: “If 900 quali- 
fied engineers were to approach us next week 
looking for jobs, we would hire every one.” The 
U.S. Bureau of Labor Statistics found in inter- 
views with some 200 large companies at the 
end of 1954 —a recession year — that at least 
half were unable to hire enough research scien- 
tists and engineers to meet their needs. A third 
of the companies reported substantial shortages 
of technical personnel. 

The shortage of technically trained people, 
furthermore, is becoming more acute. The num- 
ber of engineers and scientists now being grad- 
uated is only about enough to cover replacement 
requirements, while the needs of industry, gov- 
ernment and education are mounting every 
year. According to the best information avail- 
able — as indicated in the first editorial in this 
series — these needs are now about twice as 
great as our current engineering graduating 
classes and annua! production of scientists with 
Ph. D. degrees. 

To perform the research needed to re- 
move roadblocks to our economic prog- 
ress — and at the same time hold our own 
in the technology essential to our security 
as a free nation — we must have an ade- 
quate supply of men and women with en- 
gineering and scientific training. Instead, 
we are faced with an acute shortage, now 
and for several years to come. Reasons for 
the shortage and proposals for working our way 
out of the shortage will be discussed in the re- 
maining two editorials in this series. 





This is one of a series of editorials prepared 
by the McGraw-Hill Department of Economics 
to help increase public knowledge and under 
standing of important nalionu ide develop 
ments of particular concern to the business 
and professional community served by our 
industrial and technical publications 
Permission is freely extended to neu spapers, 
groups or individuals to quote or reprint all 


or parts of the text. 


Reuata Cth va 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 132) 





is claimed it can be set in a variety 
of hole patterns, straight line, circu 
lar or rectangular. Minimum cen 
ter distance between two spindles 


i-in. Capacities range up to ¥\ 
in drills or taps in aluminum 
Ettco Tool Co.. Inc. Brooklyn 


(Continued on next page 
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BATTERIES 
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IN THE 


PROFIT 
COLUMN 


Winute Wlan KEYWAY 
BROACH KITS 


nust " every mac ° hog 
jepart 


and aintenance 
ment, for cutting any size 
tre s toi" m 


to 34 by hand in one ste 


Winute Wan BROACHES 


rei 


SQUARE HEXAGONAL 


every 
heyway 


any Sore Se : 


i meet the de and tor stock 
broaches that w finial eat of 
dritied holes me pas ’ 

to 4%" holes 

PRODUCTION 
BROACHLS for au 
of keyways ais 
stock in ten popular 7es8 


Winute Wan 
MAGNETIC BASES 


hold dial indicator gages 
160° horzontai, 160" vert 
cal swing Save 

tne, wicrease work 
vne 


TyPet KE YWAY 
entity produ ” 
avatiabie tr 


set-up 


accuracy seis 


another 


duMONT H. S. Ground 
TOOL BITS 
| 
) Peer rer 
square and rectangular, with the 
belanced combination of tough 
ness, wear resistance and red hard 


ness that keeps users coming back 
for more 


For complete information on these 
fast selling, high profl tools, get 
in touch with 


The duMONT 


CORPORATION 
Greenfield, 
Massachusetts 





(ded edad oO aE wel al A Cini e 





SLEEVES and SOCKETS 


NOW! 
HEAT TREATED Trucks 
Overall Length 20'2-in 


* So Popular with users * 
Greater Than Load Length 
COLLIS Heat Treeted Sleeves and Sockets are Y 
manutocwured by skilled workmen to give long \ new W alkie’ elec tri truck 
durable services and extra long life. This type <P" featuring a safety button on the end 
} 


of sleeve has less chance of niche end assures STANDARD of the handle that instantly puts the 


same aceouracy with lenger runs we 
TYPE truck into reverse direction when it 
Call of once for ovr representative to explein HEAT TREATED pre ; against the operator has 
about the Complete Collis Line of Lethe Cen ; ’ 
] I 
ters, Arbors, Drill Orifts. and Magic Type Chucks CCT INTTFOGUCE( 
l ou 


as well as Sleeves and Sockets and Collets jutomotive type batteries 


are said to provide 24 volt opera 
tion with no resistance loss in second 


"Call Collis for Service” id Ghied coal 


Initial model is designed for pal 


arrsoniroiram THE COLLIS COMPANY | ji RCA wn “9 handling and is offered in 4000 


Capa ify 


Raymond Corp., Greene, N. ¥ 


DEPT. A, ‘CLINTON, lOWA 


Why CHOKE’ your Vises 


soldering irone For Fast Changes 





In Jaw Openings 


Eight models of rapid acting 
ontinuous screw woodworkers’ 





ses, featurnng a new “Power 
Slide” mechanism, have been added 


” " to the com 's line 
. . ° pany's line 
—_- just CRADLE it with a The new mechanism incorporates 
a gravity friction clutch said t 
HEXACON “vd 
assure positive operation and auto 
HATCHET SOLDERING IRON matic compensation for wear. There 


The operator has to “choke” the conventiona! A COMPLETE LINE are no springs. Counter-clock-wise 
" OF HATCHET IRONS 
straight iron to hold it, whereas the BY HEXACON operation of the screw disengages 


HEXACON HATCHET IRON “cradles” in =Origineter 
the hand with no perceptible grip whatsoever + end Pioneer the mechanism, facilitating free 
~ thus relieving hand strain and eliminating = CAT WO. WATTS” VIP DIA PRICE sliding adjustment of the jaw open 


“ ” 1. ; " ‘ . 
the “heavy hand”, the cause of poorly so fo —oe : 2 6.9 ing. Clockwise overation of screw 


dered joints. Because HEXACON HAT- “i SSC=~«CS*S«C PN 6.50 


CHET IRONS are perfectly balanced in ~ 300 60 i a7s 
weight, they enable the operator to solder in 70m 60 En Tr 
a natural position and relieve fatigue of arm ~_ 100" 100 . 12 00 
and beck. 150M i275 
DISTRIBUTORS! HEXACON offers more than fort 4 mY: 13.30 
different Industrial Boldering Irons (HATCHE 200%) 14.00 
Line is only one of seven distinct types), ranging 300 /e” 19.25 
from 25 watts to 700 watts with tips from ‘%” to a ££ ~~ - 
144" in diameter — for every need 


HEXACON ELECTRIC COMPANY 


198 West Clay Ave., Roselle Park, New Jersey 
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is said to engage the full 180 deg 
half nut, producing continuous in 
ward jaw movement and high 
pressure holding without slippage 

Columbian Vise & Mfg. Co., 
Cleveland 


QUALITY 
AT YOUR 
FINGERTIPS! 


Blue Devil Socket Screw Products 

form the kind of a line that any 

distributor can sell with confidence 

because they're genuine quality from 

top to bottom. You'll find your 

Traps customers are always well satisfied 
Venting And when you supply them with any 

Strainer Types of these products from the quality 
Designed to automatically dis 4 line — Blue Devil! 

charge accumulated air or gas at the 

high points of a liquid or closed 


system, a new series of venting ° e 

traps has been developed Dwil 
Venting traps are furnished in 

semi-steel for high temperatures 

(to 450 deg. F) to 250 psi and low SOCKET SCREW 

temperatures to 300 psi; in fabri 

cated steel for high temperatures PRODUCTS 


(to 750 deg. F) to 600 psi and for 


low temperatures to 1,000 psi 

New strainer traps, of cast semi Sold only theough Autheria: 
steel construction equipped with Industrial Distributors 
either standard or Duo-step Lever 
age, have been added to the firm’s 
“Thriftrap” line 

Clark Mfg. Co., Cleveland 


Solderiess Terminal Kit 


In Plastic 
Carrying Pouch 


Designated Kit No. 395, a new 


solderless terminal kit has been in ACTUAL CROSS-SECTION DIAGRAM shows how 


cold forming of Blue Devil Socket head in 


troduc c d 
sures unimpaired fiber continuity 


The kit consists of a cutting 
stripping and crimping tool; a pack 
> 


of assorted terminals and a 4 x 3 


in round blade plastic handle screw 6500 North Avendele Avenve, Chicege 31, iilincls 
driver 
Vaco Products Co., Chicago Socket Scnew4s Exclusively / 
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PEERLESS PACKET HOIST IN HEAT TREAT DEPARTMENT. Many plants find these 


easy-pull hoists (42 Ib 


for “ ton: 56 th. for 1 ton; 6 tb. for @ ton) ideal for 


servicing soaking pits and other heat treating equipment. Sturdy enclosed housing 


withstands rough handling, and 


keeps out dirt—thus reducing maintenance 


Where there’s lifting to be done, 
there’s a Harrington Hoist to do it 


F 

J 
Markets for these cost-cutting products are unlimited, and profits are good. 
Write for complete information about our full line of hoist products. 


THE HARRINGTON company 


Makers of Hoists Since 1876 
Gravers Roap at Tur Turnpike, Prymourn Merrie 11, Pa. 


PEERLESS MODEL C 
HOISTS for intermittent 
lifting of loads from 4 
to 60 tons, 


PEERLESS PACKET TROL. 
LEY HOISTS for lifting 
and conveying 44 to 2 
ton loads on I-heams 
Low headroom units ad 
justable to a wide range 
of I-beam sizes, 


PEERLESS PACKET ALU. 
MINUM HOISTS for use 
where hoists must be 
moved frequently, Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 
dium loads — 170 to 4000 Ib. 


PEERLESS PACKET ALL. 
STEEL HOISTS for lifting 4 
to 2 tons Special construc- 
tion makes these hoists eco- 
romical to maintain, easy 
to operate. 


HARRINGTON |-BEAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-beams. Regularly 
supplied in geared and plain 
models in capacities from 
14 to 20 tons 
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Stapler 
Portable, 
Heavy-Duty 


DI3AD Boxlok, a new heavy 
duty portable stapler, is said to 
fasten corrugated containers entirely 
from outside the work. 

During a 1}-in crown staple with 
4 or }-in legs at the rate of 220 a 
minute, as staples are driven, they 
are clinched on the inside of the 
container by a pair of retracting 
clin hers 

4 double-action air cylinder drives 
the staple and automatically returns 
for next cycle 


Bostitch, Westerly, R. I 


Micrometer 


For Measuring 
Sheets & Plotes 


Designed especially for gaging 
thickness of metal sheets and plates 
a new a deep 


throat frame has been announced 


micrometer with 


Said to permit measurements up 





34 in from edge of work, frame 


is heavy dutv ribbed with black, 


non-slip finish, head has chrome CHICAGO 


clad non-eglare finish with black 


filled graduations and figures ACE 
It i to |-in 


LOCKS OFFER 


ivailable wth range 
by .001. with either plain or ratchet 
ap 
\ new micrometer depth gage 


with a graduated base has also been Maximum 


added to the company’s line. Avail Protection 
able in ranges of 3 and 6 inches with Customer 
lock nut or with lock nut and For Your Sv 


ratchet Profit 


Lufkin Rule Co., Saginaw, Mich 


Cut-away view of ACE Padlock showing double 
locking feature and 7-pin tumbler mechanism. 


Valve 


For Either Straight 
Or Angle Installation 


Used to prevent gravity circula 
tion in a forced hot water heating 


system when the booster pump 1s 


ye Spe Se Chicago Utility Locks Chicago ACE Padlocks 


Control valves, adaptable to either ‘ : ‘ 
straight or angle installation, have Dependable Protection Exclusive Selling Features 


been announced Chicago Cylinder Utility Locks Ace 7-pin tumbler locking mech 
The new “SA” pattern is avail can be furnished with single or anism « Hardened steel shackle 


: ‘ i 170% 
able in the | 14 and . ae SEN double bitted keying for wood that locks both sides « Round 
Bell & Gossett Co., Morton 


Grove, Ill 


and metal mounting. Can be keyway prevents insertion of 
keyed alike or alike in sets. Pol forcing tools « Duplicate keys 


ished nickel finish available only from factory « 
Grinders Solid rust-proof cases 


$ 
Double Power of C2 CHICAGO ~sopendat'e name in locks for every need. 


Models Replaced An entire line, sensibly priced for good, steady sales and profits. 


Iwo model 3G and Gl arc 
the first units in the ompany § No Write for distributor details and Cotalog Mo. 105 





3 series air-operated rotary grinders 


replacing the No. 10 series grinders CHICAGO LOCK co. 
as well as their OOH model 2030 N. Racine Avenwe + Chicago 14, Iilineis 


Available in five version based 
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fi 


wi Fe ‘ 
PROFIT LEADER 





> Fer « tonger profit per esate... GELL QUALITY 


ULiitien 


Bete THE COMPLETE CHANNELLOCK LINE 





on motor speeds of 7,000, 10,000, 
15,000 and 18,000 rpm, they are in 
tended basically for production 
grinding and precision work 

Extension of its “Silentair’” prin 
ciple to all screwdrivers and nut 
setters in its No. 2 series of ait 
driven tools has also been an 
nounced by the manufacturer. ‘The 
“Silentair” exhaust muffler is a steel 
sleeve, with 24 perforations, said to 
provide a large expansion chamber 
for exhaust air before it reaches the 
outside atmosphere. 

Thor Power Tool Co., Aurora, II] 


Fans 
For Static 
Pressure Applications 
lype PLF fans, designed for in 
dustrial applications where stati 
pressure is encountered in excess of 
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GRINDERS 


Baldor’s flexible sales plan is geared to 
boost your grinder profits—and do :t fast! 
Proved successful in city after city. Inves 
tigate without obligation 


@ Totally enclosed motors last a lifetime. 
Keep out dust, dirt, grit, metal particies— 
can't clog. 

@ Motors never need servicing—ball-bear- 
ings lubricated for life! 

@ Dynamically balanced motors assure 
smoother operation, less vibration, greater 
accuracy. 

@ Models to satisfy every customer require- 
ment. % to 3 HP, 6” to 12” individually 
balanced wheels. Bench and pedestal types. 
Guaranteed! 


BALDOR ELECTRIC co. 


4353 Duncen Avenve © &. Levis 10, Missouri 


THE TRADE CALLS 


for 
DYKEM 


737330) ee 


Dies and 
Templates 


Popular package 8-oz. can fitted with 
Bakelite cap hold soft-hair brush 
for applying right at bench metal eur 
face ready for layout in o few minutes 
The dark blue background makes the 
scribed lines show up in sharp relict, 
prevents metal glare. Increases effi- 
cvency and accuracy 


Write ber full inbormation 
THE DYKEM COMPANY 
2305A Nerth 1th St. + Gt. Lewis 6, Me. 





t-in, have been announced. Recom 
mended for use where direct dust, 
smoke and steam are prevalent, the 
new fans are suggested for use for 
duct, mine and exhaust applications. 

“Stream-line” Penthouse units 
have also been introduced by the 
manufacturer for ventilation of large 
industrial areas. They are available 
in sizes from 12 to 60-in (1300 to 
40,500 CFM) with ball-bearing 
motors ranging from § to 3 hp. 

Type TRAF transformer cooling 
fans, designed for indoor or outdoor 
use, are available in 20 and 24-in 
models with either three or four 
bladed propellers and deliver 9200 
CFM. 

Chelsea Fan & 
Plainfield, N. | 


Blow cl Co ‘ 


Screw Feeder 


Gives 100% Feed To 
Automatic Power Screwdrivers 


A new device for automatic hop 
per feeding of standard socket set 
screws has been introduced, 

Said to automatically feed and 
position standard Hex or Multiple 
Spline socket set screws, feed rates 
up to 2700 per hour are possible, 
limited only by rate at which screw 
driver can be operated 

Bristol Co., Waterbury, Conn. 


Come To CAMPBELL 
For The Complete Line 
of SLING CHAINS 


every type — every size 
every grade — every attachment 


Whatever your particular applica- 
tion, Campbell will deliver exactly 
the right assembly! All Campbell 
Sling Chains are available in 3 
grodes—Cam-Alloy Steel, High 
Test Steel and Wrought Iron. 


GUARANTEED | 
FOR A FULL YEAR! | 


be, Pip | _ hii 


Send today for your free copy of 
Campbell's new Sling Chain Handbook 


It contains complete details on all Campbell Sling Chain equipment — 
together with lots of valuable information on care and use. And you'll 
find step-by-step instructions for ordering each type of sling chain 
and working 


and attachment — illustrations — specifications load 


limits for all grades. 


CAMPBELL CHAIN Company 


i ee ee oe oe CAMPBELL 

CHAIN 
Main Office, York, Pa. « West Burlington, lowe 

Portland, Oregen + Secramente, Colifernia 


Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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Your customer can rest comfortably 
when his sheet packing is 


160 proor 


With certain bottled goods “PROOF” 
is an all-important yardstick. The same 
test could logically be applied to sheet 
packing. 

For example, DURABLA Sheet Pack- 
ing is 160 “PROOF”, which means that 
a minimum of 80% of the sheet is top 
quality asbestos fibre. This is higher 
“PROOF” than your customer can ob- 
tain in any other gasket material. 

That is why gaskets cut from 
DURABLA Sheet are so effective for 
sealing water, steam, all oils, gases, alka- 
lies, acids, refrigerants and hydrocar- 
bons. In fact, DURABLA is the ONE 
material that can be used with proved 
knowledge of safety wherever gaskets 
are required. 

DURABLA Asbestos Sheet is available 
in eight commercial gauges. Gaskets are 
made in all sizes and shapes. 

Along with the above facts, cel! your 
customer he can forget his worries when 
he uses DURABLA, The “PROOF” is 
in the packing. 

For more information, serid for bulle- 
tin ID 76. 


DURABLA MANUFACTURING COMPANY 
114 Liberty Street 
New York 6, N. Y. 
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New Industrial Line, 
15 Design Innovations 


Called Pacemakers, a new line of 
industrial work gloves made of 
Neoprene coated flannel in light, 
industrial and heavy-duty weights, 
has been announced 

A choice of knit wrist and 12.-, 
144- and 1Sin gauntlet styles is 
available Light and _ industrial 
weights are in black; heavy duty in 
mahogany red with non-slip finish 
on palms and fingers 

Pioneer Rubber Co., 
Ohio 


W illard, 


Battery Chargers 


For Continuous 

Every Night Service 

Industria] type” battery chargers 

that may be plugged into a 115 volt 

electrical outlet have been devel 
oped 

The new line includes 20 ampere 

types for 24 volt and 36 volt lead 


cid batteries and 60 ampere type 


Cmte 
N 
i 





for 12 volt lead acid or 10 cell 
nickel alkaline batteries 

After the operator sets a time 
switch, the charger automatically 
shuts down the starting rate to a 
proper finishing rate and automat 
ically shuts off finishing rate after 
four hours. For nickel alkaline bat 
teries, the time switch shuts off 
according to setting 

Baldor Electric Co., St. Louis 





Pliers 


With Coil Spring 
Below the Hinge 


An improved spring plier utiliz 
ing a coil spring just below the 
hinge has been added to the 
maker's line 

Available on all models that have 
been offered either with leaf or 
volute springs, because of its posi 
tion, it leaves the inside of the 
handle area free from obstruction. 

Mathias Klein & Sons, Chicago 


Tapes 


Four Items 
Added to Line 


I'wo thin double faced tapes, said 
to be suited as agents in many 
laminated and splicing operations, 
have been announced, P94 is a clear 
tape while P94] has an orange 
yellow adhesive and is opaque 

Known as P95 and P95], new 
















AIR COMPRESSORS 


Single and two stage compressors, vertical and 
horizontal from ', to 20 HP. Job Engineered 
for each installation. Can be sold with guaranteed 
full rated output 


HOSE REELS 


Widely accepted in all industrial plants for 
handling air, water, oil, grease and cooling 
liquids. Available in complete line of tool 
suspension and retriever models. Hose capac 
ities of 12 to 5O feet and diameters from 
sto Lp 


ROTARY PUMPS 


Rolling tooth design lengthens pump life. Avail 
able for delivery and bulk transfer of liquids 
with viscosities from that of gasoline to heavy 
asphalt. Capacities from 5 GPM to 500 GPM 


with pressures to meet applications 


WAYNE LUBE EQUIPMENT 


For every industrial lubricant dispensing need 
tank units, grease dispensers, barrel pumps 


and gasoline metering pumps 


Wayne 


Sudusluidl Products 


THE WAYNE PUMP CO. Industrial Div., FORT WAYNE, IND. 
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printable tapes made with DuPont's 


Mylar polyester film have also been 


idded to the firm’s line. The pres 
WHOOT MON! 22h": 
e| espe ially suitable for labeling and 


ealing containers of the common 
ind solvents to which they are 
istant. P95 is transparent, P95] 
ivailable in red, black, white, and 
You really get your hrome, a metalized finish 
money's worth when Permacel Tape Corp New 
you buy precision Brunswick, N. | 
screw machine prod- 
ucts made by you 
know W.H.O.* 


CAP SCREWS « COUPLING BOLTS 
SET SCREWS «+ MILLED STUDS 


our specialty. 





Be sure of . 


IMMEDIATE rE Corebreaker 
BEEtV ERY is ’ Weighs 22 Ibs 


CBz 1» new corebreaker, said to 


19-in Long, 


Use Universal for your ’ a > 
All-Metal Hose Needs! ‘ ee operate on 80-95 psi and use little 
yp in uir, has been announced 
One-bolt construction is claimed 
illow easy and quick chisel 


ch inge 
LeRoi Div., Westinghouse At 
Brake Co., Milwaukee 


Bearing Assembly 


For Vertical and 
Horizontal Mounting 


Write now 4 \ self-aligning Duplex bearing 
“for. your copy of 4 ussembly, as adapted for vertical 


BULLETIN ID-3 


Price List 


ny 
‘. asat METAL nose COMPA 


Y UNIVERSAL METAL HOSE CO. 


2163 South Kedzie Avenue Chicege 23, Hlinoin 
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mounting or thrust applications, 1S 
available in two shaft sizes, }] and 
l-in complete 

For horizontal mounting, the 
Duplex is available in a range of 
shaft sizes from 4 through l-in 
Housing measures 54-in long, 4in 
wide by 2-in high with shaft center 
height at |-in 

Randall Graphite Bearings, Inc., 


Lima, Ohio 


Roller Chain 


Stainproof, 
Non-Corrosive 


Called Electrolized Roller Chain, 
a new chain is said to be stainproof 
and corrosion resistant 

Capable of resisting the corrosive 
action of acetic acid, beer, bleaching 
powder, blood, buttermilk, citric 
acid, cola syrup, hydrogen peroxide, 
salt and salt spray, sugar cane juice 
nitric acid, sulphuric acid and other 
corrosive elements, initial cost is 
claimed to be as much as 40° 
lower than stainless steel roller 
chain 

Atlas Chain & Mfg. Co., West 
Pittston, Pa 





Saw 


Telescopic Guard, 
Calibrated Depth Gage 


Model 146, a new heavy duty 
64-in portable electric saw weighing 
11 Ibs, has been introduced 

A 14 hp motor drives the 64-in 
blade at 3670 rpm under load. The 





HARD EDGE - FLEXIBLE BACK 





Seen say «Ges 


Preferred for cutting larger solids or thick piate—assures fast cutting rate. ARC-LINE 
Raker Set retains the sow kerf. For contour cutting, ARC-LINE Raker Set permits cutting 
dies and intricate shapes to a layout line within close tolerances On cut-off operations, 
ARC-LINE Raker Set is used on large stock. 


Cc. . ; 
Savy sey CREE 


ARC-LINE Wavy Set eliminates stripping when cutting thin sections, such os structural 
shapes, tubing, pipes, sheet stock, etc. Used on all horizontal machines, such as Johnson 
Kelamareoe, Wells, DoAll, and others. ARC-LINE Wevy Set is preferred by foundries 
for removing gutes and risers where fins are encountered. 


BARNES 
SKIP TOOTH 


BARNES SKIP TOOTH design provides greater chip clearance for fast, easy cutting of 
non-ferrous metals, plastics, wood, rubber, etc. Hardened teeth retain cutting edge 
BARNES SKIP TOOTH preferred when removing gates and risers on non-ferrous castings 
An All-Around Sew for cutting weed, plastics and non-ferrous metals. 


BARNES 
HOOK TOOTH 


Design incorporates @ positive hook on the teeth that permits greater chip removal with- 
out increasing frictional heat. The smooth blending of radii in the gullet is conducive to 
long saw life. Hardened teeth retain sharpness longer. Fast cutting—mere bite — with 
light feed pressures. BARNES HOOK TOOTH is recommended for use on weed, plastics, 
paper and non-ferrous metals. Also effectively cuts ferrous castings and mild steels 
hoving thick cross sections. 











BARNES weLDer BAND SAWS BARNES PACKAGING Is— 
DESIGNED FOR YOUR CONVENIENCE 


Packaged 3 ways! 


100 #. Ceile-—Easly handled. Sete, convenient te 
store, tree trom tangle. Saw is coiled to readily um 
wind as well as rewind. Mo projecting ends 

Bornes Welded Bonds seve operate: time ond 
eliminate waste biede stock They ore teiler 
mode ter specific sewing mechines. Time 
seoved increases production Barnes assures @ 
“pertect” weld on more cuts of lees cost. 


250 te $00 1 — Economical random length cols Pro. 
vide greater economy and mirumite waste 


Welded Bands — Perlectly welded to dewed length. 
Packaged 6-!0-12 to corten os requevied 


when cutting counts <QIE> count on Barnes 
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NATIONAL SANDERS 


METAL 
wooD 
LEATHER 
STONE 


POWERFUL . . . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 





Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm Copees- 
ing on the surface and abrasive. Weighs 
only 4 ibs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout 
the nation .. . in many types of industry. 


MODEL 300 TWO-PAD 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 
sizes of pad shoes are available. 
Write for details. 





Powerful block sander, with 4 HP 
electric motor. Orbital action, operating 
at a constant speed of 5000 rpm. Has 
38” of abrasive area. Sponge rubber and 
felt pads available. 





A straight-line action, single pad, air 
driven block sander. a only 
5 ibs., but rating at 3200 rpm. 
A 5/16" stroke assures rapid 
stock removal, Has built-in water at- 
tachment for wet sanding. 

rubber and felt pads available. 


Write for literature 


NATIONAL AIR SANDER, INC. 
2620 AUBURN ST., ROCKFORD, ILL. 
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new saw is said to cut dressed 2 x 4's 
at 45 degree. Equipped with 6in 
abrasive blades, the 146 is said to 
cut compositions, ferrous and non 
ferrous metals, stone, plastics 

Standard equipment includes 10 
ft electric cord and special double 
end wrench 

Porter-Cable Machine Co., Syra 
cus N y 


Reamers 


Designed For High 
Production Operations 


Known as Hercules “Altercut” 
chucking reamers, new reamers 
feature alternate right and left 
hand spiral cutting edges. 

According to the manufacturer, 
the double spiral design prevents 
chattering and also help relieve 
strains imposed upon reamer; this 
results in less dulling and increased 
number of holes between grinds. 

Available in both high speed 
steel and carbide, in straight and 
taper shanks, size range is from 4 
to 14-in diameter. 

Whitman & Barnes, Plymouth, 
Mich 





Rotary Planer 


Accessory for “Power 
Shop” Machines 


\ new rotary planer which 
screws directly on to the motor 
shaft is said to convert the manu 
facturer's “Power Shop” from a 
basic circular saw to a surfacing 
machine in a matter of minutes 

DeWalt Inc., Sub. American 
Machine & Foundry Co., Lancas 
ter, Pa 


Filter 


Can Be Installed 
Inside or Outside 


Model C “Flo-Clear” water filter, 
the third model in a complete line 
of filters, has been announced 

The porous ceramic filtering unit 
is fastened inside an extruded 
aluminum sheet, bolted to a cast 
aluminum top tapped for standard 
pipe threads 

Filter is available in three sizes 


ALUMINUM 
/ CASTING 








and precision performance 


In servicing and in reassembling, screw thread fastenings are 
superior. In outstanding tap performance, it’s BAY STATE 
that is superior. 


BAY STATE TAPS 


ccenenemeetndtiiatedall 
BAY STATE TAP & DIE COMPANY 
anne MANSFIELD, MASSACHUSETTS 


On the nearby shelves of your Industrie! Supply Distributor 
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Sate oak 


STUB DRILLS 


Check the “customer satisfying” features 
of Ace ground-from-the-solid Stub Drills 
and you'll see why they're one of the hot- 
test tool items you can handle. For example: 
(1) They're made of continuously harden- 
ed top grade high speed steel that resists 
wear and breakage, assures longer useful 
drill life. (2) They're designed for versatil- 
ity... ideal for close-to-work screw machine 
operations as well as for portable hand 
drilling. And (3) they're priced right ! Over 
130 fast-moving standard stock sizes that 
sell for approximately 20° less than 
equivalent jobber length drills! 


Want more information on the profitable 
Ace Drill Line and Distributor'’s Franchise 
Agreement? Send for full details today! 


f-------- 


j ACE DRILL CORPORATION 
j Adrian, Michigan 


| Gentlemen Please tend me you complete line cotelog 
| (Mo. 92), ond full informotion on your Distribvtor's 
| Francie Agreement 


j Name 
| company 
| Adoness 


ee ee ee ee 


2] 





ADRIAN, MICHIGAN 





CO - OMG IMATONS OF “GROUND-FROM-THE-SOLI0" ORNS 


144 


and |4-in 
ceramic units in fine, medium or 
coarse pore sizes for each size 

Filtros Inc., East Rochester, N. Y 


pipe openings 


Coupling 
Employs Principles 
Of Timing Belt Drive 


“Gear-Grip” couplings are said to 
provide positive power transmission 
of the rated load by gear teeth on 
end castings fitted into matching 
tecth of a tube 
section 

Manufactured in two basi 
Series 50G and 60G 
choice of two-, four of 
flexible elements, the six combina 
tions of hub size and flex-clement 
for 


molded rubber 
hub 
$IZes with a 
six-ply 


satisfy standard requirements 
electric motors from 24 to 25 hp 
Guardian Products Corp., Coup 


ling Div., Michigan City, Ind 


Batteries 
Series of Five 
Added to Line 


Available in a spread starting at 
100 ampere hours and ranging 
down to 80, 40, 30 and 25, a 
of five heavy-duty glass jar batteries 
have been added to the company’s 
Big Beam emergency light group 

A new remote light 
head, calculated to increase utility 
scope of the emergency lights, has 
also been introduced. 


U-C Lite Mtg. Co., Chicago 


cTics 


mounting 
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HOT FORGED from solid, 
rectangular steel bars, de- 
dened and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES 
FOR ALL TEMPERATURES 


Standard & Double 
Extra Heavy 
UNIONS 

Available with 

screwed or socket 

weld ends. 3000- 

Ib. sizes Vg" to 3”; 

6000-lb. sizes Vg” 

to 2”, - 


se 


(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb 


ee only. 


FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
5000-lb. and 8000-Ib. 
service 

















ORIFICE 


UNIONS 


With screwed or 
socket weld ends. 
4000-Ib. and 6000- 
Ib. service 























~ 











WRITE FOR CATALOG 56 


Showing the complete Cotawissa line of 
Pertect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 





Reduce hammer costs 
Use long-lasting ROCKETS 


nm the } 
jDP 
” lemper 
Shaft 
y steel 
nt? bend 
rep 
soprer 





Spray Guns 


With Stainless 
Stee! Parts 


Designated Model I8SS Series, a 
new line of spray guns | equipped 
with staimle tee! heads, nozzle 


and fluid needle 
Wood-Handied Hammers 


‘ ‘ | ’ | } | } 

Uh tank “ Se inder Too! Nail hammers, rippers 
Mode 1 ce ination ISVSS 1s avail ie Ue 
able with tungsten carbide rem grades including famous 

Kelly Perfect 
forcement on the needle valve and 
nozzk Combination of these 


metals in the fluid ejection parts is 
aid to provide a more corrosion 
resistant spray gun for applying 
itreous cnamel 


Binks Mtg. Co., Chicago 


Other True Temper Tools for Industry 
Write for Free Industrial Tool Catalog 





Cabinets 


For Tiny 

Parts Storage 

Little Gem cabinets are now avail 
able in Type A drawer with a 
many as 28 adjustable ompartme nt 
and Type B w ith 36 adjustable com 


partmet t 


Interchangeable with rger tvp 
iove the abine! - ne ae ge EMPER 
Lb 


individually, in stacks, or in a varicty CLEVELAND 15, OHIO 


of multi-drav 


Equipt Aurora, Ill 
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dressers wear longer | 
cutters change quicker | 


Longer |ife—by far—plus quicker, easier- 
than-ever cutter change ore basic im- 
provements in the potented, new type 
Desmond Huntington dressers. Supplied 
at no extra cost in No. 1, 2, 21, and 22 
sizes. Note the new construction: hard 
ened side washers, press fitted into head, 
positively secured with slotted hex head 
bolts and lock washers. Remove one bolt 
(with wrench or screw driver) to free 
spindle for quick cutter change. 

Ast your Desmond industrial distrib- 
vitor for Bulletin D-48. He can help make 
your grinding wheels perform better— 
longer—with proper dressing 
Desmond-Stephan Mfg. Co., Urbana, O 


Desmond 


ONLY COMPLETE LINE OF GRINDING WHEEL ORESSERS AND CUTTERS 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 


Pulleys 


Variable Pitch, 
Use A Section Belts 


No ind No. 40 Var’ A’Cone 
motor pulleys are said to be made 
f smooth faced, non-interlocking 

errated machined cast iror 
di mooth to the minimum pitch 
diameter 

Both are available in stock bore 
ot 4 and }-in 


Gerbing Mfg. Corp., Northbrook 


Cut Holes From 
5g Through 4'2-in 


Safe-Flex” welded edge hole saws 
are said to be designed to cut holes 
from @ through 44-in diameter in 
any machinable material up to 14 
in thick including steel, brass, 
bronze, cast iron, aluminum, wood, 
plastics, sheet steel, cast iron and 
steel] pipe 

Arbors are available with 4 of 
j-in hexagon shanks and also with 
tin round shank A 4in high 
peed steel pilot drill is incorporated 
into each arbor 

L. S. Starrett Co., Athol, Mass 


iim. — I 
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Flat Stock 
Oil Hardening And 
Air Hardening Types 
Milford 


stock in a wick 


ground flat 


pres sion 
range of standard 


sizes has been announced by the 
manufacturer 

Said to be precision ground to a 
fine velvet finish, the stock is 
available in two types of steel, Oil 
Hardening—a general purpose ele 
tric furnace non-deforming tool 


Air Hardening 


resistance 


steel recommended 


wherever extra wear 15 
required 
Each piece oated with com 
individually packaged 
uid to protect stock 


cratch 


pound and 
in a Wrappe! 
against handling, rusting or 


Henry G. Thompson & Son Co., 
New Hav i! Conn 


Woodworkers Vise 


Can Be Mounted 
In Five Minutes 


Four design changes have been 
made in the company’s woodwork 
er's vises 

Conventional mounting holes 
have been replaced with slots; slots 
were moved forward to vises point 
of balance; elongated “feet” were 
added to casting; to assure an ait 
tight fit between back jaw and bench 
top the curve of casting was relieved 


where it meets bottom edge of 


Easier Pulling Means More 
SIMPLEX JACK SALES 





SIMPLEX HYDRAULIC JENNY gives straight 
line pull through center of jock —— requires 
75% less effort in pulling o gib key from a 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 
~~ the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem. 
For only the Simplex “Center-Hole” 
Jenny and Re-Mo-Trol completely 
eliminate torque in removing wheels, 
pins, shafts, clinder liners, keys, bush- 
ing and valve seats. The pull rod is 
drawn through the center of the puller 
for direct, straight-line pulling. Ac- 
tually pulls 75% easier, reduces set-up 


VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
hes remote controlled ‘center-hole' ram and 
puller. Torque-free pull quickly removes sheft 
on printing press (above) 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a self- 
contained hydraulic unit, casily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and case of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy 


Hydraulic pullers are only part of 
the complete Simplex line of lever, 
screw and hydraulic jacks. There 


are more 
Simplex models. 


than 125 


different 
No other line 


offers your customers such a wide 


selection 


no other line enables 


you to fill all jack needs from one 
source. You profit, too, in lower 


Mo. 310A 
RATCHET LEVER JACK 


inventory costs, less ordering de 
tail, easier reference and selling 


SCREW JACK 


plus customer preferenc e. 


WORLD'S tanGest 
MECHANICAL AND 


mmiGes OF mOUSTRIAL 


HYDRAULIC JACKS 


TEMPLETON, 
KENLY & CO. 


at-mo.TeO. JACKS stnny 
uTh-a-TOOL 201-108 


bench and the angle was reduced 
from 90 to 89 deg 

Wilton Tool Mfg. Co.,, 
Park, Ill 


2523 Gardner Read 


Schiller Broadview, lilineis 
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This 
and similar ads 
aré appearing in 
27 LEADING 
PUBLICATIONS 


TO HELP 
‘YOU SELL 
VIKING 
PUMPS 


Send for your 
copy of bulletin 


Sésmm today 
Viking PUMP 
COMPANY 
CEDAR FALLS, 
1Owa 


Op; 
PATION, : 


with Vixine pumes 


Sparkler Manufacturing Company, Mundelein, Illinois, 
assures high quality performance, high flow rate, and 
low operation cost by including Viking pumps as original 
equipment on their horizontal plate filters for clarifying 
resinous coatings. 


Filters range in capacity from 300, 500, 700, 1000, 
1700, 2000 and 3000 gallons per hour, and Viking 
pumps are available in the sizes required to meet al! of 
these capacities 


Vikings are adaptable to many pumping requirements 
perhaps yours, too. For information, write for Bulletin 
56S mm 


VIKING PUMP COMPANY 


Coda falls lowe USA in Canede #s ROTO-KING pump 
See ou catalog in Sweets 





SALES TIPS 


FOR PROFITABLE 
SELLING 


what does a MULTI-DRILL do? 


A MULTI-DRILL will drill 2 to 8 holes at 1 
stroke—cut production time . . . reduce tool 
investment . .. lower hole costs. Fits any 
drill press without use of special tools 

or need of alterations. Thousands of 
MULTI-DRILLS in use today wherever 
metal, wood or plastics are drilled or tapped. 


features that help you sell 


Extremely lexible—quickly adjustable to drill any 
hole pattern within a 9” circle. 


© Centers os close as Vs". 


Spindles available to 
«nerease working area te 22\". 


>, a. d Ext n 





Pp hai, | Ai 
’ 


enclosed bell thrust bearings .. . heat 
treated alloy gears... heavy duty universal joints 


gverantee long, trouble free service. 
Commander 


Manufacturing Company 





Fit any drill press. 
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Hand-Operated, 
High Pressure 


hand-operated high-pre 


gun for contacting standar 


tion fittings has bec 


vith the pressure 

| rings anodized | 

They are slipped 

hitting to pro 
ling system for all bearing 


f each 


oil, thus simplifying tand 


ind eliminating acciden 


irdization 
tal use of a grease gun 


I in oln 
Ol 


Engineering ( 


Coupling 
Flexible Gear, 
Mill Motor Type 


\ ommodating mill motors with 


d shafts, a new mill motor 


} 
een 


ALDIC ycal 
i led to the 
Available in stock size 


4 to 6 


coupling ha 
| 


manufacture! Line 


ipacities from 


range 
per 100 rpm 

Sier- Bath Gear & Pump Ci 
Bergen, N. | 





Tape 


Complete Line 
Vinyl! Electrical 


l'rade named “Porter”, a new line 
of vinyl electrical tape in 8 and 10 
mil thicknesses in all popular sizes 
has been added to the company's 
line 

Available in individual packages 

one 66-ft roll per can or in a five 
30-ft rolls container—it is recom 
mended by the maker in place of 
friction and rubber tape where 
abrasion exists or where tape is sub 
jected to water, acids, alkalis o1 
corrosion 

Quaker Rubber Div., H. K Por 
ter Co., Inc., Philadelphia 





Fash i lochag, Pd hh unbochad 
Wrench 


Eliminates Slipping 
And Resetting 


Select-O-Lock i new locking 
adjustable wrench, features a copper 
colored lock button fitting into the 
knurl section of the wrench 

By pu hing the button the 
wrench locks at any desired position 
when button is pulled, it become 
conventional adjustable wrench 

Known as the 93 serie it is avail 
able in 6 lO and 12 

Utica Drop kor 

tica, N. ¥ 


Hoists 


Eddy Current 
Braking Added 


Minute eddy current brak 
been i] phe 
tric Monora 


Suggested 


; 

i to the ompan 
’ 
li 


ti 
type hoists 
fr 


wv use where gentl 


hoisting and lowering is essential 


the edd urrent brake i uid to 


; TYPE IND 

Cholaaa General Ventilating 
see 

{ 


FOR CUSTOMERS WHO 
“DEMAND PERFORMANCE 


Chelsea gives you quality! With a fan 
model for every cooling and ventilating 
application, you can satisfy every cus- 
tomer’s* needs. And when you sell TYPE OPJ 
Chelsea, you sell peak operating effi- Multiple Space Ventilation 
ciency and guaranteed performance on 


any job. 


nf ®: TYPE PLDX 


FOR DISTRIBUTORS WHO Duct Booster 


EXPECT PROFITS 


Chelsea fans give you the ‘extta’ fea- 
tures that help make sales. Intensive 
national advertising, and engineering 
service that is always available locally, 
makes your selling job easier too, It 


all means more sales — more profits. 
TYPE PH and PHD Units 


Sold only through authorized industrial distributors Penthouse 


Cres ee 


FAN & BLOWER CoO., INC. 
PLAINE IE [D N & VV JERSEY 


126-1956 — More than 30 years of service to the ventilating industry 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shep is a hot prospect for three 
different types of Gorham wols . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!" It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws... cutoff blades . . . key- 
seat cutters... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing .. . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


_ Gorkan TOOL COMPANY 





* “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” & 





4400 WOODROW WILSON , DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Caiif. 
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provide positive accurate ontrol 
from no load to full capacity when 
hoisting or lowering by electro 
magnetically prov iding a full apa 
ity load on the hoist motor at all 
rime 

Towne Mfg. Co.. Phila 


Tapes 


Epoxy Resins 
In Tape Form 


scotchcast’ brand resin tapes 
X-1035 a glass cloth and X-1045 
non-woven polyester mat—are im 
pregnated with a_ thermo-setting 
Cpox resin 

Designed to meet Class B elect 
il insulation performance require 
ments, they are said to have good 
handling properties and feel smooth 
ind plastic at room temperatures 

Viinnesota Mining & Mfg. Co 
St. Paul, Minn 


Welding Wire 


“Sympathetic” Towards 
Practically All Low Alloys 


gnated 4-S-8620, a new 
enickel-molybdnum allo, 
welding wire with Ik 
total alloy content has 
troduced 


rding to the manutacturer, 





the flux 
arc) on T-1 steel, the welding wire 


with proper submerged 
gives a tensile strength of 114/116 
000 psi; elongation of 12-15%; a 
Rockwell of C28-30 and the chemi 
as welded is very close 
the 


root 


cal analysis 


in all elements to parent T-] 


steel. Face and bends show 


100% 


affected” zone 


efhciency and there is no 
Packaged in 100 Ib. coils, single 


paper wrapped and in individual 
fiberboard cartons, larger quantities 
are palletized 

Page Steel & Wire Div., 
can Chain & Cable Co., Inc 


Pa 


Ameri 
Mon 


essel 


Drive 


New Series, Adjustable 
Speed Fluid Type 


of Class 2 adjustable 
fluid for | 
through 25 hp applications has been 
added to the 
Said to protect drive motors and 
hock load 


and CACCSSIVE 


A new series 


peed Gyrol drive 


manufacturer's line 


driven machinery from 
torsional vibration 


torque, they can be used with con 
ventional single-speed electric drive 
motor to provide adjustable, step 
less speed control 
Blow 


American Detroit 


Fasteners 
Self-Locking 
Insert Added 
Nvlok 
idded 


re ad 


An option fe c—the 
elf-locking ins ia me" 
to the 
crews and aircraft 


The Nylok proce 
elf-lo king action 


manufacturer ocket 
bolt 
makes use of 


nylon to provide 


Perk up profits 
Ask for Milwaukee Valves 


by name 


gate valves 


globe valves 


angle valves 


check valves 


manifold units 








needle point valves 


anti-hum valves 


foot valves 


vertical check valves 


horizontal check valves 


angle check valves 


by-pass pressure 
relief valves 


air check valves 


radiator valves 


miscellaneous 
equipment 


THe MOSGT COMPLETE Ling 


Milwaukee is the 
complete vaive line... 
all styles and sizes for standard 
Pro 


operation 


and copper service ec beat 
for trouble-free 
non-chattering and precision-ma 
for tight, nor 
connections 
These features 
stallation, help whole 
the 


customers 


chined leaking 
plus ea in 
alers and 
reputation 


the 


contractors enjo 
for giving 
lasting satisfaction necessary fo 


their 


repeat business 
Make it a 
Milwaukee (or 
and fittings by 
sure 
Stocked 
jobbe ra 


point tf 


M ilvace 
riaainve 
way to perk 
sold b 


whol« aie 


where 


OF PERMANENT © ’ Ja 


A subsidiary of Controls Corporation of America 


2375 South Burrell Street 


INDUSTRIAL DISTRIBUTION © JULY 


1956 


© Milwaukee 7, Wisconsin 


vee 





We believe Compressed Asbestos 
Sheet Packing, among other vitals for 
industry, is properly and efficiently mar- 
keted when sold through you—the Indus 
trial Distributor 

Current advertisements in leading trade 
publications — Plant Engineering, Power, 
Mill & Factory, etc.—are telling your 
customers the advantages of Palmetto 
SUPERSHEAT... urging him to buy from 
you. A full-page, 2-color insert in Thomas’ 
Register sells for you too—helps further by 
listing your name and location for buyers’ 
convenience 


Follow through for more profit! 


Palmetto SUPERSHEAT is a natural 
Supply House item . . . a superior packing 
with years of industry-wide acceptance 
behind it, With this acceptance now be- 
hind you, you have every reason in the 
wide industrial world to stock and talk 
SUPERSHEAT: an outstanding product, 
a “conditioned” market, an excellent 
prospect for repeat sales at an attractive 
profit level 


june 


UA 


; ibang WIE pO mae 


GREENE, TWEED & CO. 


Por sound talking points on 

SUPERSHEAT and other sheet 
) packings in the complete Palmetto 

line, write for Bulletin SP.23 


«nko sutra spe taabon 


NORTH WALES, PENNSYLVANIA | 


152 


| eliminate 


on threaded fasteners and is said to 
lock-washers, adhesives 
and wire-locking. It will be incor 
porated in the firm’s, and its afh 
liates; male threaded fasteners of all 
types, including standard and 
special products 
Standard Pressed 


Jenkintown, Pa 


Steel Co 


Wire Rope Clips 


No Vise, Special 
Tools Required 


ACCO 


clips, new assemblies are said to be 


wire rope 


Designated 


provide positive 


drop-forged and 
grips for heavy-duty service 

The base channel is shaped to 
hold wire rope without damage to 
strands; the U-bolts of 


protected against 


individual 
heavy steel are 
formation of rust and corrosion by 
hot-dip galvanizing after threading 

Pre-packaged for user and distri 
butor convenience, the clips are 
available in sizes to secure wire rope 
of 4 to 14-in diameters 

American Chain & Cable 
Inc., Bridgeport, Conn 


Co 


Dust Collecting Unit 


Two Models, With 
Gray Fibre Drum 


Model 711 Dustman, is a dust 
collecting unit that can be attached 
to any standard size garbage or ash 
can. Maoadel $11 is the same unit 
complete with a fibre drum of 25 
gallon capacity 

The unit is attached to the drum 
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CAR MOVERS _ 


SPURS & HANDLES 
SPRING WINDERS 


LINE 


© CAR MOVERS in three 
types Power King for 
heavy duty No. 5 New 
Badger & No. 9? Badger for 
steonderd duty 

© SPURS ground and 
herdened to fit all mokes 
© HANDLES Hickory & 


— ~y to fit any type or 
moke of Cor Mover 


The 


© SAFETY 
HANDGUARD 

fits on the handle 
of any car mover 
mokes cor moving 
sate 


* PORTER SFRING 
WINDER will make « 
wide variety of springs 

useful wherever 
sorings are made for 
replacement or emati 
lots 


© We suggest thet users buy thre 
their local distributor 


ADVANCE CAR MOVER CO. INC. 


APPLETON, WISCONSIN 








aii Packaged 


PIPE NIPPLES 


in stenderd 


cartons 


No Extra Cost 


ge 


WELDED and SEAMLESS STEEL 
WROUGHT IRON @ ALUMINUM 
BRASS, COPPER, STAINLESS 
CHROME PLATED BRASS 
Stenderd «+ Extra Strong ¢ Double Extra Strong 
GAUGE SYPHONS © LONG SCREWS 
BUTT NIPPLES © TANK NIPPLES 
RIGHT end LEFT NIPPLES 
VICTAULIC TYPE NIPPLES 


RADIANT HEAT BENDS 
PIPE BENDING 
te 6 Diemeter 


Fibtsburgh ligase 


‘ss 


ORKS, Inc. 


‘SPRING GARDEN A PA 






















Here’s the 
with an air-tight locking band easily product wanted 
removable for peniod emptying ot 
the drum by all 

I'he Dustman is said to collect distributors’ 


sawdust and dust at the machine, 


and can be used for cleaning wood salesmen 
working or metalworking machines 


and general cleaning in shop areas 


Crafttools, Inc., New York It’s the nationally advertised Heil-Coil* Shop-pack - 
needed in every shop — wherever threads strip, wherever 
bolts break or freeze. With it, anyone can drill out old 
threads, re-tap, wind in new stainless steel threads — same 
size as original, but far stronger, more durable, and ab- 
solutely strip-proof and corrosion-proof! 

Shop-packs sell for as little as $18.50. Each contains the 
special tap needed, an inserting tool, and supply of 
Heil-Coil Screw Thread Inserts of one size. Shop-packs 
are available for a..y thread size from 6-32 to 142-6 NC 
and 6-40 to 12-20 NF series (also pipe thread sizes) 
You get extra discount, plus the backing 
of Heil-Coil national advertising and pro- 
motion, plus big portfolio of promotional 
aids. 

Distributors are being carefully chosen 
for each territory, so act fast if you want 
in. Send coupon or, better still, phone 
right now — Danbury, Conn. Pioneer 
3-0242 Extension 307 











*Reg. U.S. Pat. Of 


HELI-COIL CORPORATION 
: 307 Shelter Rock Len», Danbury, Conn. 


Hand-Operated 
500-Lb. Capacity 


Designed for handling small, yet 
Please send me information on becoming o Heli-Coil Distributor 


heavy loads, a new hand-operated 


developed 

The carrier come equipped with Compony 
a 24x 24-in reinforced steel platform 
that lowers flush to floor 

Weight is 254 lbs.; overall height 


54-in; overall length, 43}-in 


Address 


——s a ae ae ae ae ol 


I 
I 
portable hydraulic lift has been Nome -_ Title 
I 
I 
I 


City Zone_ State & vor 


6 a a= ae aw ow ow ao» ow ow ow ow ow ow ow os ow os 6 


Oster Mfg Co., Cleveland In Canada: W. R. Watkins Co., Ltd., 41 Kipling Ave. So., Toronto 18, Ont 
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Pemea—There’s Economy in The RIGHT Equipment Motors 


Protected Against 
Weather, Debris 





Ihree new motors—two rated at 
hp and one at 15 hp—have been 

led to the manufacturer's All 
Weather capacitor single phase 


motor 


His briefcase “carries” a Some of the feature laimed 


FAMOUS FACTORY include: rodent proot housing; rust 


inhibited rotors, shaft and fan; one 


When a Penco dealer calls on you, piece steel shell, pre-lubricated ball 
he knows that he can supply you with bearings 

more than the equipment you need in Robbins & Myers, Inc., Spring 
steel shelving, cabinets and lockers. field. Ohio 


Prompt delivery, for instance, because 
Penco—a division of Alan Wood Stee! 
Company —has an assured supply of 
quality steel. The Penco dealer repre- 
sents a firm which has pioneered in 
sheet metal products since 1879... 
knows the problems of space and 
economy facing its customers . . . and 
has developed units of sturdy con 
struction and standard component 
parts which give you low-cost equip 
ment “‘custom-tailored”’ to your needs 
by the experienced Penco Planning 
Service, available without charge 


Write for Catalog ID 


| For Exhaust 
bd And Ventilation 


penco penco \ new duct or Tubaxial fan with 
Steel Shelving Steel Cabinets Stee! Lockers diameters to match standard duct 


puts efficiency at your the Quality line—offers the Perma Built Line izes has been announced 

workers’ fingertips, Ite a complete range of enable your dealer to 

variety of standard aizos all with edfuct offer you more than 60 V-Belt drive and motor are iso 
sizes and interchange- able shelves .. . in stor types and sizes. You'll 1 { | r » f | | 
able unite makes age, wardrobe, combi find a design that fits tee an and motor are fitted with 
sible a flexibility of ar- nation, counter-high, your space needs and | hall bearings for mounting in any 
rangement that will desk-high, and tool gives satisfaction to 7 5 5 
exactly meet your needs. cabinets your workers position fan blades are non park 


ing, heavy cast aluminum 
Planning for Your Service — Swift Service for Your Plans Decrees Electric Co. Fan & 


Penco epecialists in storage equipment As a division of Alan Wood Steel Co., : ’ 
engineering are available—at no costto steelmasters for 130 years—Penco is Blower Div., Warren, Ohio 
you~ te assist in planning an efficient, assured the full supply of high-quality 

practical shelving in steel which enables it 


stall 7) o ee o ke , de- 
an yee A eco Ay yg Coolant System 





Cools Cutting 


Bisa 2s Hees Ber 
DEALERSHIPS Siiimiela 41.5 Tools With Mist 


OPEN—Write CABINETS -: SHELVING lool-Mist generators, available in 
for Details Tee ; 
1 and 34 gallon containers with | 


penca METAL PRODUCTS DIVISION 2-3 and 4 mist nozzle outlets, have 


ALAN WOOD STEEL COMPANY been announced 
Oregon Ave. & Swanson St. « Philadelphia 48, Penna. Said to climinate dry cutting 
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BROTHER, 


methods on toolroom mills, metal 
saw band machines, abrasive band 
machines, various types of grinding 
machines and other machine tools, 
the rectangular containers feature 
a Slide cover and a perforated metal 
screen permits fast refilling of 
coolants 


Lloyd Tool Corp., Los Angeles 


Penetrating Liquid 


Loosens Rusted, 
Frozen Parts, Joints 


DU-OL, a new penetrating liquid 
not an oil) is ciaimed to be equally 
effective on hot or cold surfaces, 
harmless to skin and paint, ideal for 
natural or synthetic rubber it cuts 
time on maintenance and repau 
jobs 
Available in 4 pint pints and wap ' 
gallons eee ee vis $0 eas 
Supersite Corp., ¢ hemical Din the supreme test of catalog reliability, Here, and 


Derby, Conn hundreds of desks all ove 


Timer descriptions must stand the 
Benchwork, Testing, experts. There is no root 
General Factory Work error or compiler’s fumble I n one can mab 


“Minute Minder a new indus 


trial timer, can be set by hand from 


monkey out of a good man and damage the rey 


ron of good house 


2 to 60 minutes 
An alarm sounds when time is Here. we thin reason enough for the cx 


up Several timers can be used to ay 


tested ira ol catalogs compiled and prod 
time separate operations ending at 
different time intervals boy the 


Lux Clock Mfg. Co., Waterbury, ¢ wy & 10 cross up 2 


Conn 
Why mot isis 


LAKESIDE 


our next Catalog 


PRESS the least | 


R. R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 64, Illinois - CAlumet 5-2121 
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CAA YET ATTA NL 


INDUSTRIAL 


Service for your customers 
PROFITS FOR YOU 


Service from nm intenance equipment is what 
interests plant managers — actual tests prove 
CAPITAL Brushes and Brooms outlast like equip- 
ment. You can build up a profitable business 
with CAPITAL — supply the right brush or broom 
for a given job from this complete line. 


@ We vige 

veers to buy 

thry their local 
distributors 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 


CORNER BRUSH and BROOM 515. Est. 1890 INDIANAPOLIS, 7, IND. 




















{ Stiff Ears. Connot 
pull together of 


top when tightened 
Eors olso form per- 
fect nut lock 


2. 


Heavy Shoulder to 
engoge vise jows, 
yo clamp te 

ulled tremend- 
ously tight 


3. 


Tongue runs ia 
chonnel holding it 
close to hose and 
moking «@ uniform 
grip. 



















— 4 


Pliable in band . 
tien, orips fone 
ond con be opened 
up, removed ond 
wsed over ogoin 









More Rast 


| Make Hose Last Longer 











BATTLE CREEK, MICH 


INDUSTRIAL BRASS FITTINGS 
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Pipe Cutter 


Flame Cutting 
Pipe Beveling 


Model “O portable flan ut 
ting and pipe beveling machine for 
14 to 4in diameter pipe is con 


tructed on the same design prin 
ipl is the 
models 


\ spe ially 


company larger 


designed boomer 


trap is said to speed up the process 


of changing the 74 Ib. machine from 


one piece of pipe to another 


H & M Pip Beveling Machine 
Co., Tulsa 
Hammers 


No-Bounce Feature, 
Head Loaded With Grit 


No-bounce hammers, featuring a 
tubular head loaded with steel grit 


hammer to “flow 


auses the 


W hi h { 



































through” the stroke instead of 
bouncing, are now available in addi 
tional sizes of soft and metal-faced 
hammers and tappers used m 
production and assembly sheet 
metal work, machine shops and 
construction 

Soft-faced hammers are available 
in sizes from 6 oz. to 3 Ibs.; metal 
faced hammers range from 10 oz. to 
3 Ibs; soft-faced tappers m 51m 


and 5S-in lengths 
T'ahlem Hammer Co., Seattl 





Vise 
Handles Simple, 
Compound Angles 


Palmgren No. 55 All Angle Vise 
has three separate adjustments for 
angle set-up, and swivel base 1s 
graduated 360 deg. for all horizontal 
positions 

Ihe new vise may also be set at 
angle from 0 to 90 deg. on its side 
and locked in position 

Vertical angles from 0 to 90 deg 
may be obtained by setting top 
hinged base in position and locking 
support arm screws. Both vertical 
and compound angle bases are 
graduated 0) to 90 deg 

Chicago Tool & Engineering Co 


Chicago 


Ladder 


Bolts or Screws To 

Uprights Between Shelves 

Called “Step-N-Fetch”, a new 
step and handle arrangement that 
can be bolted or screwed onto the 








ONLY 


117 
ELK LEY 
PRESSURE REGULATORS 


OFFER ALL THESE 
ADVANTAGES 











\\ 


\ © Tested with steam for dead end 


service 

® No change of springs for different 
pressures 

® Stainless steel springs to insure 
long life 

® Phosphor bronze diaphragm 

® Stainless steel “unit pilot valve.” 

© Copper asbestos gaskets 

® Piston above flow, operation not 
affected by sediment 

® Bronze or monel renewable cylin- 
der liner 

® Cast iron piston rings 

® Government bronze castings suita- 
ble for high temperatures 

® Stainless steel main valve and seat, 
tenewable features 
No stuffing boxes, dash pots or 
weights 

® Guaranteed 

© Order one for teat—no obligation 
Tested and approved—U. 5. Navy for 


design - materials « workmanship and 
operation 4 







Write fer 


Type AA Pressure Regulator Cetelog 550 


Profit by meeting industry's rising 
requirements with Keckley’s complete line 


REE EEE EEE HEHEHE HEHEHE EHH HEHEHE HEHEHE EE 


: 60. C. KECKLEY COMPANY 


General Offices and Factory 


3400 CLEVELAND ST., SKOKIE, ILLINOIS 


*seeee* 
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DISTRIBUTORS 


This page available 
to help you sell 


GRIEVE-HENDRY 
OVENS 


rene emery ee om Ortent 


cP 


962.5. Rt PRT 








This page is available for reproduction by 
offset process in your catalog 

it conforms with standards of the Nationa! 
and Southern Distributors Association 
State quantity desired (send sample of 
imprint) and advise if desired for catalog 
reproduction. 


GRIEVE-HENDRY COMPANY, INC. 
1416 W. CARROLL AVE, CHICAGO 7, ILL. 


Offset Boring Heads 
sell themselves and 
your other lines! 


Super accuracy makes Deka-Bore easy and profit 
able to sell, and gives you a competitive edge in 
selling other lines. Will fit all boring machines, 
vertical or horizontal, fixed or rotating principle 
Repeats to .0001” in 30 seconds. Can be adjusted 
in fractions of 1/10,000” on the full diameter 
(without backlash) as easily as reading 1/16” on 
a steel rule. NOT A VERNIER OR SCROLL ADJUST- 
MENT. Deka-Bore is the first and only boring head 
to provide this accuracy and speed of adjustment 
Workmanship and accuracy 100% guoronteed: 
You'll be profitably surprised with Deka-Bore’s 
selling action, tool 


Attach this ad to your letterhead for 
catalog and prices! 


: PRECISION : 
> TOOL & MFG. CO., of IL. 7 
: 1305 S$. Laramie, Cicero 50, Ill. ° 


158 INDUSTRIAL DISTRIBUTION © JULY, 1956 










upright between shelves is said to 
hold over 500 Ibs 

Available in flip-step and standard 
models, it is said to eliminate the 
danger of falling off shelves, pro- 
mote orderly stock keeping, and 
serve approximately six feet of shelv- 
ing 

Narva Products, Inc., Metuchen, 
N.] 





Motor 


More HP, 
Less Space 


Designed to meet the specifica 
tions for NEMA design “B" motors, 
new flat-type motors have been 
leveloped for use in machine tool 
ind equipment industries 

Said to provide maximum hp 
with minimum size, the flat-type 
motor is available in totally-enclosed 
fan-cooled or totally-enclosed non 
ventilated designs 

Operating at 208, 220/240 or 550 
olts, 2 or 3 phase at 60 cycles, con 
tinuous or intermittent duty, the 
motors are available in ratings from 
t to 74 hp; also with special voltages. 

Diehl Mfg. Co., Somerville, N. ]. 


Wire Rope 


Extra Strength 
Flattened Strand 


Called Imperial Red-Strand, a 
new grade of flattened strand wire 
rope has been announced 

Fabricated with steel cores, it is 


vid to be 25% stronger than pre 


top quality round strand rope 
Leschen Wire Rope Div., H. K 
Porter Co., Inc., St. Louis 











A Satisfied Customer is Your Best Se 





slesman 


For free Coler Label Chert, Stock List, end Pockage Steck Guide, write Box 1360-10 


Sous 


SCREW COMPANY 


STATESVILLE MORTH CAROLINA 


NEW YORK a 
WAREHOUSES: oauias © 105 


SOLD THROUGH 
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CHICAGO 
ANGELES 


LEADING WHOLESALE 





TO PROFIT 


Southern Screw Quality and Service creates custom 
ers and keeps them-—bullding more sales for you! 
And EZ to C” packaging doubles Southern’s sales 


power because: 


CARTON IS STRONG . 


Easy to handle 
Soil and moisture resistant 


LABEL WORKS HARD .. 
Color keyed for 
Accurate and 
Quick identification 
Make Southern your one source for screws and bolts 
and get the famous “Southern” service tor package 
or bulk orders 
Complete line of screws and bolts in widest range 
of sizes and finishes: 
Wood Screws * Stove Bolts * Machine Screws 
ALB Tapping Screws * Roll Thread Carriage Bolts 
Dowel Screws * Wood Drive Screws * Honger Bolts 


oisrrmisurors 





“Duplication in distribution is justified 
because it gives consumer freedom of 
choice.” 


“On the long-term, more of our work 
force will be devoted to distribution.” 





“Without the costly distribution serv- 
ices, a manufacturer's product would 
have no value.” 





Is Distribution Necessary? 


— curer economist of the International Brotherhood of 


leam 


sters, David Kaplan is president of the Economics of Distribution 


Foundation, a research organization established jointly last year by the 


Teamsters and industry to study ways of increasing distribution efh 


ciency. ‘The Foundation believes that if the two decision-making parties 


labor and management—clearly 


understand 


their mutual stake in 


efficiency, wastes now plaguing the distribution system can be eliminated 


Q: Mr. Kaplan, what are some of 
the problems facing our distribution 
system? 

A: Generally speaking, they are 
problems of attitude, resulting in 
outmoded methods of handling 
and transportation, obsolete facili 
ties, unsuitable systems of compen 
sation, foolish and outdated com 
petitive practices, and unnecessaril\ 


wasteful consumer buying habits 


Q: Has distribution lagged behind 
production in progress and eff 
ciency? 

A: To some extent, it has \ 
study made by the Twentieth Cen 
tury Fund showed that between 
1870 and 1940 output in production 
increased nine times, while man 
power in production increased only 
three times. But in distribution, the 
increase in manpower was almost 
A recent study by Dr 
Harold Barger shows that between 
1870 and 


power increased a little more than 


nine times 
1950 production man 


two times, but that manpower in 
distribution increased 12 times 


Q: So that the productivity of 
labor in distribution is lower than 
that of labor in production—is that 
it? 


A: Yes 


QO: Why can't distribution be as 
efficient as production? 

A: Because by its very 
production can be concentrated in 


nature 


areas where it can be performed 
most efficiently, and also make full 
use of specialization and mechaniza 
tion. Distribution, on the other 
hand, has the complex, time-con 
suming job of breaking down the 
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output of mass production into 
small packages and bringing them 
to. widely-scattered buyers no faster 
than the buyers can use them. As 
1 matter of fact, the more efficient 
production becomes-—the greater 
the burden it throws on the distri 


bution system 


QU: But isn't there much duplica 
tion in distribution which could be 
eliminated? 

A: Certainly 


of too many stores doing too little 


I'm thinking now 


business to be efficient, more gaso 
line stations than are needed, too 
many taverns, too many partly-filled 
delivery trucks following each other 


down city streets, and so on 


YQ: Would eliminating much of 
this duplication affect the consum 
ers freedom of choice? 

That's 


the price we'd have to pay, and I’m 


4: It would, of course 
not sure that we wouldn't be 
regimenting our economy by doing 
0. Duplication is largely the result 
of competition, and competition 1s 
the well-spring of our economi 
greatness. However, ways must be 
found of reducing the costs of di 
tribution services without affecting 


competition or consumer choice 


O: What about the middleman? 

A: Yes, you often hear that our 
distribution system is a grand con 
spiracy against the consumer, whose 
dollars must pass various unproduc 
tive toll gates set up by conniving 
processors, middleman, advertising 
iwencies, and others, each of whom 
exacts a tax before the consumer's 
dollars can be translated into use 


ful purchases 














Q: Don't middleman profits 
account for the high cost of dis 







tribution? 

A: The truth about profits in dis 
tribution is that, even in good years, 
they average less than 5% of the 
sales dollar. If you averaged the 
profits with the losses, the profit 
figure would be much less. In bad 


















if you 










years, profits and losses would nul 
lify each other. 









Q: Doesn't selling expense add 
unnecessarily to distribution costs? | 
A: Selling adds its share of cost, | 
yes. However, you must look at 
selling expense in light of the 
product and particular service being 
performed by the sales organization. 
I recall a speech by the president of 
a large food firm, in which he said 
his salesmen used to call on over 
300,000 outlets. Now the firm's 
salesmen call on 70,000 outlets and 
















he foresees the time when this 

number will be reduced to 30,000. | 
The result of this change is that | 
the firm now has better salesmen 
calling on more highly-trained buy 
ers. But this is an outstanding case 
in an industry which has been able 
to achieve some remarkable efficien 
cies. Although I'm not an expert in 
the matter, I would suspect that 
because of the highly-specialized 
service they must render personally 
to their class of customers, industrial 
distributors find they must employ 
more salesmen instead of fewer to 


























WIRECO 


has 22 warehouses 
to insure immediate 
delivery! 


Don’t let back-orders and “out- 

of-stock” help your competitor 

to the sale. Wireco’s prompt de- 

livery policy backed up with ex- 
cellent warehouse facilities, will 
insure future wire rope profits 

for you! 


Call or write Wireco today. 
Get acquainted with the 
strongest names in wire 

rope—Brown Strand 
and Wireco. 


















maintain sales volume. 





















Q: Doesn't advertising add sub 
stantially to the cost of distribution? 
A: No. ‘The most reliable sur 
veys show that the typical Ameri 
can company spends only 24% of 
















its gross sales on advertising. With 
many companies, the figure is much 
lower. Besides, if advertising were 
abolished, the result would be 
higher distribution costs 











QO: Why? 
A: Simply because without adver 
tising you couldn't create the mass 
market that contributes to the efh 


ciency of mass production. Further, WIRE ROPE CORPORATION OF AMERICA 
the public would have to pay a lot Saint Joseph, Missouri 
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by, eos 


gives you 


the 
edge 


if you want more 
reamer sales and profits, 
write for the 

L&I story today. 


162 














edge 
cuts 





Distribution can never be as efficient 


. 
reaming as mass production.” 
costs more for mm wspapers, magazines 


ind radio and television entertain 


ment 


QO: Just how much does distribu 
tion cost the American consumer? 

4: On the average, out of $10 
the consumer pays for a finished 
product, almost $6 goes for distribu 
tion services 
QO: Doesn't a figure like that sup 
port the contention that distribu 


? oh ee ta “res : tion costs too much? 


A: No, because a greater propor 
tion of our efforts and work force 
must necessarily be devoted to dis 
tribution functions than to produ 
tion functions. As a matter of fact, 
the long-term trend will be for more 
of our work force to be engaged in 


distribution 


QO: Why is that? 
A: Because between the producer 


ind consumer lie a large number of 


essential distribution functions that 





must be performed—otherwise the 


product could have no value 


Q: So that distnbution not only 
adds cost to a product, it adds 
Valtht 

A: Yes Distribution delivers 
the goods in the form, to the place, 
ind in the volume that consumers 
LAVALLEE & IDE, INC want them 


CHICOPEE MASS 
QO: Would this explain for 


example, the much-talked-of spread 
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ALKER- URNER 








You can sell more Walker-Turner 
“Light-Heavyweight” Tools this way... 






ed 
~ - 






Walker-Turner “Light-Heavyweight” 
15” Drill Press — 1300 Series 
with 6” Spindle Travel 







Here's a fine 

product 

that your 

customers need ...... 





















1. Drills holes up to 6” deep atasingle §. Four speeds from 480 to 5000 rpm 
pass of the drill. 


with plenty of 


convincing features 6. Available in bench or floor models 


2 —~ can be ganged in any number of 
that you can 3. Drills to center of 15” circle multiple spindles. 
4 


demonstrate ......... 


« Drills diameters from #60 to “2” 














Six-spline, full floating spindle Also available with 4” spindle travel. 












This precision W-T Drill Press will ap- ance of this drill press on work normally 
peal to any plant that needs big drill possible only on 20” or larger drill 
capacity, at the cost of a light machine presses. Perfect for vocational schools 
You can demonstrate the big perform- and manual training departments. 






to a really 
big market *enrneteeeee 






. If you're selling Walker-Turner “Liont-neavyweiout” Tools now, 
ask your W-T representative for special sales helps; he's there to 
help you make more sales. If you're not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 
available in your locality. 










2 ae 
DRILL PRESSES, HAND AND POWER FEED — AIR PEED DRILL PRESS ATTACHMENT 
RADIAL DRILLS —— WOOD AND METAL CUTTING BAND SAWS — TILTING ARBOR SAWS 
RADIAL SAWS — JIG SAWS — CUT-OFF SAWS —— LATHES — SPINDLE SHAPERS 
JOINTERS —— BELT AND DISC SURFACERS —— FLEXIBLE SHAPT MACHIYER 
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Distributors... 


your customers 
canget... 


BETTER GROUND 
FINISHES 


with J & $, guaranteed* 
self-adjusting live centers 


ACCURACY .0001” 
OR LESS 


with PERFECTION LIVE CENTERS 
SPINDLE TYPE 


“GUARANTEED 
FOR 2000 HOURS OR ONE YEAR 





New Swivel Milling Vise 
— 15 New Features 


The only hardened and ground 
swivel vise. Mounts low, swivels, 
needs no pedestal. Patented down- 
holding clamping jaws give many 
times the holding power of an ordi- 
nary vise, yet only half the weight, 
with twice the openings. 


it you sell to the metal working eld, write 
for tree literature on the complete 1 & & line 


{eS} SS Sane oe 


J & S$ TOOL CO., INC. 
873 DORSA AVE. 
LIVINGSTON, NEW JERSEY 

















between farm prices and the con 
sumer price of food? 

A: When you count in proces 
sing and packaging in addition to 
distribution, the answer is “yes 
The farmer receives little 
more than a third of what the con 
final food 


consumect 


just a 
sumer pays for the 
product Where the 
pays, say, $10 at his market, the 
Around $7 
distribu 


farmer gets only $3 
went for processing and 
tion. Nevertheless, we must remem 
ber that 


wouldn't be 


agricultural produce 


salable without the 
expenditure of that $7. The fact 
that processing 
costs more than the 
doesn’t hurt the farmer—it helps 


him by creating a market for him 


and distribution 


farmer gets 


Q: Is there any marked trend 
away from duplication and toward 
efficiency in distribution? 

A: Speaking of food commodi 
ties, there’s the supermarket revolu 
tion, and all that that term implies 

precooked and prepared 
frozen foods, convenient packaging, 
orderly deliveries to stores, retail 
manufacturing 
standardized accounting, and so on 


and 


owned facilities, 
For example, two men on a tractor 
trailer delivering chain store-baked 
bread to supermarkets handle as 
as 13 baking com 


much volume 


pany routes. ‘The wages costs of 
the former is about three-tenthis of 
a cent per loaf, of the latter about 


three cents a loaf. 


Q: Doesn't such a development 


injure the bakeries maintaining 


route systems or door-to-door 
delivery? 

A: It does 
the whole question of distribution 
efficiency so difficult. 


consumers benefit by buying super 


and that’s what makes 
Even though 


market bread at a lower price, what 
about consumers who want or must 
have the delivery service as well as 
the product? Here's a case where 
the cost of service must somchow 
be reduced to keep the route sys 
tems competitive with the super 
markets. 


Q: Competitive trends like the 
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Middlemen’s profits in distribution 
average much less than 5% of the sales 
dollar.” 


supermarket revolution will char 
acterize the search for distribution 
efficiency, won't they? 

A: I rather think so. As 
methods are adopted, older and 
methods must be aban 
Perhaps far in the future 
the route system of distributing 


new 


costlier 
doned 


bread, for instance, will disappear, 
meaning losses of millions of dol 
Yet that 
conditions of our 


lars to baking companies. 
is one of the 
economic existence, and one of the 
reasons for our economic supremacy 


Q: You mentioned “attitude” in 
distribution efficiency 
What did you mean by that? 


regard to 


A: I would say that the wrong 
attitude marks the thinking of both 
and management in many 
segments of our distribution system. 


labor 


Some of the obstacles to distribu 
tion efficiency involve labor and 
labor unions in the transportation 
and distributing services. Others 
unprogressive timid 


involve and 


management. Because of feelings 
of insecurity, both labor and man 
agement tend to resist change in 
old practices, even though such 
resistance lowers job opportunities, 
reduces business volume, curtails 
prot margins, and lessens the op 
portunity for better wages and work 
ing conditions, as well as lowering 


the cost to consumers 


Q: What could management do 
to change its attitude? 
A: I would say that management 





could adopt a pattern of thinking 
that’s geared to the idea of eff 
ciency. It has to develop a basi 
desire to improve methods and in 
crease the productivity of distribu 
tion workers 


Q: Would such an approach pre 
suppose management doing a more 
thorough research job on its distri 
bution problems? 

A: Yes. I think that manage 
ment could do a lot more research 
than it’s doing at present. I'm talk 
ing of research devoted to uncover 
ing long-term solutions, not merely 
abrupt decisions to lop off services 
and jobs in a hasty effort to cut 
costs. Here, again, I think there’s 
the need for the “pattern of think 


ing” attitude I mentioned 


O: Are there any research organ 
izations to which business can go 
for help in improving their dis 
tribution operations? 

A: A great many have appeared 
in the last 10 year I here are man 
agement consultant firms specializ 
ing in distribution and marketing 
problems. Many colleges have con 
ducted special studies on distribu 
tion—and are glad to make thei 
findings available to businessmen 
There are a number of trade asso 
ciations in the marketing field which 
have done a vast amount of work 
m distribution costs, physical 
methods of handling, new appro 
aches to selling, merchandising, and 
advertising. And not least, in many 
fields business papers underwrite 
the costs and furnish a wealth of 
valuable research finding Cer 
tainly, your own magazine, INnpt 
rRiAL Disrrisvtion, is making an 
outstanding contribution in thi 
direction by bringing to its readers 
the improved, new, lower-cost, more 
efficient ways of operating 


Q. Will the Economics of Dis 
tribution Foundation help in this 
respect? 


A: The Foundation’s purpose is 


to promote between labor and man 


agement a clear understanding of 


the economics of distribution, and 


a 


a 
| [ f] [ Maybe one of your customers. 
For no matter what the product, 


there's a Victor belt 
B E LT i N G to do the job right. 


That goes for every need in conveying, elevating and transmis- 
sion belting. A complete line of textile belting — solid-woven cot- 
ton — Neoprene impregnated — canvas stitched — Balata — special 
treatments — plus everything in belting speciaities...all in a full 
range of widths and thicknesses. 

And every inch of Victor Belting is performance-proved 
Our research department conducts continuous, exhaustive tests 
under many conceivable operating conditions. Results of this 
testing, combined with field reports, assures reliable recommenda 
tions for every application. 

This policy is proved... proved by volume of repeat sales 
and consumer confidence. And you can give your customers every 
one of these benefits. Send for Distributor Catalog today. 

A COMPLETE LINE including: Neoprene Belting « Balata Belting 


Solid-woven Belting — untreated, impregnated, coated 
—many widths and plies « Canvas Stitched Belting 


Belting Specialties @ 1292 


* factory tasten, Pa 


INDUSTRIAL DISTRIBUTION © JULY, 1956 





ar a 


* 


: 





THE 
Verli-Line 


PACKAGE-PUMP 


A Sinall Unit 


for Big. Jobs 


For Wel/s as smal/ as 4 
2 Thru 7% Horsepower 
Capacities to 7500 GPH 


The design of the Verti-Line 
Package-Pump is based on the highly 
efficient, performance - proven Verti - 
Line Deepwell Turbine Pumps — for 
nearly half-a-century the outstanding 
leader in the turbine pump field. 


YOU CAN GIVE YOUR CuS.- 
TOMERS MORE WATER PER HORSE- 
POWER WITH THE VERTI-LINE 
PACKAGE -PUMP. Write today for 
complete details about the money- 
saving features of this sensational 
new vertical turbine pump. 


Send for free literature 
Ask for Bulletin 1-76 


Verti-Line Pumps are the exclusive products of 
LAYNE & BOWLER PUMP COMPANY 
general offices and main piant 
2943 VAIL AVENUE + LOS ANGELES 22, CALIFORNIA 
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guide them in promoting the efh 
ciency of distribution services. It 
was formed early last year through 
the joint efforts of the International 
Brotherhood of Teamsters and lead 
ing business firms, but is not in any 
way governed by the Teamsters or 
any particular business group. It's 
an independent organization de 
voted to conducted research in the 
whole field of distribution 


YQ: How will the Foundation 
carry out its program? 

A: In many ways. It will con 
duct studies of pressing distribution 
problems in specific industries—as 
we are now doing in the baking 
industry. It will also sponsor con 
ferences, foster publications, develop 
lectures and visual material, and 
work with educational and govern 
mental institutions on the study of 
distribution economics. Our main 
objective will be to stimulate 
research in business, labor, and 
other organizations to uncover ideas 
and approaches to the solution of 
distribution problems 


Q: What is labor's stake in dis 
tribution efficiency? 

A: A higher standard of living 
I'he more we close the gap between 
increased productivity in production 
ind productivity in distribution, the 
quicker we can raise living standards 
for evervone concerned. Labor will 
be the greatest beneficiary of dis 
tribution efficiency. Indeed, labor 
in the distribution services them 
selves is now forcing the adoption 
of more efficient methods 


QO: In what way? 

A: The rising standard of work 
ing conditions among distribution 
workers will stimulate higher pro 
ductivity, if for no other reason than 
that the lower productivity or less 
cficient outlets will not be able to 
compete. These outlets will have 
to modermize or become extinct 
The pressure of higher labor costs 
will be a major factor in compel 
ling management in distribution to 
discover, invent, or adopt more 
eficient ways of performing their 


functions 








The Industry Asks ow available... for 


Clarkson Answers 


Stu 80 immediate delivery 


(appearance, dependability, ini 


tiative, etc.), and a photostatic LARGE SIZE 
record of the student's scholastic 
HEXAGON 


progre SS 
CAP SCREWS 





QO: When do the major companies 
start interviewing seniors? 
Karly in the college year—at 
Clarkson the placement activi 
ties for the June graduates begin 
the last week of the preceding 
October Interview schedules 
are heavy throughout the fall 
and winter months. By March 
there's a scarcity of students for 
interviews. Each senior averages 
about 10 interviews and has 
decided on his employment by 
March. The demand for Clark 
son graduates is increasing (last 
vear 197 companies interviewed 
176 seniors), so it’s best to in 


terview the men early 


: What about starting salaries? 
Do engineers command more 
than business administration 
graduates? @ [It’s no longer necessary for your customers to run the risk 
Starting salaries have been in of production delays when waiting for delivery on special 
creasing steadily over the last order large size hexagon screws. Western's greatly extended 


few vears. Engineers are now 
tart + al : $475 +] stocks, in both bright and hi-carbon heat treated items, now 
starting at about $425 a month a 
include lengths up to 15 inches and diameters to 14 inches. 
business administration gradu , 
ates about $370 Most important, they are available for immediate delivery. 
If your customer's specifications call for non-listed or 
7 4 wii am ary . . 
And . hat about =—_ militar special thread lengths, Western has on hand an extensive 
service? 
stock of blanks in these large diameters. In just a short time, 
Most of the students are sub 
ject to military service, cither 


through the draft or the RO'T( Whether your customer’s product requires hexagon cap 


these blanks can be accurately cut and precision threaded, 


Usually they are able to work for screws as small as 44” x *” or as large as 144” x 15”, Western 


veral months after graduation — 
’ oni a cw og Automatic’s complete stock guarantees them the quick de- 
before being called up. Near! 


livery and fast service that means more profitable production, 
all companies consider graduates 


for employment, regardless of 





military obligation, since the 
feel the men will still be needed . 
after they v« put in their service The Western Automatic a‘ 


Machine Screw Company Wn 
Aon Giefents aualicide for cum division of Standerd Screw Compeony wre 
Wwe 


mer work? 37) Woodland Ave., Elyria, Ohio 
Yes, many of them are If the 


cant get sumer employment 


. 


sion Screw Products, Parts and Assemblies Since 1873 
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THE 


MORGAN 


SALES 
SET UP 
and 


QUALITY 





Past experience has shown us that 
distributors selling our vises like our 
way of doing business. We know 
that you will be of the same opinion 
once you are associated with 
MORGAN. 

When your customers buy MOR- 
GAN VISES they are getting the 
kind of quality that means depend- 
ability through the years. It's the 
kind of quality you want to sell. 
Every request from your customers 
is easily met because the line is 
complete. You have a dependable 
source of supply. 

An unconditional guarantee is be- 
hind every sale you make. To as- 
sure MORGAN VISES reaching their 
destination without damage we 
pack each vise in a specially con- 
structed fibre board carton. 

Write for the MORGAN Distributor 
Plan. Ask for details regarding our 
FREE dispicy stand. We urge users 
to buy thru their local distributor. 


MORGAN VISE CO. 


106-112 N. Jefferson St. 
Chicago 6, Ilinois 





with distributors, they are en 
couraged to find jobs on con 
struction projects, in machine 
shops, or in industrial plants 
where they'll get experience they 
can use in their industrial dis 
tribution careers. Many com 
panies have found that summer 
employment gives them a chance 
to size a student up for futur 
permanent employment, and 
also to give him basic training 





What's Your 
Role Today? 


(Starts on page 82) 





delegation of authority at all. If you 
ask a man to use his judgment in a 
given task, you have to be prepared 
to ride with his judgment 

Successful delegation of authority 
then, is based on the astute selection 
of executive talent and its develop 
ment. Upon promotion and exercis« 
of authority, the new executive can 
be expected to sharpen his judg 
ments and think creatively. But he 
has to be encouraged, not captiousls 
criticized. 

Procedures— Management's con 
cem with procedures is general and 
chiefly with those that have a bear 
ing on department management's 
functions. There should be some in 
terest in detailed procedures, such as 
order-handling, but only to the ex 
tent that those adopted should be in 
tegrated with overall objectives and 
operations. No department head 
should be permitted to function as 
if his department were the end, and 
not only the means 

Management techniques can and 
should be employed by divisional 
executives and it is one of top man 
agement’s responsibilities to see that 
its division heads are informed about 
them and that they make a careful 
objective study of their applicability 
If necessary, management should r 
quire a report to insure that a divi 
sion head's judgment on such mat 
ters is based on facts and not preju 
dice. Many of the techniques and 
tools are actual controls but have 
other functional value and should 
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REPUBLIC 


TWIST DRILLS 
REAMERS 
Whether it is for No. 40 holes in Titanium 
sheets for Jets or te" holes in thick ormor 


plote, Republic Drills give more holes per 
drill and more holes per hour of direct iobor. 


REPUBLIC DRILL & TOOL CO. 


DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF "CELFOR,’ 


*” CENTURY,” 


REPUBLIC’ AND’ U.S. EAGLE’ BRAND TOOLS 


CHICAGO PLANT 


3272 SOUTH GREEN ST., CHICAGO 7 unos 


hm BIG ORANGE Fv» 
YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


ye Go ge & mate 
s 


of hi-streng 


tee! and 


heat-treated 


GRAB HOOKS 
Available 
for Chain 
Sizes 4 
5/\6 by 
7/6 


Ms 


ANCHOR and CHAIN 


SAVES TIME 
Can be attoched 
anywhere on the 
jeb. Only o@ pair 
of pliers needed 


SLIP HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", %" 


and '/2 


Screw Pin SHACKLES 


Avelleble in sizes 4" to 


D 
Forged of HI-STRENGTH STEEL 


2”. EXTRA STRONG 


EXTRA TOUGH Self-colored of golvanized 
Order from your Distributer or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 




















not be overlooked because they are 
listed under procedures 

The list is long but a summary of 
the more important techniques may 
be helpful 


Finance—Budgetary control with 
quarterly adjustments to permit flex 
ibility in planning for profits 
periodic company working capital 


analysis . financial statement an 


alysis . . . checks of insurance cover 
age, tax regulations, depreciation rec 
ords . . . trends in credit manage 
ment, 


Sales—Analysis of performance 
and potentials and margins by cus 
tomers (class or individual) by prod 
uct lines, by salesmen . . . market re 
search to ascertain company posi 
tion, coverage, reappraisal of com 
pany objectives and policies, evalu 
ation of customer service liaison 
between sales and other departments 

sales promotion and advertising 
techniques and equipment se 
lection, hiring and training of sales 
personnel motivation of sales 
men sale men's compensation 
studies complaint handling tech 


niques 


Personnel—Job evaluation 
aptitude testing 


onentation and training 


interview tech 
niques 
of new and old employees ex 
ecutive development outside ed 
ucational programs employee 


suggestion systems merit rating 


plans . . . safety programs . . . phys 
ical and hygienic facilities . . . bene 
fits personnel records and re 


ports 








Office—Office produc 
office form 


General 
tion standards 
views . centralization of filing 
dictaphone and stenographic fun 
tions . . . record retention schedule 
for systematic review and destruc 
tion of obsolete records . . . work 
simplification periodical review 
of statements, reports for elimina 
tion, combination, improvements 


. office manuals 


Purchasing — Inventory control 
. . Use of sales analysis data for 
budgeting purchases trafic con 


trol .. . Analysis of stock movement 








The One Pipe Wrench that 


out-performs 
and out-sells 
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Coulter | Oe 


RibaIb> 


This pipe wrench does its job so 
well that millions of users swear by 
it. It’s extra strong and safe 

sure jaw action aided by new pat- 
ented hookjaw suspension — grips 
pipe or conduit instantly, no 

slip, no lock. Rugged comfort- 
grip I-beam handle... handy 
pipe scale and easy-spin 
adjusting nut. Every wrench 
factory-tested, 6’ to 60" 

... By far the most 

popular fastest -selling 

pipe wrench — for really 
profitable turnover, 

stock and sell mtcamrp. 
Order today ! 

















































The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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You'll make easy sales, big sales, profitable sales 
when you stock the complete line of VICTOR Hand 
and Power Hacksaws, Metal and Wood Cutting 
Band Saws and Hacksaw Frames. Here's Why 
Through aggressive year-after-year advertis- 
ing, industry prefers Victor quality, the blades 
made of carefully heat-treated top-quality steel, 
fabricated on specially designed equipment 
because Victor consistently delivers fast, eco- 
nomical metal cutting and long blade life. 
Your customers will also want Victor 
“Moly”* High Speed Stee! blades — because 
Victor is selling these highly profitable 
blades to your customers through leading 
trade publications. Only “Moly” biades 
can do so many cutting jobs so well! 
Be sure to ask your Victor salesman 
for help in solving your customers’ spe- 
cial problems. He'll also be glad to dis- 
cuss all the reasons why you profit 
when you stock Victor — the line pre- 
ferred by industry. 
Inquiries are invited from inter 
ested industrial distributors. 
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for purpose of combining related 

orders for placement at longer in 

tervals instead of separate ordering 
periodic checks with suppliers 

for possible economies in ordering 
trade discount policies 


Warehouse—Double checks of 
stock against perpetual inventory 
records through charge sheet forms 

periodic layout surveys for more 
efheient stock arrangement 
housekeeping techniques and equip 
ment liaison with sales to pro 
vide for peak movements pack 
ing and shipping methods ma 
terials handling techniques and 


equipment work flow surveys 


Control 


Management has the responsibil 
ity to set up adequate controls and 
standards to evaluate company pet 
formance. Statistics to show com 
pany growth, its position in relation 
to competition and other units in 
the industry, its internal conditions 
must be organized, authorized and 
utilized. These must be in the form 
of succinct, but inclusive, reports 
which condense and interpret oper 
ational results 

As a distributor's business grows 
larger and operations more complex, 
management control grows moré 
tenuous and difficult. Yet, the 
soundness of management decisions 
rests upon the depth of understand 
ing the executive has of the nature 
of the controls required as he recedes 
more and more from direct, personal 
upervision of all operations. He has 
to manage by “exception.” 

lor a long time now, manage 
ment in general has relied strictly 
on the balance sheet and the proht 
md loss statement. The usefulness 
mcd completeness of these sum 
maries cannot be denied, but the 
withorities on management today 
ippear to regard these controls as 
the minimal, ‘Typical is the com 
ment of Fred V. Gardner (Profit 
Management and Control, McGraw 
Hill Book Co.) who writes that, as 
i measure of results, the balance 
heet and the profit and loss state 
ment are static. They tell what has 














Although 


time penods of the statements may 


been done, but not why 
be uniform, there’s nothing concern 
ing the timirg within the periods 
which would clarify the “why”. The 
statistics of management lie buried 
in details and must be mined, sorted 
and organized into meaningful rela 
tionships which management can 
use in determining what to do 

Regardless of the experts’ opinion 
the balance sheet and profit and loss 
statement continue as indispensible 
management tools. But, in addition, 
budgetary practice is now being 
used more and more by small busi 
nesses. Long an effective control 
technique for big business, budget 
ing provides clearly defined aims and 
indicates the standards of costs 
which must be maintained if ob 
jectives are to be attained. Prepared 
on a flexible basis to provide per 
formance and control information 
for a specified volume range, the 
budget is one of the most effective 
tools management can use for con 
tro] 

Sales analysis and control, and 
inventory control have been men 
tioned before and definitely have a 
place as management control tools 
and special management reports on 
these functions can be designed and 


pre pared periodically 


Not so promiscuou lv used. how 
ever, is cost control and, im the 
future distributor management 


must interest itself more and more 
in this te hnique General break 
even points, based on overall opera 
tions for a year or other time limits 
have been used, but there is a move 
now to recognize the fluidity of 
break-even point due to volume 
handled. But more and more atten 
tion will be given to costs of all 
operations—finance, sale personnel 
procedure pt cha nig varchous 


lig 





If you have not filled out the 
questionnaire on pages 82-83, 
now is the time to do so. If you 
have filled it out, turn back and 
see if you'd like to make some 
changes 






















































































HERE'S WHY 


" Peachey Tearnecy ™ 
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BRASS AND ALUMINUM NUTS 







PUT YOU AHEAD 
OF THE FIELD! 
PREMIUM QUALITY 


Because they are turned for greater preci- 
sion, Fischer brass and aluminum nuts offer 
your customers important savings in assem 
bly operations. Each is countersunk on both 
sides ... tapped square with face to Class 2 































tolerances ... burrless. That means faster 
starting smoother, easier running . 
superior bearing surface . elimination 


of rejects. 


COMPETITIVE PRICES 


There's no premium on Fischer precision 

Fischer turned nuts cost no more than 
those produced by other, less accurate 
methods. 


PROMPT DELIVERY 


A complete range of standard 
types and sizes is maintained in 
stock, cutting delivery time to a 
minimum. 


Write today for Catalog No. 55 


Pldey, wien « 


492 MORGAN ST . CINCINNATI 6, OHIO 






























.--you need these packings! 


& 


Style HP-RC-—4 wrapped asbestos 
cloth packing with a resilient rubber 
core. For use on steam hammers, ex- 
pansion joints, pumps and piston rods 
calling for high pressure steam, air 
and gases at temperatures to 600 
degrees F, 


Style HP-RB—for high pressure steam 
service up to 600 degrees F. Con- 
structed with a core of accordion- 
folded asbestos cloth and a resilient 
rubber back, around which is wrapped 
a closely woven asbestos cloth jacket. 


r - 


Style HP-2M — excels against severe 
temperatures and pressures. A braided 
asbestos packing reinforced with a 
monel wire insertion. For use on cen- 
trifugal and reciprocating pumps, 
valve stems, expansion joints, etc. 


Style No. 30 - a very dense braided 
asbestos packing, highly resistant to 
high pressures. For use against petro 
leum products at high temperatures 
and pressures. 


Aquapak Hydraulic Packing 
~ a semi-metallic packing designed to 
withstand severe hydraulic pressures 
Will give satisfactory service on pres 
sures as high as 10,000 pounds. For 
use against hot and cold water on cen- 
trifugal and reciprocating pumps, out 
side packed boiler feed pumps and sim- 
ilar equipment. 


LLPA 


“The Packing that Packs All” 





. SEND FOR OUR NEW CATALOG — TODAY! 


A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 


160 Jefferson Ave... Mamaroneck, N. Y 
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Manufacturers’ 
Activities 


Starts on page 112 





7; 


iffords an on-the-spot performanc« 


record of the rope. Space is pro 
vided for equipment number, make, 
ind name of the line (hoist, boom, 
et rope size, type, construction, 


length, brand, and date or engine 
hours at installation 
When the 


cngine 


rope is removed, the 


hours is noted in 


sticker is then 


date or 
the last space he 
ent to the office where it becomes 
part of the permanent records uset 


The sticker can be written on 
vith pencil, pen, or ball point, and 
ome in strips of four backed with 
finger-pressure adhesive 

According to the 
ticker helps a wire rope 
without reter to 


ff records 


company, the 
re-order 


having to front 


VISES—Columbia Vise & Mfg. Co 
Cleveland, has issued two bulletins 
describing its full vise line. Specifi 
itions for the firm's new hydraulic 
ise, and the “do-it-yourself” trend 
marked by inclusion of workshop 


ind homeshop vises 


TPT RANSMISSION—Warner Elec 
ti Brake & Clutch Co., Beloit, 
Wisc., has issued a bulletin (no 
WEB 6212 
trating its line of electric brakes and 


describing and illus 


lutches for industrial machinery 





and mobile equipment. Included are 
specifications for primary electri 


brakes, clutches and clutch-brakes, 


and information on controls avail 
able for machines equipped with 
electric brakes and clutches 


Dodge Issues Catalog 
On Transmission Products 


Dodge Mfg. Corp., Mishawaka, 
Ind., has issued a 328-page engi 
neering catalog covering its full line 
of mechanical power transmission 
products. The book contains sec 
tional drawings, dimensions, weights, 
prices, application details, and engi 
neering tables on power transmis 
sion components. An _ eight-page 
index is included 

lhe company says that imprinted 
copies for key personnel have been 
furnished to industries by Dodge 
distributors. 


CARBIDES—Firth Sterling, Inc., 
Pittsburgh, has issued a four-page 
bulletin on “TXH”, a carbide grade 
for general-purpose, heavy-duty 
work. The publication contains 
charts and performance reports 
describing the sintered carbides 


FANS—duVerre, Inc., Buffalo, N.Y., 
has issued an eight-page folder 
describing the physical and chemi 
cal properties of its resin-bonded 
Fiberglas venting ducts and exhaust 
systems. ‘The folder includes a fan 
selection chart and charts showing 
losses within a venting system. 


FASTENERS—Southco Div., South 
Chester Corp., Lester, Pa., has 


SAME SOLID 
SATISFACTION 


TOLEDO 


SMALL RATCHET PIPE THREADERS 


This new look will stop your customers every 
time! The rifle barrel, rust resistant finish 
of the TOLEDO Ratchet Threader—the drop 
head tool with instant die change. Pull the 
pawl—the die drops out. Slip in another and 
the threader is ready to go. It's that easy. 
Your customers will like the new bright red 
ball end, too, for easier handling, better 
grip. it’s quality, like all TOLEDO tools. 
Ye" to 2” sizes. 


TOLEDO NO. 8 
FOLDING WORK BENCH 


A strong, sturdy, folding 
vise stond thet sets up 
easily, saves your custom 
ers time ond effort. Has 
three pipe benders, tool 
slots, pipe rest, ceiling 
brece. A portable 
work bench thet 
meets oll needs 
Weight 33 ibs 





THREADED pire 


eee eene ieee con, TOLEDO PIPE THREADING MACHINE COMPANY TOLEDO 4, O10 


BUILDERS OF THE WORLD’ S FINEST PIPE TOOLS 


TOLEDO 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 
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FASTCUT TOOLS 
ARE 


FAST SELLERS! 
For Example: 


SHANK TYPE ARBOR TYPE 
4) Sizes 16 SIZES 
High speed steel, accurately cut, 
precision hardened and ground. All 
41 standard sizes packaged and 
immediately available from stock. 


COMPLETE TOOL CRIB SET 

IN CONVENIENT CONTAINER 
You increase your gross profit 
when you handle the FASTCUT 
line of quality tools. 
Your customers appreciate the 
quality of FASTCUT’'S faster cut- 
ting and long life. They come back 
for repeat orders. 
Your salesmen have more than just 
standard tools to sell—they have 
standard tools, special tools, qual- 
ity, accuracy and service, too. Asa 
result, they push the FASTCUT 
line. 


It ALL ADDS UP TO 
INCREASED TURNOVER AND 
GREATER 


PROFIT FOR YOU! 


FASTCUT 


TOOL COMPANY 
7403 East Davison + Detroit 12, Mich. 





issued a 12-page catalog describing 
its line of “Lion” fasteners. Cata 
log describes three main types of 
quarterturn fasteners and their 
to general, light or 
Head styles, installa 


application 
heavy duty, 
tion procedures, strength charac 
teristics, etc. are given 


ADHESIVES—Rubber & Asbesto 
Corp., Bloomfield, N. J., has issued 
booklet 
application techniques and preca 


an eight-page describin 
tions in connection with its new 
cpoxy-based adhesives for bonding 
plastics, metals, and other com 


ponents 


Capewell Offers 
Wall Chart-File Folder 


Capewell Mfg. Co., Hartford 
Conn., 
wall chart and file folder listing the 
“Microloy 
ground flat tool steel. According te 
the firm, 
makers can use the listings as a 


standard sizes of its 
machinists and tool 


wall chart, while purchasing agents 


can use it as a file folder for data | 


on tool steel 

Printed in two colors, the revers« 
side of the folder carries condensed 
information on physical character 
istics and tolerances of the stock 
Space is provided for distributor 
imprint 


PfUBING—Tubular Products Di 

Babcock & Wilcox Co., New York 
has issued a six-page technical folder 
on the design, maintenance, and 
repair of condensors and heat 
exchangers, emphasizing the use of 


welded carbon 


electric resistance 
steel tubing in heat transfer. An 


other bulletin (no. TB-410) deals 
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CHICAGO 31 


Sodering Paste 
SAVES TIME—SAVES LABOR 


Sofest—fast working 
sodering poste mode. 





Sodering Liquid 


Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 

Cell Your Distributer 

or Write te 


LB. ALLEN CO., INC. 


6731 BRYN MAWR AVE 
ILLINOIS 
® Sold thru Distributors 

© Send for Catalog 








~ 














has devised a combination | 


“If it’s leather belting, 
cements or dressings, 
my sell G&K products 


oo 


INDUSTRIAL 
LEATHERS 


GRATOM & KNIGHT 


comers 
WORCESTER, MASSACHUSETTS 





with the use of seamless and welded 
stainless steel pipe and stainless stec! 
welding fittings in the process in 
dustry where corrosion or clevated 
temperatures are factors Applica 
tion data on stainless steels and 
hints on bending, joining, and weld 


img of tubing are included 


ANCHOR 


For All Masonry 
(RUST PROOFED) 


bution & Co, Yue 


b Ovetributors Coteteg Mo 36 
Albertson Catalog 
Covers Power Tools 


Albertson & Co., Sioux City, la 
has issued a 52-page catalog (no. 56 


covering its “Sioux” valve face 

INSERT ANCHOR 
. Through fixture and tap 

grinder sets, electric screw driver it into masonry flush 

impact wrenches, drills, bench and against the fixture. 


portable grinders, flexible shafts 


grinding machines, valve seat 


Saws, sanders, polishers, abrasive 





cise 5, and polishes 


CARBIDES ( hicago-Latrob« i 9 PLACE NAIL 
: Into anchor and ham- 
Chicago, has issued a folder on it nail until fully la 


carbide-tipped gun drills. ‘Technical serted. 
data is included, together with en 


gineering drawing of product 


CONVEYORS Rapids-Standard 
Co., Grand Rapids, Mich., ha 


issued a “held report no. 100 








describing how gravity and powc! 
belt conveyors can be used to flow 
work to and from operators and a 


semblers 


DISTRIBUTORS: 


lRANSMISSION-—Lovejoy Fle Advertisement Appeans T) Lending Publications 
ible Coupling Co., Chicago, ha Dhected lo UYour Customers 


issued a brochure describing its ful 


linn ot flexible ouplings variable ARRO EXPANSION BOLT COMPANY 


speed pulle \ nds transmussion 1230 Boone Ave., Marion, Ohie 
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DRIFT PINS are in steady demand — 
WOODINGS-VERONA provides all 


wanted types and sizes for you to sell 


. 

t} Contractors, builders, engineering firms and 

We industrials frequently need drift pins to 
replace those normally worn out or lost 

yy This inexpensive item can become a steady 
dependable income producer for you 
Woodings-Verona offers both plug and barrel types of Drift 

Pins in any diameter and length; also Bull Pins with either 


partial or full taper in three diameters. Standard length, 12 inches 


Write for complete information and prices 


WOODINGS-VERONA TOOL WORKS 


AL AELLZ LS 


Ww. -Verona Tools 
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universal joints and motor bases 
Information includes operating data, 
horsepower ratings, sizes, and types 
for various applications 


CARBIDES — Vascoloy-Ramet 
Corp., Waukegan, IIl., has issued a 
24-page catalog (no. VR-437) de 
scribing its complete line of :tool 
holders and carbide inserts. It des 
cribes both positive and negative 
rake toolholders using throw away 
inserts and negative rake toolhold 
ers. Physical dimensions, prices, and 
ordering information are included 


DUST COLLECTORS—Craftools, 
Inc.. New York, has issued two 
folders illustrating and describing 
its “Dustman” portable dust re 
moving system. Photos show typical 
applications. Dimensions, specifica 
tions, and accessories are detailed 


Elco Tool Packages 
Screws in Plastic 


Eleo Tool & Screw Corp., Rock 
ford, Ill, has adopted a new pack 
aging program for 40 types and 
izes of its fasteners. Called the 
‘Stock Your Shop” system of screw 
packaging, the program also in 
cludes a merchandising rack hold 
ing varying numbers of the boxes 
for display 


PRECISION TOOLS—Microme 
trical Mfg. Co., Ann Arbor, Mich., 
has issued a 14-page catalog of its 
Profilometer” equipment for shop 
measurement of surface roughness 


TOOLS—W hitney Metal Tool Co., 
Rockford, Ill., has issued a catalog 
showing the latest additions to the 
line and prices now in effect. The 





JULY 


PUBLISHED BY 


VASCOLOY-RAMET CORPORATION 


646 MARKET STREET, WAUKEGAN, ILLINOIS 


1956 





MANUFACTURERS OF CEMENTED CARBIDES 


TOOLHOLDERS 


TANTUNG CAST ALLOY CUTTING TOOLS 





Trend to Carbide [Insert Toolholders 
Continues Throughout Industry 


Lower Cost for Users, Better Profit for Distributors 
Results from Replacement of Brazed Carbide Tools 





Tools of Tomorrow: 
V-R Seramet 
Ceramic Inserts 











Industry has shown great interest in 


the future potential of ceramic 
not 


cutting 


To date ceramics have come 


but have shown promise 


tools 
into general use 
on light cuts at ultra-high surface speeds 

1000 to 2000 per minute 
or more Vas oloy Ramet Corporation has 


surtace teet 


introduced Seramet ceramic inserts for 


use in V-R toolholders in order to study 
the opportunities for machining at higher 


possible with cemented 


speeds than are 


carbides se ramet ha proved to have ex 


ceptionally good cutting qualities at high 


speeds and is applicable to cast iron, steel 


and non-ferrous metal “eramet inserts 


are available in quantity for shop appli 
cation and « \perimentation 


Distributors having interested cus 


tomers are invited to write for complete 


recommendations 


details, and prices 


Tantung Cutting Tools 
are “Door-Openers” 


Tantung is a unique and exclusive cast 


alloy cutting tool material manufactured 


by Vascoloy-Ramet Cor poration It creates 


immediate customer interest because it 


bridges the between the cutting 


gap 
speeds possible with high spree d steel tools 
and those economically practical with 
As a gen 


the 


cemented carbide cutting tools 


eral rule, it is used at about twice 


speed ol bh gh speed steel 


Complete details and literature are 


available upon request 


Surveys indicate a continuously increasing use of toolholders with carbide 
inserts throughout the metalworking industries. Many distributors liken the 
sale of these toolholders to that of razors, where the volume lies in the blades. 
A toolholder is an instrument for consuming carbides. During a year it will 
use up from twenty to several hundred times its original cost in carbide 


inserte—just as a machine tool will even 
tually 
cost m perishable tools 

Toolholders and carbide inserts are ideal 
better tools 


consume many times its original 


supply items. They are newer 
that offer the 


The re are 


and con 
Ov! 


customer savings 


venience styles to handle 


of his machining operations. They require 
less shelf space than brazed carbide tools 
carbide 


the 


re orders at 
the 


and continuous 


inserts follow naturally sale of 


toolholders, with a minimum of sales fol 


low-up eflort 


V-R Toolholder Sales Advantages 


The design and range of the Vascoloy 


Ramet line of toolholders and carbide 


inserts offers outstanding 
ol toolholdere are 


sales opportu 


Iwo basi ly pes 


nities 
available 
fr b iy¢ ] 


Triangular or square inserts offer 6 or 8 
Grind 


l. For throw-away inserts 


cutting edges at pennies pert edge 


ing is eliminated, Used inserts are simpl 


replaced. Customer inventory is 


downtime is lees and carbide co 


lowered. Both positive and negati 
toolholders are available 
2. For inserts up to 1',” long 


4 users equipped o grin 


Fig | ifge 


inserts at low cost often preter thi tvle 
of toolholder and insert 

All V-R toolholders 
lantung cast alloy chipbreaker 
All have the V-R eleva 
that speeds 


changes, 


have exclusive long 


wearing 


plates exclusive 


tor design simplihes and 


insert greatly reducing down 


time 
VR 


eerts are 


carbide throw-away and long in 


available in triangular, round 


and square shapes Long inserts are also 


available in diamond shape. Standard 
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i 


la | 


| invert he 


been regreund 90% of the cor 
bide con be 
mave 


toothelde: 


oo meny time 
a powible te vied 


ute in most type 


of toothelders 














manutactured by 


chin ng re 
VK to 
bane d om oveT 


held 


carbide grades to meet 
quirements are 
tandards of quality 


years leadership in the 


Distributor Inquiries Invited 
V-R 


cast alle 


nal inserts will 


In certain territori« the line of 


cemented carbide and Tantung 
eutting tools, toolholdes 
be available to qualihed 
utors Addre ime 


K amet ( orporation 


etowk ng distrib 
Vascoloy 
Iineis 


juiftie tl 


Waukegan 


177 





NEW, BETTER 45-page publication shows full speci 


fications of punches, shares, presses, 


brakes, power presses and shears, 


C/ ” wey wiper al ay 


FLOORS Speedi-Dn Corp. 
: Menlo Park, N. J., has issued a 
guards the life, folder listing 101 different uses for 


cuts downtime, the firm's “Sol-Speedi-Dr 
saves costly | mineral floor absorbent 

maintenance on Lote FITTINGS—Allov Tube Div. Car 
machine tool ways ™ penter Steel Co., Union, \ J., has 


issued a bulletin describing two 
types of unplasticized polyviny! 
chloride pipe and fittings. Applica 
tions are listed by industry and 
process, corrosion resistance is de 
fined, and tables give such technical 
data as physical properties, dimen 
sions and weight, maximum work 


| 


ing pressures, ete Include ire 


installation instructions 


The clean, score-free wiping action of The extent of scoring and abrasion 
C/R Wey Wipers is evident in this caused by chips, trapped under the 
partial view of a radial drill. Note how carriage is clearly shown in this photo- 
close, accurate lip contact on the column graph of a lathe way 

is achieved, even though the wiper is 

mounted on uneven surfoces 


This close-up photograph shows harmful 
chips and abrasives trapped in a fibrous 
wiper that permitted scoring of the lathe 
way shown above right. 


How many hundreds of dollars are scoring and abrasion of 
machine tool ways costing your shop each year... dollars that 
could easily be saved? C/R Sirvene (synthetic rubber) Way 
Wipers make it unnecessary to tolerate this expensive damage. Maurey Catalog Covers 
They are designed and precision molded for an extremely accu- Variable Speed Transmission 
sate fit, They will not trap harmful materials . . . will not mark or 

7 : Maurey Mfg. Co., Chicago, has 
smudge ways. They will wipe ways clean of dirt, chips, fine 
abrasives . . . even water emulsions . . . yet leave a thin, protective issued a new catalog describing the 
oil film, C/R Sirvene Way Wipers will fit flat ways, side rails, 
angles, columns and hydraulic rams... and are easily installed 
They will save you many times their cost. Please write for illus- variable speed transmissions for ma 
trated brochure that gives complete details. chines using up to 10 hp. V-belt 

drives. Dimension charts are in 


features and applications of four 
stvles of the firm’s “Maurevmatx 


DIVISION cluded alone with a two-page appli 
CHICAGO RAWHIDE MFG. CO. cation chart at the center spread 
1217 Blieton Ave. « Chicago 22, Iii. 


Offices in 95 principal cities See your telephone book. ‘on - @ Gen. cies) COUNTERS—Production _ Instru 


In Canada Manufactured and Distributed by ment Co., Chicago, has issued a new 


Super Ol Seal Mig. Co, Ltd, Hamilton, Ontario RAWHIDE. 


Laport Sales Geon international Corp . Great Neck, NY 


catalog covering its line of stroke 


and revolution counters. Illustra 
Other C/R Products 
C/® Shaft and End Face Seals + Sirvis-Conpor 


eee FE ee, eee Some each device. Engineering drawings 


tions and prices are included for 
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DON’T LET 


DECARB 


BEDEVIL YOU! 
w 


RIDICULOUS? Not at all! Even .005” decarburization is HERE’S POSITIVE PROOF OF 
enough to cause peening in the initial stages of service, and HMS ASSURED VALUE! 
> 


soon these areas flake or spall out resulting in service failure 
Only accurately controlled heat-treating such as practiced 
by HMS can positively prevent decarb. 

So, why take chances? For assured value, right price and 
fast delivery whether heat-treated, brass, stainless or low 


carbon always recommend HMS. 


Always hecommend HME... in The bor you never chop 


Competitive screw thread Typice!l HAMS screw thread 








(Note decarb white orea) (uniform teature —no decarh) 


HARTFORD MACHINE SCREW COMPANY 


Dieinon of Standard Screw Company 


ott manu 
101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT ' , 


artvurizat 





asit 


CAP SCREWS . SOCKET PRODUCTS . TAPER PINS . DOWEL PINS . HEX NUTS —_ } 
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Lele} ) me-7 18 2 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


MYORAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
With 2 Gueen ces 
Bender one man in 
but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to § 
Compact, portable 

. saves hours, 
saves materials, 


Quickly form small- 

radius bn 3 without 

flattening or kinking 

Espex ially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters Saves up to 75% in time 
and materials on many jobs 


casy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi 
nets, panels, Various sizes 
and models for making open- 
oP for conduit sizes trom 
up to 34". To operate, 

| Me turn with a wrench, 


MYDRAULIC 

KNOCKOUT PUNCH 

Driver 

Portable hydraulic unit 

for driving Guuen ces 

Knockout Punches. 

Speeds jobs easily 

operated, Develops over 
11 tons of pressure so that conduit openings 
are cut in 10-gauge metal with case. 


ae Specifically de- 
signed to save 
time, speed jobs... 
eliminate tedious, heavy 
work, Companion tools to 
many other Gaemwian timesavers for the 
electrician, 


elt Te 
Write for new Electrical Tool Folder, Greenlee 


Tool Co. 1927 Herbert Ave., Rockford, Ill. 


detail characteristics of the instru 
ments. 


SAWS. Porter-Cable Machine Co., 
Syracuse, N. Y., has issued a 26 


page manual titled “How to Use the 


Porter-Cable Bayonet Saw.” In 
tended for builders, carpenters, 
maintenance crews, ctc., 
contains suggestions on how the 


the guide 


tool may be used for various pur 
poses. 


LUBRICATION — Bijur Lubrica 
ting Corp., Rochelle Park, N. J., has 
issued a bulletin (no. 3B) describing 
its automatic, cyclic-type lubrica 
tors for metalworking machinery, 
printing presses, packaging machin 
Included 


ery, machine tools, et 


are descriptions of the devices’ 
pump mechanism, filters, reservoir 
and distribution system. Engineer 


ing data is tabulated for each type 


Equipto Display 
For Parts Cabinet 


Equipto Div., Aurora Equipment 
Co., Chicago, has developed a di 

highlight 
Cabinets for Tim 


Lhe display has been ce 


play to features of it 
“Little 
Parts.” 


signed to permit inspection of the 


(Gem 


units at the point ot pur hase 


claims the firm 


FASTENERS~—Cleveland Cap 
Screw Co., Cleveland, 
34 x 5} in. card listing the physical 


has issued a 


properties of its line of fastener 
Printed on Vinyl plastic, the card 
analysis, head marking 


Brinell and Rock 


well hardness on screws up to 2 


lists steel 


tensile strength, 


in. dia 
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Insto-Gas | 


PORTABLE HEATING 
EQUIPMENT 


@ TORCHES 


For soldering, brozing ond annealing 


e FURNACES 


For melting metals and compounds) 


@ SALAMANDERS 


(LP-Gas fired, instant lighting) 


@ INFRA-RED 
HEATERS 


(Portable LP-Gs or Natural Ges) 


Insto-Gas offers Industrial Distri- 
butors Nationally advertised, 
quality equipment and mer- 
chandising aids to move this 
equipment to your customers. 


Wire or write today for complete 
information 


INSTO-GAS CORPORATION 


Department ID 
DETROIT 7, MICHIGAN 





Nationally Recognized 
Heavy Duty Bench Type 


ALLEN 


PUNCH PRESSES 


Nationally Advertised 
in leading Trade Papers 


Inquiries from ad- 
vertising are sup- 
plied to our In- 
dustrial Supply 
dealers. 


aoe =. Line 


popu "Models 
1 to 5 ton 
capacities 


L ¥ 


Write or call today 
for details on han- 
dling the Allen 


Punch Presses. 


ALVA ALLEN yg 





Dept. ID Clinton, Missouri 














FROM THE 


om FILES 





25 YEARS AGO 

Roger Babson said he would stak« 
his reputation on the fact that 
business was pushing its way back 
to normal, after scraping bottom 
since carly 1930. Colonel Ayers 
of the Cleveland ‘Trust also 


predicted an early improvement 


Jack B. Dale, Briggs'Weaver Ma 
chinery Co., Dallas, Texas, wrote 
an article explaining the indus 
trial distributor's function for the 
Cotton & Cotton Oil News 


Woodbury & Wheeler Co., Port 
land, Ore., took on three new 
salesmen. The management said 
it hoped to counteract the busi 
ness depression by cultivating 


the territory more thoroughly 


A train hit a car just outside the 
Harry P. Leu display room in 
Orlando, Fla., knocking it into 
Leu’s plate glass window and 
destroying a first-aid display the 


company was featuring 


Abrasive Machine & Supply Co., 
Newark, N. ]., doubled its ware 
house after taking over the busi 


ness of Ludlow & Squier 


a Duncan Co Minneapolis 
took on the Boston Woven Hos 
line 


A new firm, Standard Supply Co., 
was opened in Portland, Ore., by 
Harry Breitbarth, William S 
Whaecler and George G. Root 


Behr-Manning Co., Troy, N. ¥ 
was consolidated with Norton Co 


Distributors throughout the coun 


try reported decreased busines 











- 
; 


A 
ae / © , 


FASE 
Somebody always needs new casters 


Too many people still get taken to the cleaners by casters that need 
replacing. When they don't roll but merely squeak, when they refuse 
to swivel, when they drag their feet and damage floors it’s time to 
change to smooth-rolling, easy-swivelling Bassicks. Salesman who 
points this out to his customers gets the sale. 

Check every truck, dolly, portable machine, office chair in fact 
everything anyone might wish to move Suggest good casters and 
you can save your customers time and money. The salesman smart 
enough to point out where Bassick casters could pay their own way 











earns the sale 
Where else can you make money by mentioning casters? Is there 

a shipping operation or a production line in your territory that cas- 
ters could speed up or cut costs on? Why not take a minute —every 
call you make —.to figure out where casters could help most, Then 
talk to your customer about the Bassick casters you handle 
SEALED, $99" BASSICK CASTER. Once-a-year lubri 
cation is all that’s needed to keep these Bassicks 
rolling at a touch, swivelling freely. Reason” 
Bassick's sealed construction keeps dirt out and 

keeps grease in both the swivel and 

wheel bearings — both with alemite 

fittings 


THE BASSICK COMPANY, Bridgeport 2, Conn. In Canada: Belleville, Ont 


7, ; ee A OIVISION 
» ‘ i or 
- 
> ie 
MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
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precision motor driven spindles or work heads 25 Years Ago (Cont'd) 


from the same month a year ago 
im almost ever line Onlv one 
product category, V-belts, showed 

crease for the period, accord 
ing to the Inpusrraiar Desrreist 

IN sale survey, and this m 
! va reported only in the 
OUT nd West 


all units dynamically balanced empleton, Kenly & Co. attached a 
e-¢ ° g to its products bearing the 
precision belt driven spindles or work heads tatement Simple x Jac ks have 


never been sold to mail order con 


qa a ] \ Kin cv Co Indianapolis ind 
ae W. H. Kiefaber Co., Dayton 





i the Whitman & Barn 


Harry P. Leu, of Harry P. Leu, In 
Orlando, Ila., attended the Inter 


eee and precision machine tool attachments national Rotary Convention at 


Vienna, Austria 


all units dynamically balanced 


L.. Fk. Woodbury became president 
of Woodbury & Wheeler Co. 
Portland, Or 


10 YEARS AGO 
M Vr, D<¢ ale te Ray Neal, R. C. Neal Co., Buffalo, 


was clected a director of the But 


falo Chamber of Commerce 
these 3 HNDARD units Hollis & Co., built a new 25,000 


q. ft. headquarters at an approxi 


are naturals for special rate cost of $85,000 
Machine Tool Builders Jack Hansen, of Hansen & Yorks 


Co., New York City, won low 
net at the New York Hardware 
Shown here is only a small part of STANDARD'S complete line of l'rade golf tourney 
= ision spindles and attachments including Traverse, Slides, Feeds, 
“ables ; manual, air, or hydraulic. Contact your customers who design Klel 
or build special machine tools and show them how STANDARD 'S Bob Smith, of Smith & 43% 
versatile line will save time and cut costs on special equipment. 
Write for complete literature. his annual golf match with Bob 
Munger, of Charles A. Tempk 


ton, Waterbury, at the Connecti 


Standardize with 
sete STANDARD deca ca. i'w 


MACHINE TOOLS Carl A. Channon, of Great Lake 
2520 RIVER ROAD © CINCINNATI 4 © OHIO Supply Corp., celebrated his 50th 


In New Britam, Conn. won 
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10 Years Ago (Cont'd) 





vear in the industrial supply busi 


ness in Chicago 


Charleston Supply Co., ¢ harleston 
 < was erecting new quarters 
on King St. Extension 


Distributor sales nationally were 


only slightly below the wartime 


level and 2-3 time higher than 
in 1939 

Van Duren Supph Co., Paterson, 
N J moved to new quarter in 
} 7 5.008 q tt building 

Purchasing agents in their monthly 
N.A.P.A urve' predicted that 
if strike vere settled, business 
woul if to cyv »¢ ik 


I 


Columbus lron Works Co., Colum 
bus. Ga.. had eight ex-Gl's on its 


training wran 


Van Norman Co. purchased ub 


tantiall ill the outstandmg 
tock f Mors Iwist Dn & 
Machine Co. ‘The new manage 
ment said Morse would continue 
to operate as a separate company 
Georgia Supply Co idded 25.000 


sq it f space to its quarter 


Ducom: Metals & Supp! Co 
registered a 120,00 hare om 
mon stock offering, 100,000 tor 
the publ ynd 20,000 reserved for 
office | employes 

Sam Alle f Henry Disston & Son 


defeated Jack Smith, 1945 title 
holder, for the Eastern Hardwar 
Golf championship at Shawnee 
on-the- Delaware 


erskine-Healy | Rochester, N 
Y., organized a sound equipment 
department under Walter D 
berskine on f President Don 
berskine 


Kenneth E. Yorke returned from 
wartinn ervice to Hansen & 


Yorke ‘ New York Cit 


ANOTHER ADVERTISEMENT 


trade magazines te 
son U-W quality. 














now appearing in 
help sell your customer 





ENGINEERED 
FOR SAFETY 







Upson-Walton shackles are made with 
round or screw pin, in anchor or chain 
types, hot galvanized or green 





enameled. Strengths and complet 
dimensions are shown in free 
catalog. Your distributor carries 
a wide selection for your con- 


venience, 


f | THE UPSON-WALTON COMPANY 


ad, ‘ 12500 ELMWOOD AVENUE «+ CLEVELAND 11, OnIO 
4 New York . Chicage . Pittsburgh 


MANUFACTURERS OF WIRE ROPE + FITTINGS + TACKLE BLOCKS “ESTABLISHED 1877 
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This Clamp has a mind of its own! 


Wilton's new Rapid Titan is the fool-proot C-clamp with both continuous and rapid 
action. Wilton's patenmed out allows he spindle to engage the screw for ughtening 
action and disengage for rapid action-—AUTOMATICALLY! No buttons—no springs 

no trigger! Wear-proot smeel nut hi-tensile ductile alloy ~~ full length, precision 
cut, spatter-proot Acme screw Rapid Titan Clamps are a snap w sell—build repeat 


business —are surprisingly low priced—and UNG ONDITIONALLY GUARANTEED FOR 
5 YEARS BY WILTON! 


ATTACH —= AD TO YOUR LETTERHEAD 
POR PREE LITERATURE! 
1D-7 


WILTON 100: mrs. co., inc. 


SCHILLER PARK, ILLINOIS 
Seld By Leading Distributors The World Over 


A source of 
good repeat business 


This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected — 
four separate rolls, cach a different 
gauge. Your customer just snips off 
stock as needed. When roll ends, you 
get an automatic reorder. Available 
in 6” x 100” rolls, brass or steel stock 
Your name printed free on top of rack 
when you order 25 or more racks. 





© Street, Glenbrook 


INDUSTRIAL DISTRIBUTION © JULY, 1956 





Book Reviews 





THE MARKETING REVOLI 
TION, Proceedings of the 27th 
National Conference \merican 
Varketing Associatio1 Chicago 
$4.00—Some 29 report ind talks 
ire included in this 105-page book 
let which covers both consumer and 
industrial problem Five report 
devoted to evaluation of pote 
and territories by mean 
data and the Standard |! 
dustrial Classification, which make 
po ble the grouping of custome 
by function and thus by th type 
of products they buy. Other arti 
cles of wide interest a1 \utoma 
tion—Forerunner of a Marketing 
Revolution,”” by Peter Drucker, and 
Who Is the Salesman?” by Ray 
Mack Professor Mack's talk stir 


up a controversy last fall when 


ct 
he 
characterized the typical salesman 
is a man “climbing down the lad 


der of success rather than up it.” 


ADVERTISING COPY AND 
COMMUNICATION, by S. Wat 
n Dunn, McGraw-Hill Book Co 

) W. 42 St.. New York 36, N. Y., 
his book ha omplete 

yverage of the theory and practice 
of writing copy. Only the chapter 
dealing with theory hav ilue for 
the industrial advertiser, since most 
of the book is concerned with con 
imer fields Basic commun 


problems are similar. however, in 


maton 
pes of idvertising Cor hap 
deals with how 


ound motivation of bu 


PHE WORRY-GO-ROUND, How 
to Understand Your Everyday Ten 
ions, The Connecticut Mutual Lif 
Insurance Co., Hartford, Conn 

(his cartoon booklet featuring the 
gremlin Hi Tension ind hi 
deadly effects on busin men 1s 
valuable light reading. It depicts 
imply and graphically everyday 
ituations which result in a short 


unhappy life for the unwar 








NEW LINES 
taken on by 


DISTRIBUTORS 





Dayton Rubber Co. has appointed 
distnbutors to 
f industrial \ 
speed belts and 


the following 


handle its lin 

belts, variable 

V-belt sheave 

© Jefferson Industrial Supply 
Peabody, Mass 

© Bearing Distributors 
Kansas City, Mo 

¢ Grand Rapids Belting Co 


Grand Rapids, Mich 
© Power ‘Transmission Equipment 
Co 
Chicago, Ill 


Phe Cameron & Barkley Co., Jack 
sonville, Fla., has taken on the 
following lines 
® Mason-Neilan Regulator Co 
(pressure reducing and regu 
lating valves 

® Backus Machine Works 
cut-off saw 

C,arrett Supply Co., Los Angeles, 

is a new distributor for 

@ Chain Belt Co 

® Norton Co 

(grinding wheels ) 


Allis-‘Chalmers Mfg. Co. has added 
the following distributors 
© Empire Machinery & Supply Co 
Norfolk, \ d 
I exrope V-belt drive 
equipment 
© Mill & Textile Supply, Inc 
Birmingham, Ala 
(““Texrope” V-belt drive 
equipment 
© Briggs-Weaver Machinery Co 
Dallas, Tex 
(fork lift trucks) 


Moore-Handley Hardware Ceo. 
Birmingham, Ala. has been 
named a distributor for Atlantic 
Metal Hose Co. for Alabama 
ind areas in ‘Tennessee and 


(,eorgia 


WHY More and More 


industrial Distributors 








Pa he. I> 


ELEPHANT BRAND-WAGON 


1) Service tailored to the needs of industrial distributors. Our 
experienced people help distributors maintain the best stock 
for their trade, and fill any size order promptly. 





Dependable, top-quality chain, pre-tested for uniformity, always 
standard, full size. Our chains meet Government and railroad 
specifications. 

) Fastest shipments from our central locations. 


Elephant Brand Chains arrive at your dock Bn top condition— 
rust-free and packed for easy handling and storage. 


Elephant Brand Products Are Mader By The Oldest 
Manufacturer of Chains in North America: 


* Proof and BBB Chain oo’ , * Boomer Chains 
* High-Test Steel Chajny’ ; 
* Sling Chains <7 


* Grab bcks, Slip Hooks 
end Qed Shuts 


by Chain 


* Conveyor Chains 
* Liberty Coil Chain 
* Machine Chain 

* Weldless Chains 








Write For Catalog and Prices 


m NIXDORFF-KREIN MFG. CO. 


916 HOW STREET + ST LOUIS 6 mMiIssOUR! 
TELEPHONE CH 1.6726 + TELETYPE O& 892 





WAREHOUSE STOCKS OF INDUSTRIAL CHAINS MAINTAINED IN 
HOUSTON + ATLANTA «+ PORTLAND 
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YOU are part of the triangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 
1. A good blade—an accepted blade—-a blade you can prove is 


better by actual test. 


Factory support—men from the manufacturer's engineering 
end sales staff who know their blade and can advise how bes 


to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 


top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin's Powerflex 

a high-speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 
tive tests have proven Powerflex blades superior. 


Griffin 


Perhaps you are already a part of Griffin's 
pe } i ¢ Blades 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales. 
Write teday 


THE TRIANGLE industrial Griffin 
THAT MAKES FOR EASIER SALES Distributor Representative 


. PRANKLIN, NEW HAMPSHIRE 


. Grobem & Co. tnc., 105 Ovens New York 6, HY. 
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Frank Wheatles Suppl Ci l‘ulsa, 
Okla., has been appomted di 
tributor for Oklahoma by Circl 
Clamp Corp 


The Northern Division of The Re 
publi Suppls Co. of California, 
San Leandro, has beer med a 
listributor for Bostor (car 
W ork 





D-A-T-E-§ 
TO REMEMBER 





}-29—National Electrical Con 
tractor Association, convention 
ul exposition, Sheraton-Palace 
Hotel, San Francisco 
sept 28—Iron & Stee l.xposi 
Public Auditornum, ( 
land 
()ct 10—National Hardware Cor 
ention Atlantic City, N & 
mnths ponsored by Wholesak 
Hardware Association and Ameri 
in Hardware Manufacturer 
Association 
ct. &12—National Metal E-xposi 
tion and Congress, Public Audito 
im, Cleveland 
het |-24—Protective Pa Kaging G 
Maternal Handling i.xposition, 
Kiel Auditorium, St. Loui 
ct. 23-25—] xposition ynpetition 
ind short course, Societv of In 
dustrial Packaging & Materia 
Handling Engineers, St. Loui 
ct 26 Amencan Society of 
lool Engineers, semi-annual meet 


W hite Sulphur Spr \\ 


18-19—Central Stat 
Distributor \ 
convention | 


Hotel, Chicag 


1957 
30—Annual NI 
\ssociated Equipment 
tors, Conrad Hilton H 
ive 
june 1820—Annual T: 
trial Suppl (Convent 


ran isco 








The Buyer Looks 
at Business 





Composite opunen of purchas 
mg agents who comprise th 


N.A.P.A.Business Survey Committee 


Some Letup in Pace 


The May reports of purcha 
ing executives ontributing to the 
business survey reveal that the pace 
of the over-all industrial stride 
though far from sluggish, is tend 
ing toward a trot rather than a 
gallop. Not since carly 1954 have 
so many shown a reduction in 
production ind new orders lor 
example, the May returns have 28°; 
reporting better production com 
pared with 37°, in April, and 21°% 
showing reduced production against 
14°,, a month ago Those report 
ing production the same remained 
essentially unchanged, 51°), in May 
and 49% nn 


\pril In the new order 


' 
column, 33°, report improvement 


compared with 36°) a month ago 
while 26°, list a reduction in 
demand against 19°) in April. No 
change in new orde receipts | 
indicated by 41°), with 45°, so 
reporting last month 

Commodity prices give some indi 
cation of leveling and inventors 
show little or no change Employ 
ment is down slightly due to lay 
otts nd = =6bad = 6weather Sonn 
lengthening in lead time is noted in 
buying policies due to shortages of 
everal basic material 

Of those who answered a special 
survey of the effect of the policy ot 


making price increases to cover all 


or part of expansion costs, 76°, 
reported some or considerable cffect 
from this factor on current prices 
There were many who felt that in 
creased prices may be necessary to 
recover such costs unless tax relief 
depreciation and depletion allow 
ances and improved productivity by 


workers can provide for the neces 


INVESTIGATE THE 
SALES OPPORTUNITIES AND 


PROFIT POSSIBILITIES 


WITH THE myh LINE OF 


FANS and BLOWERS 


The nyb line offers everything you have been looking for 


@ Complete selection of types and sizes in both direct and 
belted drives. 


Rugged welded steel construction featured 
All fans skillfully engineered and laboratory tested 
All wheels dynamically balanced for smooth operation 


Certified ratings in strict accordance with NAFM Test 
Codes (nyb is a member of NAFM.) 


Guaranteed, dependable merchandise that will bring re 
peat orders and satisfied customers 


@ Generous discounts. (Ask about our distributor policy. ) 


GENERAL PURPOSE FANS JUNIOR FANS PROPELLER FANS 


Two types, ten beske sizes 
lotally enclosed motors 
Square steel panel} sim 
Witt SLOW SPEED piify inetatiation Wheel 
W heel Rotatable hous diameters 10 im. t a im 
nes. Five sive Capacities Capacities trom 67% ¢ 
m 160 to 4100 cin 1400 eff 


Why not identify your sales with this old-line dependable company 
with 65 years of manufacturing skill and experience back of it? Write 
today for bulletins and full details 


THE NEW YORK BLOWER COMPANY 


SALES CPPICES © «3173 SOUTH SHIELDS AVENUE *¢ CHICAGO 16 
Pacteey, tavaeerts, tmerane 


Send al once 
ADDRESS 
descriptive literature 

on your line of fans CITY 


and blowers 
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EVERY 
DEMAND 
WITH 
THE BEST 


Here are tools that provide 
effortless power for hundreds of 
production line jobs, Over the 
years leading firms have proved 
to themselves that to specify 
MALL TOOLS is to specify 
“satisfaction” for everyone in- 
volved with the use of power 
tools, MALL tools stay on the 
job longer and are easier to keep 
on the job. MALL Tools keep 
»roduction ‘‘on the move.”’ 
Send for your FREE copy of 
the MALL Portable Power 
Tool Catalog or Pneumatic 
Tool Catalog today. 


MALL TOOL COMPANY 
Portable Power tools + Gesetine + Electric + Al 
7802 Seuth Chicage Avenue, Chicege 19, tit 


Please send your latest Portable Power 
Teel Catalog O Preumatic Tool Catalog O 


Name 


Address 


sary expansion where materials are 


short. 


Price Pressures Level Off 

The price pressures reported by 
Committee members last month 
have leveled off in May, with 61% 
indicating higher prices compared 
with 76%, last month. In April 3% 
said prices were lower, while this 
month 5° showed declines. There 
were 34% listing prices the same, 
an increase of 13%, over April. Suf 
ficient inventories and a peak-off in 
nonferrous metals, steel scrap and 
rubber were the predominant fa 
tors in limiting the price spiral 


Inventories Remain the Same 

lhe Committee members’ reports 
reflect little change in the inventory 
price picture in May. ‘Their state 
ments indicate that the accumula 
tion of goods as a hedge against 
further inflation has reached at least 
a tentative maximum point with 
deliveries of first quarter orders com 
pleted. In May 33% have higher 
stocks, no change is shown by 54°% 
and 13% carry less inventory in this 
category than in April, 


Slight Rise in Unemployment 

Those reporting employment as 
being less than a month ago, 15° 
are the highest since January, 1955 
Automobile layoffs and poor weather 
for farming and construction proj 
ects account for most of the con 
cern about here 
still is, however, a preponderance of 
those reporting employment un 
changed, with 58% so stating. The 
24% who report employment up 
express doubts of its continued high 
level unless there is a resumption 
of normal production in the auto 
mobile industry and no interruption 
in steel production 


employment 


Lengthening of Lead Time 


There is some indication of 
lengthening of lead time in the 
purchasing of production materials 
The comments of the reporting 
members indicate this is due to 
shortages of many basic materials 
such as steel, copper, lumber, etc 
Those ordering in the 60-day range 


increased to 39° and those in the 


INDUSTRIAL DISTRIBUTION © JULY, 1956 


-YOU CAN-— 
WIN NEW 


BUSINESS 
—$prmees WHtH qe —! 


TARNELL 


D> CASTERS AND WHEELS ~<a 


at 
S xy 
* Good Profit Margin 


* Nationally Advertised 
* Always In Demand 


RUBBER TREADS ... a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


RUST-PROOFED - »« by ine pleting, 
Darnell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals are freely used. 








STRING GUARDS . . . Even though string 
and ravelings may wind around the hub, 


these string quards insure easy rolling at 
ali times. 


Distributorship information Gladly 
Sent On Request. 











DARNELL CORPORATION, LTO 





eel 


90-day range to 27% \ drop to 
22%, was noted in the 30-day lead 
time and to 3°% on a hand-to-mouth 
basis. 

No conclusions could be drawn 
on MRO supplies ordering since 
fluctuations were minor and fol 
Jowed no pattern. The percentas<s 
are: hand-to-mouth—15°%, 30 days 
—38%, 60 days—30%, 90 days— 
14%, 120 days and over—3%. 

For capital expenditures, as 
expected, there are still 62% report 
ing their buying in the 120 days 
and over category. Another 22% 
require at least 90 days lead while 
only 16% are satisfied with 60 days 


or less. 


Specific Commodity Changes 

Concern over possible steel strikes 
this summer and current stock-pil 
ing have caused many more than 
usual to report noticeable shortages 
of a large number of steel items. 

On the up side are: Aluminum, 
steel, steel pipe, magnesium, paper, 
corrugated cartons, vegetable oils, 
lumber, coal, gasoline, raw sugar, 
electric motors and electrical equip 
ment 

On the down side are: Brass, cop 
per, steel scrap, tin, scrap paper and 
rubber 

In short supply are: Aluminum, 
some copper items, nickel, steel 
(plate, shapes, structural, pipe, 
stainless, sheets), titanium dioxide, 
selenium, monel, paper, kraft papers, 
cellophane, lumber, electrical equip 
ment and valves 





MODERN ANTIQUES 


Fifty-five “antique, oil-burning” cast 
iron posts and lanterns have been in 
stalled to light the footpaths of Phila 
deiphia’s Washington Squore. The 
colonial lanterns, potterned after 
styles existing two centuries ago, 
were specially created to promote his 
toric atmosphere in the park. How- 
ever, they ore served by four under 
ground three-wire electric cables; in 





SERVING INDUSTRY 
THROUGH DISTRIBUTORS 
FOR 75 YEARS 


The year 1956 marks the 
75th anniversary of our 
company. For three quar- 
ters of a century, Home 
Rubber has been able to 
serve DISTRIBUTOR needs 
in all lines of rubber belt- 
ing, hose, and packing. 

Our relations with Distribu- 
tors have been valued and 
personal. We are proud of 
these relationships for they 
are responsible for the suc- 
cess of our company. We 
are enthusiastically look- 
ing forward to the next 75. 


THE HOME RUBBER COMPANY 


TRENTON 5, N. J. 


BRANCHES IN NEW YORK AND CHICAGO 
NEW YORK—WOrth 2-4460 CHICAGO—CEntral 60601 TRENTON 5-617! 


side the lamps are 200-watt bulbs, 
notes Electrical Construction ond 
Maintenance, McGraw-Hill publica 
fron 














~‘ 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


— 
Texans from San Antonio Machine & Supply Co., San An Four Detroiters. Mr. and Mrs. L. F. Joseph and Mr. and 


tonio, ave Carl C, Krueger, Mr. and Mrs, J. G. Younggren Mis. R. L. Parkinson, The Ray! Co., enjoy a round-the-table 
ond Mrs. Krueger chat 


\ 


Quintet representing suppliers includes R. D. Mount (Bas Greetings at the door are exchanged by Mr. and Mrs. T. 1 
sick), Mr, and Mrs. R. A. Modig (Holo-Krome), Mrs, Mount Sossner (Sossner Tap & Tool) and P. H. Hartshorn and 
and Hf. A. Neff (Holo-Krome) K. B. Komp (Melin Tool 


~ a -— ie ws 
aY 1 * A 7} d \mn- 


Getting oriented at tea table are Mr. and Mrs. Robert Early arrivals for tea include Mr. and Mrs. Fred A. Seither 
Bittenbender and Mr. and Mrs. ©. Emmest Hallock, The of Seither & Ellis, Inc., Newark, N. J]. Party was first big 
Rittenbender Co., Scranton, Pa get-together of convention 
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POWELL 


for all valwe needs 


for every flow control problem there is a right Valve 


Powell can supply this right valve—made 
right of the right material®. Every part 
of every valve must pass rigid inspection. 
And as a final step in manufacture, every 
Powell Valve has Performance Verified 
through an actual line test. 

As an aid in selecting the right valve, 
the basic valve designs are illustrated 


The Wm. Powel! Company, Cincinnati 22, Otic .. . 110th VEAR 


here. For complete information on the 
wide range of sizes and materials avail- 
able in each type of the basic valves illus- 


PERFORMANCI 


PV 


VERIFIED 


trated above, consult your Powell Valve 
distributor 
or if you have a special flow control prob- 
lem—write direct to The Wm. Powell 
Company, Cincinnati 22, Ohio 


If none is located near you 


POWELL VALVES 


"BRONZE, IRON, STEEL AND CORROSION REGISTANT VALVES 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


Among first arrivals at the associations’ opening rec eption Visitors from Michigan tea table include Thomas H. 
were T,. D. Kinney (center) and Mr. and Mrs. R. EF. Buck Plater and Mr. and Mrs. R. H. Tiderington, of Flack-Pennell 
(Buck Tool). Co Saginaw 


S. F. Murphy, Jr., (Quigley Co.) chats with Mr, and Mrs C. FE. Brady (Duro Metal Products) joins Mr. and Mrs. A. R 
W. J. Cashman, The Henry Walke Co., Charlotte, N. C. Riel, Riel Hardware & Mill Supply, Springfield, Mass 


’ : 
. . 
('5e 
f ; r. 
Tea is also for the gentlemen at first get-together: in this Another male duo consists of F. A. Kaufman and FE. H 


case A. H. Hawkinson, R. W. Stevenson and R. |. Samuel McGraw (McKay). Reception was the first main event after 


son (Greenlee Tool) conventioners registered 
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2~the Sweet music of money —_ “8b 9, 


Gear wear reduced with 66% less lubricant 
when metalworking plant tries Keystone. 


Lazy lubricants caused excessive wear of press gears 
in a large eastern stamping plant. Intended to cushion 
the gears in a bath, they thinned out, allowing metal-to- 
metal contact. Result ear-splitting grind and grumble, 
ruinous gear wear, and continual leakage of lubricant 

which kited inventories, cleaning expenses and frequency 


of application 


The Company experimented with many kinds of 
lubricants—and all failed. Earbursting noise continued 
Gear replacements were running up costs. And because 
of ke rm, 15 drums of stock had to be kept on hand 


lor make ip 


Keystone ended the trouble with 667 leas lubricant 
(,ear wear and nowe were arrested when the Compar 
switched to Keystone 122 X. For tis lubricant has the 
film strength to cushion gears perfectly to eliminate 
tay on the job. Because 


} 


nerve-racking grind and ring—to 
this is so. th ' ww gets complete lubricatior 
66%, ke ibrical 5 r housekeeping, Maintained at 


lower Cost resul hh greater salety And appli aT 


Me 


Jet} 


costs as well as lubricant inventory were cut to the bone 


Your Keystone Industrial Distributor can help you, 
too. If wear racket is lowering vour plant moral if 
power and replacement costs are out of line talk to vour 
nearby Keystone Distributor. You'll find that he knows a 
great deal about local conditions iffecting lubrication He 
works closely with our Lubrication Engines Stall in 
finding the right answers to difficult problem And from 
his complete stock of Keystone Specialized Lubri 


rompttly mpl ou rderi 


anit rie 
can fill your needs p 
reducing your inventories and sa 
Keystone Lubricating Compa 


Lippincott Street Ph Hadelphi 


SEND FOR 
FREE BULLETINS 
Key 


SPECIALIZED 
LUBRICANTS 





MR. DISTRIBUTOR: Here's another report on 


and increased production resulting from the use 
Keystone Specialized Lubricant. We urge you to utili 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


J. ¥. Whalen (Billings & Spencer) holds the center spot with Warm greeting is tendered by FE. N. Wirthlin, Jr., The 
Mr. and Mrs. R. J. Ahern (Billings & Spencer) and Mr. and Wirthlin-Mann Co., Cincinnati, for Mis. J. Forrest Bennett 
Mrs. W. P. Chatfield, F, Hallock Co., Derby, Conn Couch & Hevyle, Peroia, I 


Serious talk occupies Emest FE. Fries (St. Louis Cordage Male threesome consists of Jack Dempsey (Thor) and Wray 
Mills) and Joseph BE. Waltz, The Waltz-Dettmer Supply Ralston and Tal L. Scott, Industrial Supplies Co., Steuben- 
Co., Cincinnati. ville, Ohio 





R. V. Yohe (Goodrich) and F. M, Rhoten, Hope Rubber Relaxing after a busy day are Mr. and Mrs. G. W. Donahue, 
Co., Fitehburg, Mass., meet in a crowded party room. Jx., Stacy Supply Co., Springfield, Mass 
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This 
Message 
Sells 

For You 


one more 
salesman 
calling on 
customers 
in your area 


Take full advantage of a powerful ad 
vertising campaign that stresses appli 
cations, advantages and safety features 
of Crosby Clips and Blocks 


’ 
chain and wire rope fittings 


It's an ad series that appears regu- 
larly in leading industrial-construction 
trade publications. A series designed 
to boost your sales of these fine prod- 
ucts because every ad telle customers 
to “see your nearby Crosby-Laughlin 
ahead 


Distributor Youll be way 


when vou 


STOCK and SELL 
THE C-L LINE: 


famous Crosby “Red U-Bok” ¢ lips and 
“Load-Rated” Blocks 


links, shackles, turnbuckles and other 


Laughlin hooks, 


drop forged chain and rope fittings 
that make up the most complete line 


in the industry! 


SELL SAFETY 
SELL 


Crosby- 
Laughlin 


Division of 
AMERICAN HOIST 
and Derrick Co., 


ST. PAUL |, MINNESOTA 


SAFETY 


It's small and relatively inexpensive, 
but a hoist hook carries the full load 

as much as a crane is designed to 
handle! All hooks may look similar, 
but Laughlin hooks offer a combina- 
tion of features that make them out- 
standingly safe. First, they are forged 
from special bar quality steel, then 


THE RIGHT COMBINATION 


ae 
4 : 


‘ 


An exacting combination of design, 
steel and drop forging goes into Laugh- 
lin Shackles. A combination that re- 
sults in maximum strength without 
brittleness that can result in fracture 
under shock load or in extreme cold 
Pins used in Laughlin Shackles are 
forged from the same high quality steel 

their extra hefty design makes them 
safer when shock loads accidently 
occur. When you see the famous 
Laughlin trade mark on shackles (and 
all other Laughlin fittings), you're see- 
ing the mark of safety! Your nearby 
Laughlin Distributor has shackles in 
sizes from %" to 3". 


LAUGHLIN LINKS 
INSTALLED QUICKLY 


Lower downtime— fast changeover is 
reported by companies using super safe 
Laughlin Double Clevis Links to couple 
standard and alloy chains to fittings. 
Users everywhere have cut out expen- 
sive, time-consuming welding and 
blacksmithing in fevor of simple in- 
stallation. Laughlin's heat treated 
Double Clevis Link attaches '/,' to 
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HANGS BY A HOOK 


accurately heat treated; finally, Laugh- 
lin’s precision die design controls the 
metal’s grain flow during forming to 
keep the elastic limits of the hooks at 
their proper ratings. 

Next time you need hooks remember 
that safety hangs by a hook—and 
Laughlin hooks are the safest! 


3 


\/;" chain to rings, end and sling links, 
eye hooks, pad eyes, tractor eye bolts 
and other fittings. 

The world’s most complete line of 
fittings for chain and wire rope is de- 
scribed in the catalog available from 
your Laughlin Distributor, or Thomas 
Laughlin Division, American Hoist & 
Derrick Co., Portland, Maine. 


SAFETY IN SIGHT 


Ever worried about your crew for- 
getting the rated capacity of a block? 
You're free from worry and they're 
free from danger with Crosby “Load- 
Rated” Blocks because the load capa- 
city is embossed in the side plates! A 
quick glance shows what the limits are 

no chance to overload the block by 
mistake, Crews the world over are pro- 
tected by Crosby “Load-Rated™ Blocks 

are yours’? Crosby Products Divi- 
sion, American Hoist & Derrick Co., 
St. Paul 1, Minnesota 





ATLANTIC CITY CONVENTION SIDELIGHTS 


gi tanding over tickets at door before re- About to join party throng ave Mr. and Mr. and Mrs. Ben Perkins of Indiana 
ception are Mr. and Mrs. Marlin R. Mrs. Harry Kirkhofi of Vonnegut Manufacturers Supply Co., Indianapo 
Hemphill (Allegheny Ludlum). Hardware Co., Indianapolis lis, spot a friend in the crowd 


Coffee and ice cream top off the eve- International amity: Dave Collins Happy arrivals at a party are Mr. and 
ning for G, C. Johnson and H. O. (Thor) and BE. H. McKinney, Aiken Mrs. W. A. Ferguson (Standard Ele« 
Meier (Hamilton Rubber). head Hardware, Ltd., Toronto trical ‘Tool) 


be . ; 
> 
: ' 
ie Fe , 
Mr. and Mrs. Bruce A. Boggs (Mac-it Looking things over are Mr. and Mrs Sharing a good joke at one of the 


Parts) relax on sidelines near the big M. N. Holland, Williams Hardware wsociation parties are G. R. Voigt and 
flower display Co., Minneapolis ht. L. jackson (Aro Equipment). 
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We're putting our 





Traffic department at Allen routes 
your order best and fastest way... 


“Same day service” at Allen means 
more than just getting your ship- 
ment out of the plant. The Traffic 
Department here never feels that its 
job is done until your shipment 
arrives safely at its destination. 
For every order, Traffic checks 


your delivery needs... then sched- 
ules shipment by the route and car- 
rier that will get it to you when it's 
needed, at the lowest cost. 

Every year, our Traffic Depart- 
ment makes a study of 1000 specific 
shipments. This continuing check 


shows us how the carriers — rail- 
road, express, airline or trucker 
are actually performing 

Our Transportation Chart — so 
far as we know the only one of its 
kind — tells you transit time and 
charges for all types of carriers from 
Hartford to 116 points throughout 
the country. It's revised regularly. 
Copies are yours for the asking 

Traffic here at Allen has earned 
a record for on-time deliveries. To 
you, that means dependable service 
that satisfies your customers 


“KNOWS” in your business 





FoR 
INFORMATION 
write ro 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 


@ 


MORE 








ATLANTIC CITY CONVENTION SIDELIGHTS 


Mr. and Mrs. L. FE. Stivers, Vulcan Industrial Supply Co., Showing dexterity with cigarettes and glass, W. H. Wendel 
Cincinnati, renew acquaintance with Mr, and Mrs. G. A (Carborundum Co.) chats with a smiling Mrs. W. J 
Allen (Vincent Steel Process Co.). Griftth, Grifith-Raguse & Co., Philadelphia 


Three from Binghamton, New York; Mrs. J. L. Ottaway and Four from the Queen City on the Ohio: Mr. and Mrs. Geo 
Mis. W. W. Mott, Ellis W. Morse Co., and Mrs. F. D 4. Shives, Elmer 8. Lev, and Mrs. R. M. Bingham, Bingham 
Craver, Babcock, Hinds & Underwood, lool & Supply Co., Cincinnati 


Mr. F. Allen (Atlas Press Co.) says “hello” to two from J. Harold McKinstry, Waite Hardware Co., Worcester, 
Calitornia: Mr, and Mrs, EF. W. Wright, Southwest Supply Mass.. (center) shares a joke with Mr. and Mrs. George 
Co., Glendal Rockwell (Rockwell Mitg 
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When you need them fast, 


Cap Screws 








reach you by 










It's not enough to make 
Cleveland Cap Screws “Top Quality” if we 
can't ship them to you, our distributor, when 







you need them to keep your customers happy. 






Your “due date” to us is more than an impersonal figure 







on your purchase order—we build our reputation on 






getting cop screws on their wuy to you in time to meet 






your needs. 






Our job is to make, stock and sell the widest, possible 
range of sizes in Cap Screws, Set Screws and Milled 
Studs— ferrous and non-ferrous: bright, high carbon and 
alloy steel heat treated, brass, silicon bronze, stainless 









steel. Standard Cap Screws are made in diameters Ye" ’ 
to 2%" and in lengths as required. Large sizes with 






threads protected. 






For extra fast service we keep stocks-on-hand of every 









size and kind we catalog, made by the Kaufman double 





Efficient stock “fling system” where millions of screws ore ready for 





extrusion Process that assures users extra strength, extra 
fastenability. Write for latest Stock List! 


The Cleveland Cap Screw Company 


2931 East 79th Street « Cleveland 4, Ohio * VUlcan 3-3700 TWX CV-42 
Warehouses: Chicago « Philadelphia - New York - Providence -« Los Angeles 


quick shipment from Cleveland's soon-to-be-oceupied new plant, 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


M;. and Mrs. George 8S. Chiaramonte (FE. Horton & Son J. H. Kishan (Simonds Abrasive Co.) chats with C. J 
Co.) put on a special smile for the prowling camera. Solsman, Scallan Supply Co., Cincinnati 


Smiling couple from the Motor City: Mr. and Mrs. Ken J. |. MeCann (J. H. Williams & Co.) and Don E. Anderson 
neth J. Theobald, A. J. Baxter & Co (Whitman & Barnes) listen intently to off-camera friend 


Could it be tea for two?—Mr. W. E. Tromanhauser and Mr. and Mrs. Frank P. Meister, J. E. Dilworth Co., Mem 
Mrs, David MecGilvray (Buffalo Fire Appliance) phis, conversed with H. C. Heine (Hewitt-Robbins, In 
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The Veelos Vibration Analyzer 
proves that vibration exists! 





Your Veelos salesman will gladly set up this electronic 
vibration analysis in your customer's plant. It takes 
about 15 minutes—it’s free—and it shows your custom- 
er what causes vibration on his machine. There is no 
guesswork—this is proof positive! Your customer can 
test any V-belt against Veelos, on the same machine, 
under identical conditions—and see for himself how 
Veelos instantly improves his operation and cuts costs! 


How about that storage problem? 


As far as your customer is concerned: He can store all 
the Veelos Belting he needs (O, A, B and C widths) in 
16 inches square! And as far as you're concerned—you 
never have to over-stock. Veelos is packaged in tough, 
corrugated boxes, each holding a 100’ reel. You can 
ship to your customer in this same carton. This inven- 
tory story—plus the amazing VIBRATION story—makes 
selling Veelos as easy as A-B-C! /t's a sure-fire way to 
increase your belt business! 


Adjustable to any length « Adaptable to any drive « Balanced power « Constant power « Vibrationiess power 


Yes, it’s easier to make money with 
Veelos—and we can prove it! 














MMEAE Co. 956 


ead 


A Many plent men pay for hidden belt vibration 
and don't even know it. 


B You can easily reveal such vibration, and show 
how Veelos cuts it as much as 90%. 


C Thus, you have a sure-fire sales story... convincing 
reasons for your customers to buy Veelos! 


i “T= I 


¢) Your customer actually measures 
vibration —sells himself! 


You don't have to engage in argument—your customer 
sees, not only what causes vibration, but how much vi 
bration diflerence there is between any ordinary V-belt 
and Veelos! He knows that “shake” affects his product, 
his machine life, and his maintenance costs. The Vibra 
tion Analyzer proves without question that V eelos Belting 
cuts such vibration! When you tell him that 4 reels of 
Veelos replac ¢ 316 sizes of V-belt—you've made a sale! 





Write for free Veclos Data Book 
many pages of important information 
about V-belt drives! 


MANHEIM 


Manufacturing & Kelting Company 
214 Stiegel St., Manheim, Pa 


Veelos is known os 
Veelink outside USA 






“Industrial Belt 
Specialists Since 1911” 
































ATLANTIC CITY CONVENTION SIDELIGHTS 


Quartet smiles our way during cocktail howr. Mr. and Mrs Mr. and Mrs. J. H. Miller, Miller Industrial Supply Co., 
Truman Young, Mr. and Mrs. P. W. Eberhardt (Walter Decatur, IL, with Mrs. G. R. Voigt and Tom Myers 
Kidde & Co.) Aro Equipt. Cory 


Trio: A. H. Loux (Flexible Tubing Corp.) with W. W Distributor trio from Watertown, N. Y., Mr. and Mrs 
Oberjuerge and D. C, Whitaker, W. W. Oberjuerge Rub I. H. Bradley, Ir. and W. T. Parr, Thos. H. Bradley, Inc 
ber, St. Louis, Mo enjoy themselves at a cocktail party 


Duo arrives from the Big Town: Fd de Maria and Neil At big association party, Mr. and Mrs. 8. C. Hottie, W. L. 
O’Coanell, Topping Bros., New York City, hurry in Reynolds Co., Baltimore, spared a moment for the camera 
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PAH ZIP-LIFT 
PUSHBUTTON 
CONTROL 


~ *. he 
roa a Des 
1 | 


i} PAH 
PAH JTiP-LIFT HEVE-LIFT PAW HAND 
SPECIAL Ay PAH HEVI-LIFT SPECIAL CHAIN HOISTS P&H 1B CRANES 
~ 


You’re never caught without a unit that fits 
--- when you sell the complete 


eatHoict Line 


From the small unit with a 250-pound 
capacity, to the large units capable of 
lifting 15 tons — you've got it — when 
you handle the complete P&H Hoist 
line. You don't run the risk of business 
going elsewhere because you can't fur 
nish a hoist appropriate to the user's 





demands or specifications 


And to clinch matters, if you've got 
a heavy-unit customer who is exacting 
in his specifications, you've got more 
than a million variations to offer him 
in the Hevi-Lift line alone 


You can see that the P&H Hoist 
Franchise offers you wide scope — an 
unequalled choice of units to ease the 
sales resistance and solve the problems 
of the most persnickety buyer 


If you’re not already enjoying the 
added benefits of a P&H Hoist Fran 
chise, and would like to become a 
member of the P&H Distributor fam 
ily, use the coupon below for prompt 
information on the most complete hoist 
line in the business 


| PAH HOISTS, HARNISCHFEGER CORPORATION eid 
46863 W. National Ave., Milwavkee 46, Wisconsin 


Gentlemen: Tell me more ahout the PEH Hoist Franchise the most com 


Tithe 








Addrews 


HARNISCHFEGER ~~ 


|) cr lone Stote 


the FS Line en 39 Of? smenit } tt (fj mee 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


A good way to start the day—with coffee: J. Fh. Wright and Coming up! Mrs. Gordon J. Benes (Fnco Mfg. Co.) and 
J. A. Gallagher (Billings & Spencer Co.) Mrs. W. D. Owen, Hays Supply Co., Memphis, Tenn 


~~ 


Good to sit down! H. J. Stachle, J. A. Laadt, and J. Russell It's nice to be here, say Mr. and Mrs. R. J. Waid and 
MeGee (Danly Machine Specialties, Inc.) M. L. Derge, Trambull Mfg. Co., Warren, O 


Four for the party: Mr. and Mrs. Lee Mitchell (Hoover & And another quartet arrived: Mr. and Mrs. Henry Voight 
Allison Co.), Robt. Bolding, Pidgeon-Thomas tron Co., md Mr. and Mrs. John C, Dunham (of Equipto Div. Aurora 
Memphis, and W. G. Huit (Hoover & Allison) Equipment Ce 
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Here’s to you — and $671 worth of business 


That's what these Bristol No. 0 socket screws (shown 
in the 2-ounce shot glass above) bring in for you 

Think about it—$671 worth of business from an in 
ventory you can store in your vest pocket. With a net 
weight of 4% oz. that comes to $2382 per pound. A 
pretty profitable business, these Bristol socket screws 
and you also pocket the savings on handling, ware 
housing, shipping and delivery 

No two ways about it—the Bristol line is a mone 
line. And it’s worth pushing—especially when Bristol 


supplie $ a part of the push vith 
Advertising aids 
ting direct mail public ity 


Sales aids 
plays smart packaging bulletins price sheets. data 


national ad campaigns hard hit 
und « opy and cut services 


window display stands, shows and dis 


sheets and sule mens core sponde nee cinirsees 
There's no better, easier, nor surer way to profits 
than Bristol's 


cap ind set screws 


original multiple spline and hex socket 
4 few distributorships are still 
open Write for comple te information Ass 


Precision socket screw manufacturers since 1913 


= Bristol’s Hex Socket Screws ' 


ric 


te 


Bristol's Multiple- 
Spline Socket 
Screws 


Bs 


*Made in sizes as small as No. 0 in Alloy Stee! and Stainless Steel. Cap Screws up to 142”. 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


a wed 


lrip east is described for Paul Watts (Skil Corp.) by Vir. and 


Mr. and Mrs. Harold J. Tripp, Industrial Supply Service, 
Mis. R. G. Spangler, Zonne Electric Tool Co., Los Angeles 


Bridgeport, check the tegistrations with their son James. 


Yn 
Taking it all in at the cocktail parties were Mr. and Virs 


The attention of Mrs. Cox is drawn elsewhere while her 
Witt ot the Fairmont Supply Co., Fairmont, West 


husband, Wilson J. Cox (Automatic Machine Screw Co.) Cc. F 
is saying something Virginia 


Eldridge, Graves-‘Humphreys Hdwe. Co., Roanoke 
Deep South from Mr. and Vrs 
Ir.. Industrial Hdwe. & Supplics 


New ASMMA prexy, C. T. Jordan (Charles Parker Co.) R. W 
joins W. R. Donovan, Jr., and T. R. Adams, A. V. Wiggins Va., hears about the 
Co., Syracuse, N. Y., for a private chat at the final cock- Carter H. Chambers 


tail party, Baton Rouge, La 
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Nicholson steam trap quality gives you... 


extra stamina for 


severest service 


Nicholson quality throughout means the extra strengt! 
capacity, stamina that never let down. The pay-off is big i 
performance for the user in profits for you! And quality 

Nicholson quality—-gives you an important product superiority 


to sell 


Write, today, for your copy Built strong—for severest plant service. 


of new Bulletin 10-55--for Built simple — nothing to go wrong. 


detailed information 
Rigidly tested—on actual steam lines. 


User preferred—Nicholson known for quality. 


There's no substitute for quality. Sell the best Nicholson! 








OM NICHOLSON nd Cenpay 


TRAPS + VALVES * FLOATS * METAL PARTITIONS 
LAUNDRY, ORY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IM OG PRINCIPAL CITMES 
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Must have been a good one that George Mattusch (Enco Pause for picture was taken by Lloyd A. Cummings (Upson- 
Mfg. Co.) heard from J. J. Davitt (Kalamazoo Tank & Walton Co.) and Mr. and Mrs. Frank A. Peacock, The 
Silo Co.) Murray Co., Dallas, who made their first convention 


A laugh is enjoyed by Frederick K. Daggett (Mlexible Mr, and Mrs. Ronald R. Johnson, W. J. Foss Co., Spring 
Tubing Corp.) and Mrs. W. G. Archer and W. A, Spitler field, Mass., stopped to chat with Thorn Pendieton of the 
of Pulton Supply Co., Atlanta, Ga Trumbull Mfg. Co.. Warren, Ohio 


Hoosiers together again were Bernie Weiranch, Orr ron A trio from the Samuel McKnight Hdwe. Co., Pittsburgh 
Co., Pvanseille, Ind., and Mr. and Mr. L. P. Russon Pa., included Luther C. Stevens and Mr. and Mis. Don 
Vonnegut Hdwe. Co., Indianapolis H. Krey 
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HEAT AND PRESSURE 
nforcing cord. It refu 


extra strength and durat 


This radiator hose stays on the job—it’s 


reinforced with FORTISAN-36 Rayon! 


LOOSE, SAGGING V-BELTS 
boost power costs, often throw ma- 
chinery out of line. But V-belts rein- 
forced with Fortisan-36 won't creep, 
expand or contract—their length 
stays the same under “work” and 
atmospheric change. 


FORTISAN® RAYON 


LIGHTER AND STRONGER ear- 
den hose is the pay-off with Fortisan- 
36. Remarkable strength plus re- 
sistance to heat and moisture add 
years of life to hose often abused 
and subjected to extremes of pres- 
sure and wear. 


You can build extra strength and 
staying power into your product with 
Celanese’ new saponified acetate rayon 
fiber — Fortisan-36, Let us show you how, 
Write for booklet TD20A to Celanese 
Corporation of America, Industrial Sales 
Dept., Textile Division, Charlotte, N. C. 
Branch offices: 180 Madison Ave., New 
York 16; Pilgrim Sq. Bidg., 9 Overwood 
Rd. at W. Market St., Akron 13, Ohio 
(tel: TE 6-1046) 


Cetanese® Fortman® 


Fibers for Industry 


FORTISAN®-36 RAYON ARNEL*® TRIACETATE ACETATE 


VISCOSE-RAYON 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


Surrounded by Victor Balata & Textile Bite. men, H. R. Hansen and Alan I Mr. and Mrs. Norman FE. Root, An 
Ward, are Mr, and Mrs, Jules Kester, Kester Machinery Co., Winston-Salem, N. ¢ drews Hardware, Los Angeles. 


luking a look around before joining the crowd were Mr. and Also casing the gathering were Mr. and Mrs. L. A. Gold 
Mrs. A. M. Steed, Barrett Hdwe. Co., Joliet, 1 kopf, Mashack, Inc., New York City 


h. * 


ae 


. 


~ 
> 


- 
a 


Caught by the camera at time of arrival Quartet from the Fairbanks Co. attended the banquet and dance and included 


were Mr. and Mrs. D. J. Seyler, H. P. Mr. and Mrs. A. L. Naylor and Mr. and Mrs. F. T. Flanagan. In the background 
Weller Supply Co., Erie, Pa, you can see part of a huge bank of real flowers 
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THIS FELLOW 15 TRAINED IN Your sUstNess. His 
main duty ie to trevel the country ~— and world 
— penetrating the plants, leboratories and mam 
agement councils .. . reporting beck to yoo 
evory significant innovation in technology, sell- 
ing tactics, management sirstegy. He functions 
as your all-cceing, ell-hearing, all-reporting 
business communications system. 


THE MAN WE MEAN Is 4 ComPosrTs of the edi- 
torial seff of this magazine. For, obviously, ne 
one individual could ever sccomplish such « 
vast business news job. It's the result of many 
qualified men of Aiversified and specialised 
talents. 


AND, THERE'S ANOTHER SIDE TO THIS “COMPOSsITS 
man,” another complete news service which 
complements the editorial section of this maga- 
sine — the advertising pages. It's been said that 
im « business publication the editorial pages 
tell “how they do it” — “they” being all the 
industry's front line of innovators and imprev- 
ere~and the adverticing pages teli “with what.” 
Each issue unfolds an industrial exposition be- 
fore you — giving « ready penorams of up-to 
date tools, materials, equipment. 


sucn « “man” 6 On Yous Pavaots. Be sure to 
“listen” regularly and carefully te the practia 





In virtually every industry there ore certain unuswel 
service requirements which cannot be met by conven- 
tional! hose excessive temperatures, extreme pres 
sures, severe abrasive weor, critical and continyvous 
flexing, etc. These ore the conditions for which 
Mulconroy Special Hose Constructions were designed, 
ond under which they hove continved for many years 
to serve with unfailing reliability, safety and economy 
Sold on the basis of their qualifications for extraordi 
nary performance, Wepse present profitable additional 
business for the Iindustriot Distributor 











“DYNAMITE” Armored insulated Steam 
Hese. Style 80!-—Tube is specic! heot 
resisting rubber compound, reinforced 
with continuous spiro! of steel wire, and 
insulated by woven asbestos lining Cor 
toss is extra strong combination of rubber 
and duck. Cover consists of multiple layers 
of braided wire, srrounded by spiral of 
half-round golvonizedstee! Sizes 4 "to3" 


Style 800 — Some general construction os 
cbove, but with additional loyer of asbes 
tos between corcass and cover, for mon 
imum resistance to internal or external heat 


Style 803—High-tensile broided wire 
corcoss provides the vitimote in strength 
and sofety 


“NEW PROCESS" Fabric Covered Hose 
for All Services. Some genera! armored 
insulated constructions os the “Dynamite 
line, but with o tightly broided, hord 
twisted cotton cord cover, impregnoted 
with o special lubricont which remains 
permanently elastic. impervious to heat 
ond cold, and highly resistant to the eects 
of oils, acids, clkalies and other chemi 
cols, ond severe abrasive weor. Tube co 
be compounded to meet specific re 
quirements 


“CORRUTUBE'— Continues Wall 
Flexible All.Meta!l Hose. Style 949 

For services demanding extreme flexibil 
ity, highest resistance to fatigue under oll 
temperatures and pressures, and complete 
freedom from lecks ond seepage. for 
steom, air, oll, acids, chemicals, gases, etc 
Non-burnable. Assures long, sofe service, 
free from maintenance ond repairs. Sizes 
5/32" to 2". Avoilable in long lengths 


business information be gathers. Send for litercture completely describing the products shown above, ond other items in the 


Mulconroy line of Special Hose Constructions wed wecentully by American industry to 
meet ovt-of-the-ordinary requirements for neorly 70 yeors 


"MULCONROY Siard,... WHERE OTHERS 


MCGRAW-HILL PUBLICATIONS 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


Philip M. Gengler, Long Island Hdwe. Co., Long Island Honorary member L. M. Knouse (Stanley Elect. Tools) 
City, N. Y., had for company Dick Sullivan and Dave enjoyed a chat with C. C. Krueger, San Antonio Machine 
The 


Sinclair (Buffalo Bolt Co.), before engaging in an evening's 
festivities 


& Supply Co., San Antonio, Tex., and Hes H. Kuhn 
Hardware & Supply Co., Akron, Ohio 


A couple from Little Rock, Ark., Mr. and Mrs. J. D. Part of the Motor City delegation included Mr. and Mrs 
Rover, Hollis & Co., enjoyed the fun. Clair M. Davis, Boyer-Campbell Co., Detroit 


Interested observers in party goings-on were William R Gordon B. Koch (Ideal Industries, Inc.) and C. Norman 
Karlson, Mrs. Robert Terry, Mrs. John Wells and Robert Kirchner (Besly-Welles Corp.) pose with Mrs. Koch and 
Mrs. Kirchner 


Terry (Ingersoll-Rand Co.), 
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Advertising 
brings you 
new 


business! 


Dutch Brand’s big, new idea book, “Imagination and the Man”, 
is opening new sales opportunities for you. This ad—appearing in 
leading trade publications your customers read regularly 

is telling them how this new book will help them improve their 
product cut costs in assembly, fabrication and packaging 
After reading this book, they'll be pre-conditioned for your call 
and will realize the vital role Dutch Brand industrial tapes 
adhesives, sponge rubber and rubber products can play 


in their operation 


“Imagination and the Man” is packed with important selling 
facts that you will find useful. If you do not already have you 
copy, write today — get a copy for each salesman 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


Upstate New Yorkers get together: Mr. and Mrs. Bert J Floral display provides colorful background for Mrs. and 
Seifried, Gierston Tool, Elmira and Mr. and Mrs. M. I Mr. H. C. Lotterer, Queen City Supply, Cincinnati and 
Bregande, Jr., of Baldwin-Hall Co., Inc., Syracuse Mrs. and Mr. Geo. EB. MecCreery (Mac-It Parts) 


Self service is motto of Mr. and Mrs. BE. C. Maguire, Jr. Davenport, Ia. is represented by Mr. and Mrs. Harold 
and ©. C, Maguire, Maguire & McLermon, Inc., Baltimore. Pedersen of Industrial Engineering Equipment 


vw ‘i 
Conversation is momentarily discontinued for cameraman Portrait-while-vou-wait is done for Barbara S. Cummings 


by Fred L, Bishop, F. L. Bishop Co., Atlenta, and A, T (Lowell Wrench) in hotel lobby. There were many diver 
Dalton (Chicago Wheel & Mfg sions in the Convention City 
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MATERIALS 
HANDLING 


These pre-sold lines 
by 


American 


ma POWER 
sad TRANSMISSION 


Company 


CAN MEAN MORE SALES FOR YOU! 


Since its beginning in 1895, The American Pulley © Backed by an alert Engineering and Designing 
Company has held the belief that our success staff, ready to help you solve special problems 
rests in great measure on the success of our in materials-handling or power-transmission. 
Distributors. Sixty years’ experience in building 
and marketing quality products confirms the fact 


Fortified with a constant product-research and 


development plan. 
that the more support we give the Men-on-the- 


Front-Line, the more sales they—and we—can Supported by eye-opening direct mailing pro- 


expect. These recognized lines, developed and grams, sales building promotion pieces and 


improved over the years, hove a ready accep- inviting and authoritative catalogs. 


tance in a broad field touching nearly every Reinforced by modern, visual sales-training 
industry in the country. And in addition, they ore: programs both in the field and at the plant. 


© Strengthened by a steady advertising cam- These industrial lines, made and pre-sold by The 
paign, making repeated calls in the magazines American Pulley Company, mean increased 


read by your customers. profits for you. 


ican ‘f 4ul (, ( ompany 


‘Sa SB ANMI CK OWN AVE NUS * PHILADELPHIA 7? 9 rer_nnMAaVYLV ANIA 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


Distributor and manufacturer present happy faces: FE. A, Convention comment from Mrs. Whitehead brings smik 
Terry, Persinger Supply Co., Williamson, W. Va., and of approval from Charles FE. Whitehead, Wessendorfi 
W. T. Christman (Diamond Expansion Bolt), Nelms & Co., Houston, Texas 


Robert A. Smith (Hy-Pro Tool) is flanked by Miss Katherine Southerners included Mr. and Mrs. R. L. Hill, Cowan 
KE. Wilson, Waltz-Dettmer Supply Co., Cincinnati, and Supply, Atlanta, and C. R. Dent, Blue Ridge Hdwe. & 
Mrs. Smith. Supply, Bassett, Va 


Family foursome includes Mr. and Mrs. Norman B. Seggel Industrial Suppliers, Inc., La Grange, Ga. delegation in 
and Mr. and Mir. R. A Seggeecl, Dodge Newark Supply, cludes ©. F. Nixon, fh Pp. I Morgan PSs Jones and 
Newark, N. | ©. T. Kersey 
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Save Space...Save Time...SELL MORE ROPE / - 


~<a 


[ee 
> Sie 

| KE 
~ Fue » 
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Make 4 sq. ft. of Floor Space Pay 
Off in High Impulse Sales with 
COLUMBIAN 
COLPACK DISPLAY RACK 


Combines neat, handy Colpack Cartons 
of all sizes in a single compact, eye- 
compelling display! In 20” x 29” of 
floor space, rack holds one Colpack 25, 
two 50's and one box of 100 ft. con- 
nected coils. Comes completely as- 
sembled, ready to use. 
Columbian Displays Make Money 
. . » Ask Your Jobber to Prove it! 
ma 


Z ROPE \) 


Sturdy, easy-to-handle Colpack Car- 
tons dispense Columbian Pure Manila 
or Radium Sisal in diameters from ¥." 
through %4". Rope stays properly 
coiled at all times. Each foot is in 
prime condition as it leaves the box! 


Octagonal shape of the carton adapts 


it to your storage and display space. 
Place it anywhere — on floor, on coun- 


ter, under counter, or in basement — 
and it serves as storage bin, display 
unit and dispenser. 


Order Columbian Pure Manila and 
Radium Sisal Rope in 25, 50, 75 and 
100 pound Colpock Cartons from 
your jobber. Price per pound some as 
ordinary coil. 
































TAKES LESS ROOM 

Compoct cartons sove room, 
moke room for complete 
stock, preventing lost soles dust, 
Store or display onywhere 


LOOKS BETTER 

Alwoys cleon, compoct, 
neatly coiled 
oils, obrosives. No end, out 
lashings to cut 


EASIER TO DISPENSE 
Simply punch out hand hole 
at top of on. Pull rope 
amaining end 
Giwoyt eosy to reach. 


Free from 


COLUMBIAN ROPE COMPANY, Auburn “The Cordage City”, N.Y. 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 


COLUMBIAN 
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ATLANTIC CITY CONVENTION SIDELIGHTS 


Away from crowds Mr. and Mrs. Paul L. Howard, Howard Bouquet in hand, George H. Booth, Carolina Machinery & 
Supply, Los Angeles, compare reactions to Atlantic City. Supply, Rocky Mount, makes hit with Mrs. Booth. 


Peal 


Semiserious discussion involves W. B. Wood, Smith- From neighboring states J. Forrest Bennett, Couch & 
Courtney, Greensboro, N. C., R. J. McGee (Keystone Heyle, Peoria, Ill. and A. F. Riecken, Orr Iron, Evans 
Lubricating) ville, Ind 


Manufacturer's foursome includes Mrs. John Cusack, Mro. Mrs. Albright Bray (Armstrong-Bray), Mr. Paul Roberts 
Jas. White, Mrs. 1. T. Colton and Jas. White (Lubriplate Paul Roberts Stee! Industrial Supplies, Pocatello, Idaho 
Div., Fiske Bros.) Mr. Brav and Mrs. Roberts socialize 
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Jacobs 


Jacobs and your industrial supply distributor are 
ready to deliver the chucks you need and the serv- 
ice you deserve, First in chucks... first in service. 


THE JACOBS MANUFACTURING COMPANY « WEST HARTFORD, CONN. 
Rix 
QA 


The Jacobs Plain Beor The Jecobs Ball Beor The Jecobs Model 96 The Jecobs Impoct Key 
Collet Chuck for grind less Chuck especially 


ing mechines, millers designed tor the alr 


The Jacobs Model 9! The Jacobs Rubber 
Spindle Nose Collet Flex™ Tap Chuck for 


Chuck for teol room tapping heods ond im- 
pact tools tric ond oir tools cimon industrial use 


ing Chuck for drill ing Super Chuck for 
prewmes, portable elec heevy duty end pre 
ond engine lathes ond jg borers croft industry 





ATLANTIC CITY CONVENTION SIDELIGHTS 


First convention is enjoyed by new members Mrs. and Mr. Herbert Lee and Harry Tickets ready, Mr. and Mrs. F. W 
Lee of Harry Lee & Sons, Chicago. Watkins, Weed & Co., Buffalo, arrive 


ASMMA new member Lee P. Burgess (Wire Rope Corp.) Old friends: Mrs. and Mr. R. C. Duncan, Duncan Co 
poses with Mrs. Burgess. Minneapolis and J. C, Duke (Minnesota Mining) 


Mr. and Mrs. BE. F. Owens, C. E. Philadelphia contingent to the convention city includes foursome from Hajoca 
Thurston & Sons, Norfolk, Va Corp., Mr, and Mrs. J. W. St. Clair and Mrs. and Mr. E. W. Breese. 
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W-S FORGED STEEL FITTINGS 


In almost every phase of the petroleum industry, 

W-S Forged Steel Fittings provide safe, tight connections for 

small diameter high pressure piping. In field processing plants, 

on heat exchangers, in oil and gas pipeline systems, in refinery 

pumping stations and process lines . . . and in other high pressure lines 

ly” to 4” in size, W-S fittings protect piping systems against costly down time. 
They are drop forged from solid bars for extra strength 

and toughness . . . and they're safety-factor designed. 
W-S Forged Steel Fittings are available in screw-end and socket-welding 

types in carbon, stainless and alloy steels. 

For more information send today for our informative catalogs. 


Wa W-S FITTINGS DIVISION) 
a 


| HKp H. K. PORTER COMPANY, INC. ~~ 
Roselle, New Jersey 
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USEFUL SALES LITERATURE is a vital part of a 
Super Service’’ program by the Durkee-Atwood 
Company, Minneapolis, Minnesota for example, 
the 60-page catalog (left) on V-belts, engineering 
data, ratings, drive selections, helps distributors cus 


tomers in their power transmission problems 


HIGH-IMPACT ADS in business publications 
1s FACTORY bring in valuable leads for dis 
salesmen build new customers for 
Atwood and its distributors, as well as keep 


sstomers sold 


FACTORY 


MANAGEMENT AND MAINTENANCE 








STEADY MAGAZINE AND DIRECT MAIL CAM. 
PAIGNS to distributors spotlight Durkee-Atwood's 
program for distributor salesmen .. . 
ways of bringing engineering and sales together 

. arm distributors with the needed information 


demonstrate 


that turns calls into sales. 


ROY SPILMAN, SALES MANAGER of Durkee 
Atwood's Industrial Division, says: ‘Our Super Serv- 
ice Program is geared to help our distributors. That's 
why we maintain an active advertising program in 
key publications to support our salesmen, That's why 
@ significant part of our budget goes for FACTORY 
ods.” 


A McGRAW-HILL PUBLICATION, 
330 WEST 42ND STREET, NEW YORK 36, N.Y. 


COMPLETE CUSTOMER SERVICE is given by co 
ordinated effort of factory experts and trained distributor 
salesmen. The Little Professor spokesman for Durkee-At 
wood knows the language of his customers knows 
how to help them 


FACTORY PRE-SELLS for Durkee-Atwood's distribu 
tors because it carries the company's selling message to 
over 63,000 plant operating men the men who can 
influence the sales these distributors want. Ask for the 


sales help that includes advertising in FACTORY 








Operations Ideas — 
Can You Use Any? 





BRANCH se 


Diazo Reproducer 
ofter | Combination Cabinet 
CH Stamp Pads and Inks 
ofter Side Chairs 


BRANCH 


WELDOLETS 


FOR ASSURED STRENGTH 
AND PROVEN ECONOMY 


» 


\ 





Stapler 


| If you need ruggedness in your 
| desk stapler, try this new model 
made of buty rate plastic in yellow, 
| red or blue. In a test, it was dropped 
| three stories on a_hard-surfaced 
| driveway and remained in good 
| working condition. The metal base 
Are | is painted in mottled colors for a 
you | textured effect. It can be set for 
eflecting | permanent or temporary fastening 
this econ- | and opens easy for loading. 

omy for your | 

compony# Neat Diazo Reproducer 

and uniform ap- 

pearance is evident 
in code constructed 
weldolet headers in this provide reproduction facilities for 
crude oil pipeline termi- small engineering departments—has 
nal. The money soved is in a 30-in. printing width, top me 
the bank and does not appear chanical speed of 8 ft., 10 in. per 
in this picture. If you are not min., variable speed drive with 
using the weldolet method of cut- 100,000 =hr-liferated selenium 
ting piping costs, write today for rectifiers and a 12 by 30 in. rear 


BONNEY information. delivery tray. The machine oper 


NOW AVAILABLE from leading warehousing distribu- : 


\ new table-top diazo reproduc 
tion machine—primarily designed to 


ates on a 115-volt, 60 cycle, 17.2 
tors in all principal cities. Let us help you increase your amp.a.c. It isa self-contained unit, 
Profity——write for our selective distributor propossl. =| needing only an electrical connec 
WELDING FITTINGS DIVISION tion for operation; requires no vents, 


BONNEY FORGE @24TOOL WoOoRKS darkroom facilities or auxiliary 
734 MEADOW ST., ALLENTOWN, PENNA equipment, so it can be located 
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and used almost anywhere. Expo 
sure and development are auto 
matically synchonized; a single con- 
trol knob turns the machine on or 
off and regulates its speed. 





Combination Cabinet 


Executives and the bookkeeping 
department will be interested in 
this combination cabinet which has 
a hidden vault with a combination 
lock designed to give double pro 
tection to valuables or to provide a 
place to keep private papers really 
private. It is a new, all-steel cabinet 
and has a variety of storage com 
ponents for multi-purpose use. In 
addition to the hidden vault, it has 
a roomy storage section, two letter 
size file drawers and a double card 


drawer 


Stamp Pads And Inks 


A new stamp pad combines the 
huge ink reserve capacity of foam 
rubber plus the smooth, metered 
ink distribution of cloth. Due to 
an exclusive new process, welding 
foam rubber to cloth in an insepa 


BROWNING FHP SHEAVES 


the most extensive line on the market! 


Die Cast for light duty, low initial cost. Pressed Steel for 
rugged service at medium price. And Cast Iron for 
heavy duty, highest quality, greatest value; with fixed bore 
or Browning's same malleable split taper bushing system 
employed in Browning sprockets, paper pulleys, couplings and 


(dic Browning offers you all three kinds of sheaves: 


other sheaves. From over 1000 stock sizes, choose the sheave 
most efficient and economical for any job 
Browning FHP sheaves are used as origi- 
nal equipment in hundreds of well-known 
products: washing machines, refrigeration 
and air conditioning equipment, woodwork- 
ing and metalworking machinery, pumps, 
lawn mowers, air compressors; and for a 
variety of other purposes. This continued 
preference is your best evidence of Brown- 
ing’s consistently reliable quality and reason- 
able price. 
Good profits in Browning products— lic 
cause Browning is a complete line of power 
transmission equipment using one bushing 
system, you can stock thousands of size and 
bore combinations and provide better serv- 
ice, yet lower your inventories, save space 
and time, simplify orders and deliveries 


Write for Catalog V147. 
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ing easier, neater and faster, which 
ought to be appreciated by the ship 
ping room and credit department. 
The new ink is supposed to end 
stains, blots and smears that may 

result from re-filling pads with ordi 
cA AS MANY USES AS THERE ARE NEEDS nary bottled ink. A handy squeeze 

plastic bottle deposits just the right 
aA SAVES SPACE, TIME, MONEY, & LABOR amount of fresh ink on the pad, 

spreads it evenly with a broad, flat 
nozzle. Supposed to keep the ink 


OUR DEFINITE, PUBLISHED SALES factory fresh longer than any other 
POLICY PROTECTS DISTRIBUTORS type of container, too. Colors are 
COMPLETELY available 


cA 
(7) Wich POWERED RESULT-GETTING PRO. 
ca 


FLEX ANGLE ec 


UNIVERSAL SLOTTED ANGLE SYSTEM 


MOTION AND ADVERTISING PROGRAM.) 


Snap up your reception room 


SUPPLY ASSURED—MADE BY and private offices with these new 
BETHLEHEM STEEL CO. TO OUR side chairs which have legs and 
SPECIFICATIONS frame of square tubing. The back 


rest is contour-curved and the all 





steel seat is comfort-cushioned and 
“ saddle-shaped. Legs have rubber 
Plonangle con be veed for seck rechs, cushioned steel gliders and are 
production benches, stock carts, main i al! 

wnetes clitiene, Sabdiiien oot ; extended in the rear to prevent the 
tions, movable billboards, mezzanine backr 
floors, ladders, conveyor frames, me- 
chine overds, pilot production set- enamel, in green tint, tan, gray, 
ups, switchgear racks, etc. Makes ex- brown. olive green 

ceptionally rigid, fire resistant, space : Cae 5 

saving structures without drilling, 
welding, or pointing, and with a min- 
imum of measuring. Flexangle com- 
ponents ere completely re-usable 
and con be stored in a minimum of 
spece. Competitively priced for con- 
Having desler profite For information on where to 


PLEXANGLE IS SOLD omy obtain these items, write “Oper 
THRU DISTRIBUTORS GENERAL PURPOSE RACK showing use ations Ideas”, Inpusrrian. Drs 
fer further information cbout o : = of FLEXANGLE bolt direct type shelving | rampuTion, 330 W. 42 St.. New 
Flexangle distributorship, contact York 36, N. Y 


FLEXAANGLE <: CORPORATION 


from marring walls. The 
finish is chip-resistant, baked-on 


















































276 PARK ROAD, WEST HARTFORD 7, CONN 
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Obituaries 





George R. Murdock, 
The Stanley Works 


George R. Murdock, 64, general 
sales manager of the H. L. Judd 
Division, The Stanley Works, died 
recently of a heart attack 

Mr. Murdock joined H. L. Judd 
in March 1928 as sales promotion 
manager and became general sales 
manager in 1931. He was elected 
vice president in charge of sales 
in 1936. When Stanley acquired 
the H. L. Judd Co. in 1954, he was 
made general sales manager. 

He served on the Garden City, 
Long Island, N. Y., board of trus 
tees for nine years, as mayor for 
five years and as police commis 
public 


sioner, commussioner of 


works, and commissioner of water 
supply. 

Surviving are his 
and one son George R., Jr., and two 
grandchildren 


wife, Hazel, 


James A. Turnipseed, Jr., 
Bay State Abrasive Products 


James A. Turnipseed, Jr., 41, an 
abrasive engineer for the Bay State 
Abrasive Products Co., died of a 
heart attack in Memphis on April 


,- 


Mr. Turnipseed worked in the 
district for Bay State 
Abrasive. He served in the An 
Force in World War Il 

He is survived by his widow; three 
sons, James A. III, William Jeffrey 
and Thomas Wayne; his parents, 
Mr. and Mrs. James A 
Sr.; and one sister, Mrs 
Barnes. 


southern 


l'urnipseed, 


Jack E 


Ralph E. McCormack, 
Consolidated Supply Co. 


Ralph E. McCormack, president 
of the Consolidated Supply Co., 
Picher, Okla., died at 6] in a hos 
pital in Joplin, Mo., on May 23 

Mr. McCormack was manager of 


the zinc metal sales for the Kagle 


<aies SOAR 20: 


* 


with 


After one experience with a “do- 
nothing” catalog, the Acme Sash 
& Door Co., progressive Cincin- 
nati distributor, switched to 
Heinn loose-leaf. Results were 
almost instantaneous — sales up 
20% in 90 days! And the extra 
sales volume offset Acme’s entire 
costs of new catalogs in six 
months. 





Excerpt from Heinn's copyrighted 
“Tribute to a Salesman” 
A salesman's interests areas broad 
as the lives of the people he con- 
tacts. His opinionsare strong, 
but he keeps them to him- 
self until he finds a 
chance to tell every 
fact with tact. _,-* 
- 


The complete text ia = 
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in 3 Months 


Loose-Leaf 
Binders 


When you have loose-leaf cata- 
logs in Heinn binders equipped 
with easy-to-use indexing, all 
selling facts stay up to date and 
in sequence. Buyers quickly 
learn your line and follow your 
sales arguments — and respond 
with orders. Quotas that once 
seemed impossible become 
realities. 


Thousands of manu- 
facturers, wholesalers 
and service firms 

now depend on Heinn 
Loose-Leaf Binders for 
catalogs, price lists 
and manuals. A coupon 
like this started many 
of them toward 
improving their 
competitive 

positions. It can 

start you, too, 





KALAMAZOO 


...worth more to you 


For a big, fast machine that will give 
you high-production sawing of 12-inch 
round stock, 20-inch flat and 12-inch 
pipe—and maintain hair-line accuracy 

write for complete details or contact your 


local Kalamazoo distributor 


MODEL 1220W 


MA MINE { . . N 


Kalamazoo TANK and SILO COMPANY 


718 HARRISON STREET... KALAMAZOO, MICHIGAN 
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Picher Mining & Smelter Co., in 
addition to heading Consolidated 
Supply, a subsidiary of Eagle-Picher. 
He had been with the concern 43 


ycal 


John L. Slade. 
The Black & Decker Mfg. Co. 


John L. Slade, 33, administrative 
assistant to the vice president of ‘The 
Black & Decker Mfg. Co., died June 
| at his home in Hampstead, Md., 
of Hodgkin's Disease. 

Mr. Slade joined the company |! 
years ago as a standards analyst, ad- 
vanced to standards department 
manager in 1949 and was made 
Hampstead plant manager in 1951. 

He was appointed administrative 
assistant to the vice president two 
years ago and his duties have in 
volved the handling of organiza- 
tional problems in the planning 
and control of manufacturing ac 
tivities 

Mr. Slade is survived by his wife, 
Beverly, and a daughter, Beverly 
Jane 


Fred W. Elya, 
Norton Co. 


Fred W. Elya, 65, retired north- 
eastern district manager for Norton 
Co., died suddenly May 23 while 
visiting in Barre, Vt. 

Mr. Elya retired July 1 of last 
year after selling 43 years for Nor- 
ton. He was an abrasive engineer 
in western Pennsylvania and New 
York State until 1945 when he 
was appointed northeastern district 
manager. 

He is survived by his wife 


Ernest E. Bushey, 
Sales Service Machine 


Ernest E. Bushey, manager of the 
mill supply department of Sales 
Service Machine Tool Co., St. Paul, 
Minn., died May 9. 

Mr. Bushey, who had been ac 
tive in the automotive supply in 
dustry before joining Sales Service, 
was with the later firm approxi 
mately ten years. The majority of 
his time was spent in outside sales. 

He is survived by his wife 








NEWS DO YOU PASS UP THE 
Ely co sae 190 PLUS PROFITS 
OF MASONRY ANCHORS? 





Key Men Shifted 
At Stanley 


(Starts on page 120 


Steel Co., Ltd., both in Hamilton, 
Ontario, Canada 

Mr. Pease had been assistant gen- 
eral manager of the Stanley Tools 
divisions before his election as vice 
president in charge of Stanley Tools 
in 1951, 

Before his appointment in March 
1951 as vice president in charge of 
the Hardware Division, Mr. Pelton Your nearest RAWLPLUG branch can present to your men 
had been assistant plant superinten y 
dent of the Hardware Division. 


Mr. Freedell was named sales 
manager of Stanley Tools in 1945 “ANCHORING TRAINING PROGRAM" 
and general sales manager in 1950 

Mr. Willoughby formerly was 
assistant plant superintendent of the “extra” business. 
Hardware Division 

Mr. Lohmeyer was appointed The program is a brief full-color slide presentation ...de- 
assistant general sales manager in signed by experts in the field... using the latest techniques 
1953. He also served as a company 
representative in the Los Angeles 
territory 


an effective 


that will show them how and where to get this profitable 


to make solid “how-to” information interesting and enter- 
taining to your men...to equip them to give sound, intelligent 


advice and increase your sales. 





Winning prizes will be 
right in line with your 
everyday selling. Ask 
your Salesmanager how 
you can get in on 
this RAWLPLUG 


Brigham Wins Top Flight ‘ 
of Eastern Hardware Golfers ) 


(Starts on page 120 CONTEST 


Phillips Hdwe. Co., Cambridge, ' $1,000.00 FIRST PRIZE... ) ANCHORAMA money 


. Don’t delay! 


Md.; D. W. Franck, Safe Padlock ' 
Act now! 


Hdwe. Co 


Eighth—C. D. Merritt, Reed F . Rc RA WIDRILAS 
Mfg. Co.; J. C. Walker, Penberthy -=ieement = 
‘ — 


Injector Co. Division, Buffalo 
RAW TAPERS 














Eclipse Corp 
Ninth—Floyd Berdan, National 


Carbon Co.; Lawrence McKay, The —_— RAWLPLUGS 
McKay Co THE 
Tenth—E. C. Laird, Edward K RAW HAMMER SETS Raw 
Iryon Co., Philadelphia; K. E TOGGLE BOLTS RAWLPLUG Co., Inc. 


‘ cc ans & Y Oo > | Co : 
omm, Sueneen & Yorn . 271 Church St., New York 13, N. Y. 
New York. takin 
lith—L. L. Wilson, L. L. Wilson ' eawt gawi 
Co.; D.C. Stagg, Jr., Patterson Bros., Scenenetl LAG SCREW n ) CARSIDE 


New York. RAWL-ORIVES RAWL- ANCHORS SHIELDS pers 
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Varve Mani 


MEGIGTEREQ 


WO. 48 PUNCH 


W. A. WHITNEY 
Stock up for 


Good Profits 


H. Prescott Brigham, Bridgeport Hard 


ware Mfg. Corp., was the winner of the 
championship flight. 


This 48 Punch in o Sane qpametse mates 
box, is @ versatile handy toe tis . , 
chtable to sell. Entire tool is made of drop 12th—B. E. Bostwick, J. Wiss & 


‘orgings and heat treated 


on 


side can be had in the metal box which holds Sons Co. H. A. Stevens, Truc 


| 6 extra punches and dies. Capeocity of punch 
' is Ve" held through 1/16" gage lron-—weighs 
This same punch is avail- 


Temper Corp. 


rd box with 3 punches 13th—D, M. Roney, Gilbert & 


© Send for complete catalog 


Bennett Mfg. Co.; N. E. Drazen 
N. E. Drazen Co 


W. A. WHITNEY MFG, CO. l4th—]. F. Windsor, Bridgeport 


| 626 RACE SY ROCKFORD, 1. |  Hdwe, Mfg, Co.; E. A. McKenna 








rd 


MONLINK POSITIVE 


> 


Products of 
Distributors’ 


Confidence 
FoR 65 YEARS 


“POSITIVE” Lock washers are all- 
important adjuncts to fastener sales. 
Their use in your customers’ plants 
are vital to critical assemblies of their 
products. To serve your customers 
well, rely on a source of supply 
geared to making the best possible 
product and selling through distribu- 
tors. “POSITIVE” is a product of the 
confidence many Distributors have 
placed in us as their sole source of 
supply for the past 65 years. 


oo Lock WasHer Co. 
“7 AVE. AS MILLER ST, NEWARK 5, . J. 





y 
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oe ‘ ; 

Charles P. Harlew, Wickwire-Spencer 
Div., Colorado Fuel & Iron Corp., was 
runner-up and low medalist. 


North Bros. Mfg, Co 

15Sth—]. B. Williams, O. Ames 
Co. G. W. Farr, Decatur & Hop 
kins Co 

l6th—S. M. Jones, New York 
Wire Cloth Co.; A. A. Binkerd, Rus- 
sell, Burdsall & Ward Bolt and Nut 
Co 

17th—M. G. Hayden, Star Expan 
ion Bolt Co.; A. M. Cuath, Frank 
W. Winne & Son, Inc 

18th—G. R. Carpenter, Lufkin 
Rule Co. K. F. Markey, Keen 
Markey Co 

19th—]. J. Gillis, J. J. Gillis Co.; 


ind default 


New Officers 

Joseph C. Walker, Penberthy In 
jector Co. Division, Buffalo-Eclipse 
Corp., was elected president for 
1957. C. B. Leinbach, Supplec 
Biddle-Steltz Co., Philadelphia, and 
Floyd W. Berdan, National Carbon 
Co., were appointed first and second 
vice presidents H L. Gilliam, 
Wood Shovel & Tool Co. con 
tinues as secretary-treasurer 


Sylvania Machine Firm 


The Parts Division of Sylvania 
Electric Products Inc. has purchased 
Formatic Machine Co., Naugatuck, 
Conn., makers of eyelet machine 
parts. It will be known as the 
Formatic Plant of the Parts Divi 


sion 





Farquhar Machinery 
Engages Milnes 

Fred A. Milnes will represent the 
Farquhar Machinery Co., Jackson- 
ville, Fla., in machine tool sales in 
the lower half of the State of 
Florida, it was announced by Allen 
B. Harden, vice-president 

Mr. Milnes will also cover the 
Tampa area, the phosphate area 
surrounding Polk County, the 
Guided Missile Center near Mel 
bourne, the Pine Castle Air Force 
base near Orlando. He served his 
apprenticeship in tool and die mak 
ing with General Electric and has 
had special training in tool and die 
designing. His employment pre 
viously has been with such firms as 
Aluminum Co. of America, E. W 
Bliss Co., and Harrington-Wilson 
Brown Corp., in such positions as 
export manager, sales engineer, chief 
draftsman, machine tool designer, 
plant expansion, maintenance 


Holds Sales Seminar 


The role of the distributor was 
the primary topic of discussion 
when Ampco Metal, Inc., held its 
1956 Weldrod Sales Seminar. The 
seminar lasted two days and was 
attended by 50 distributors. It in 
cluded a tour of the firm’s plant 
and demonstrations of welding tech 


miques 





LOOKING UP catalog facts is part of 
the routine for Dick Snider to make 
sure of replies to customers. He's on 
phone sales at J EF. Haseltine & Co.'s 
Spokane, Wash., branch 


Take the quesework out of 


MAINTENANCE 
UTILIZATION and 
PRODUCTION records 


Hobbs 


HOUR METERS 
1 atornatiog mnnere 


Modern industry is interested in the full utilization of production equip 
ment — and here is the instrument that gives the complete, accurate picture 
The Hobbs AC Hour Meter indicates the operating time of any machine 
of equipment powered by alternating current basic time data essential 
in the study of production methods as they relate to equipment operation 


and information of great value for protective maintenance programs 
which promote better care through more regular attention 


WIDE RANGE OF APPLICATIONS 


The Hobbs AC Hour Meter can be installed on any equipment powered 
by alternating current. For example — compressors punch presses 
motor generating sets pumps refrigeration units air conditioning 
systems lighting systems power conveyors automatic machines 
of all types The meter is small, compact, and easy to install, it's wagedly 
built to withstand hard usage and normal shock and vibration Beeled 
against dust, moisture and other foreign matter 


ACCURATE...EASY TO READ 


Powered by o synchronous motor specially designed for this instrument 

dependable, accurate, ruggedly built. Records up to 10,000 hours, show 
ing 1/10th hours, then returns to rero. 100,000 hour meter also available 
Direct - reading — tells ot a glance accumulated hours of operation 


ofvery ngeanne firm is @ prospect for Hobbs AC Hour Meters. 
Catalog 


Write AC-587 and COMPLETE DEALER INFOR- 


MATION, 


John W. Hobbs Corporation 


27079 YALE BLVD SPRINGFIELD ILLINOIS 
A Division eof Stewart-Warner Corporation 
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WACO car movers 
AFETY cAR WRENCHES 


WILL SELL 


SWACO CAR MOVER 


Special heat-treated spurs securely grip 
the outside edges of the rail. Handle is 
of rugged, selected hickory, 531%” long. 
A big favorite of safety engineers who in- 
sist on top performance as well as safety. 
E. W. Breese 
SWACO CAR WRENCH 

Strong because it is made of high tensile re * ; 
alloy castings. Safe because the handle lo Sales Vice President 
remains stationary in the hands of the rE WwW 
operator as the ball-bearing ratchet head 
revolves with the car spindle. Weight 26 ice pre sident in charge of sale 
Ibs., including 3-ft. handle. and a member of the board of d 


rectors of Hajoca Corp 

Before his promotion, Mr. Brees: 
had been vice president-sales man 
ager of the industrial division. H« 
has been with the company 21 yea 
ind has held managerial posts in 
three Hajoca branches. He becam« 


industrial sales manager in 1947 
B. C. Reuter, Jr., has been made 
district sales manager with head 


Help yourself to FAST service | quarters in New York. He joined 
the firm in 1929 and has been asso 


Hajoca Promotes Breese 


Breese has been elected 








from complete factory stocks 
of BRASS FITTINGS by 


SPAWN 


Flare Fittings Hose Connectors 


ciated with company sales sinc 
1936 





Compression Pipe Fittings 


Bottled Ges Trailer Fittings 


fecal £ |Pa| ee priit™ 


TELL YOUR CUSTOMERS about this idea! filing 
Drein & Shutoff Cocks Accessories system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
Needle Valves Specie! Fittings are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills 
WRITE FOR NEW CATALOG ' (Drills not furnished 
: Made of steel, hammer 
lin enameled. The con ON ASTE BOARD: Irving H. Buck 


SPA N BRASS ; Sapenee ge ottveetive president of Tool Supply & Engineer 


sight. Remember ime Cx Dallas, was elected to th 


MANUFACTURING CO., INC. Sell iietiiedians ad Whe, Remetonn: te 


“Huot rhymes with Do it” 


orseco Write for catalog pages iety of Tool Engineers. A senior mem 
ber since 1942, he will take office at 


MICHIGAN 
551 Ne. Wheeler 5. th next emiannual meeting 
St. Pewt 4, Minn. Orctaher 
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Aviemotive Tenk Valves & Shuto. 








Delta Power Tool 
Names Tool Specialists 


Five metalworking lathe and 
radial saw specialists have been 
appointed to the sales staff of Delta 
Power Tool Division's new specialty 
product department under George 
FE. Rockwell. 

The department was organized to 

give more direct help to industrial 
distributors, management of the 
Rockwell Mfg. Co. division stated. 
Its specialists will spearhead sales 
of radial saws and metal lathes from 
strategic locations, relieving district 
managers to spend more time on 
distributors’ over-all problems. 

Appointed were 

George G. George, former Detroit 
district manager, with Delta since 
1954; 

Herbert Gegenhuber, former 
lowa district manager and one time 
salesman for Ladish Co.; 

Jack Steele, former district man- 
ager in Los Angeles, with Delta 
since 1953; 

Harold Jonas, ex-district tnanager 
in Connecticut, with Delta seven PROFITS ROLL IN WITH 
years; 

Douglas R. Finch, former Mall WHITNEY CHAIN DRIVES 
Tool Co, salesman. 

Delta is also expanding its force 
of school specialists under John 
Claude, school sales manager. 

The specialty products depart 
ment was officially launched at a 
recent four-day meeting atended by 
the specialists and sales officials. f — exclusive features — single source 
The group flew to Tupelo, Miss., to of supply — strategically located 
observe radial saw assembly at the warehouses — skilled specialists for 
Delta plant there and held con- . all drive problems — field engineer- 
centrated training sessions at Belle ing assistance for service and sales 


> 
fontaine, Ohio, and Pittsburgh. May ee == eapalegs that soll oll customers 
includes plastic enciosed dis 
assembled chain ports for easy ; 
choin emombly, hondling ond WHITNEY IS THE DISTRIBUTORS 
ports inventery Another 


Distributors of Whitney finished steel 
chain and sprockets find chain sales 
easy and desirable everywhere for 
these reasons: a complete premium 
quality line — tops in the high profit 
margin group — sales opportunities 
in every plant — nationally advertised 


Los Angeles Changes 
Made by SKF Industries 


Richard M. Parrish is the new 


Los Angeles district sales manager 7 3 

for SKF Industries, Inc., and W. Ay ~ - T 
Henry Keire was named a field im |, }] ] le \ 

engineer. i { 


Mr. Parrish, former assistant dis- CHAIN COMPANY” 
trict manager, succeeded William 239 HAMILTON STREET » WARTVORD 2, CONN. 
F. Weidner who retired after 35 | 
years with the firm ROLLER CHAIN © SILENT CHAIN © CONVEYOR CHAIN + SPROCKETS + FLEXIBLE COUPLINGS 


/ 
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¢ Nationally Advertised 
* Always In Demand 


* Good Profit Margin 


FLEXIBLE COUPLINGS: 

Ne lubrication required. Provide posi 
tive protection against vibration, 
torque, thock of intermittent loads 
Cushions changed without shut-down 
Light, medium and heavy duty: free 
tlenal to over 2400 hp. 


VARIABLE SPEED PULLEYS: 

Quickly installed on new or old equip- 
ment, Change speed while machine is 
running. Ratios to 6 to |. Fractional 
to 15 hp. 


GECT-O-SPERD TRANSMISSIONS: 

jcal os pared to other vari 
an speed transmissions. Instant ad 
justment over wide range of speeds 
Hand wheel or lever control. Ratios 
to 10 to 1. Fractional to 5 hp 





UNIVERSAL JOINTS: 

Precision grovad. Finest alloy steel 
Neo binding, backlash or end ploy. 13 
sizes. Bores 4 to 2 In, Lengths 2 to 
10% in. Diemeters Ve to 4 in. 


Request details on our special | 
stock carrying trial proposition. 


LOVEJOY FLEXIBLE COUPLING CO 


4879 W. Lake St., Chicage 44, Iilinots 


2 


District office managers of Firth Sterling, Inc., attended their first group training 
program at the firm's Pittsburgh office. Present at the five day session were: J. I 
Abbott, Birmingham; E. J. Blough, Pittsburgh; H. L. Dugan, Jr., Houston; C. E 
Ford, Hartford; R. N. Frankhart, Detroit; R. L. Hollingsworth, Los Angeles; Georg: 
Lauer, Chicago; R. H. Ward, Mid East; and W. J. Zemanek, Ohio 


Rawiplug Constructs New Headquarters 











onstructed for Rawlplug Co. on 


\ garden type plant with 25,000 sq is being 
general offices will be 


Petersville Road in New Rochelle, N Th ompany '§ 
transferred to this new plant 


Factory Payrolls Stay at High Level 


| (Right hand scale) 


| 947- 49*100 (Without odjusiment tor seasono! vonaron) 
Source: U.S. Bureou of Labor Stotistics 


' 


| 
’ 








, Ro all i 
Goss 2e8 Ss ae ~~ a -~ aan 
National Research Bureeu 
The nation’s factories this spring paid out about 3% more in wages than a year ago 
this Bureau of Labor Statistics index of plant employment shows. The high rate of 
activity has been reflected in confident purchasing by factories, and increased dis 
tributor sales (in April, up 18% from April 1955 
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ortable 

ELECTRIC HAND TOOLS 
THAT DO A MAN-SIZED JOB 
-- that aman can appreciate 


IT’S EASY TO USE THE LOW-PRESSURE APPROACH. 
Show your customers this dependable line of Swiss pre- 
cision-made *“LESTO portable electric power tools and 
indirect high pressure is automatically present the moment 
your prospect hears the story, sees how these electric hand 
tools perform. 


When your customer holds one of these Swiss electric 
tools in his hand; he'll thrill to its power . . . he'll know 
it’s a tool he can depend on — for year round working 
pleasure. Chances are, you'll “clinch” the sale with little 
effort and have a satisfied, steady customer for a long 
time to come. 


SWISS QUALITY — known around the world for precision workmanship .. . dependable, long-lasting performance 


*Patented by Scintilla Lid., Switzerland 


LESTO ELECTRIC HAND SAW 

All purpose—vuse as a rip, crosscut, 

coping, keyhole, bond, scroll or jig 

sow. Twenty different biades to 
vr 


om for almost every 
type of specialized job. It's fost 
in action, light in weight. Effortiess, 
accurate, ropid cutting. Fine cut 
eliminates sanding. Makes inside 
holes without first drilling a start- 
ing hole. Moving ports ore equip- 
ped with 8 bal! and roller bearings 
to reduce friction, increase machine 
life — assuring the finest balance, 
least vibration. Three models for 
cutting curves and fancy shopes in 
hard and soft wood, formica, press 
beerd, plostic, metel, abrasive 
materials, etc. 


LESTO ELECTRIC HAND WISBLER 
A special tool compactly constructed 
for cutting sheet iron and metals 
Tool heed con be turned in ony 
direction, in a complete circle, with- 
ovt turning the housing—making it 
easy to use in hard to get ot ploces 
Will not distort the moteriol! Cuts 
up to 14 gouge. 


LESTO ELECTRIC HAND SHEARS 
Designed for all types of sheet 
metol werk, the compact handy 
thepe mates these sheors on ideal 
tool for reaching herd-to-get-ot 
places. Two models cut up to 12 
gouge. 


- ite ate a 
LESTO ELECTRIC HAND DRILL 
For assembly line production, used for wood | 
ond metal working. Compact lightweight drill, | 
easy to hendle for the mechanic in the field. 7 
Equipped with hall beorings. se 


SERVICE 
nc AND PARTS 
a tf e AVAILABLE 


PRECISION MADE POWER TOOLS FOR UNSURPASSED PERFORMANCE yROM COREY 
611 BROADWAY, NEW YORK 12, NEW YORK 


TO COAST 
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when you handle the complete line of 


GLOBE BELTING 


‘YOU CAN TAP ADDITIONAL MARKETS 


the most COMPLETE line of 
the RIGHT belting for ANY job! 


The many belting needs that come within the wide range of the 
Globe belting line will help stimulate your sales . . . provide a 
more complete service for customers . . . increase your profits. 
The long lasting qualities, dependability and economy of service 
make Globe a really profitable line for the distributor. 


SOLID WOVEN WHITE COTTON BELTING 
STITCHED CANVAS BELTING 


PLASTIC AND CELLULOSE COATED 
BELTING 


the GLOBE line includes fH "°X%ss woven betts. corron on 


KANRY-TEX BELTING 

WHITE, BLACK OR BROWN NEOPRENE 
RUBBER BELTING 

WEBBINGS 


YOUR FINEST PROSPECTS INCLUDE .. 
Textile Mills Woodworking Shops 
Grain € 


levotors 
wht and Cracker Plants Ovinting Plante 


joy toved Too! Shops Candy Manufacturers 
+ of Packaging Automotive and Aviation 
Machinery Industries 


Write for details — DEPT. D 
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NEW BOARD MEMBER: N. G. Mc 
Callister, secretary and assistant gencral 
manager of Hooven & Allison Co., has 
been appointed to the board of direc- 
tors 


ADDED DUTIES: W. G. Huit, gen 
éral sales manager for Hooven & Alli 
son Co., has been made treasurer also 





Moore Heads 
Bell & Gossett 


R. Edwin Moore has been elected 
president of Bell & Gossett Co., 
succeeding Earl J. Gossett who was 
elevated to chairman of the board. 

Mr. Moore had been executive 
vice president and vice president 
in charge of sales. 


Promotes Seidel 

The new post of vice president 
in charge of engineering has been 
assigned to Glenn E. Seidel by 
Minneapolis-Honeywell Regulator 
Co. He will be responsible for di 
recting all the company’s research 
and engineering activities 





FOR SALESMEN WHO WANT TO... 


Learn About Markets For Various Products 


A 64-PAGE BOOKLET CONTAINING OVER 
350 QUESTIONS ON 110 INDUSTRIAL PRODUCTS 


243 PICTURES AND ILLUSTRATIONS 


ONLY $1.50 PER COPY 


This Sales Quiz Booklet will help you: 





saies quiz 


enue wen | (OduStrial 
Distribution 








improve product knowledge . . . Analyze your sales methods . . . Utilize your creative sales powers 


As a working industrial distributor salesman, you 
have constant evidence of this fact: the first pre- 
requisite of the good salesman is product knowledge. 

Without product knowledge, even the most pol- 
ished sales techniques fail. With it, you increase your 
sales by discovering new sales opportunities in every 
plant you visit. 

This handy booklet will improve your product 
knowledge and open up new sales opportunities for 
you. Here is a practical, tested method of increasing 
your sales every day of the year. Here is a way in 
which you can spot new sales opportunities on every 
call you make. 

This new 64-page Sales Quiz Guidebook covers 
most of the major products sold through industrial 
distributors including products in these groupings: 


Cutting tools 

Machinists’ tools 

Portable power tools 

Machine tools 

Pipe tools 

Pipe, valves and fittings 
Steam specialities 

Pumps and compressors 
Power transmission equipment 
Bearings 


Fasteners and screw products 
Welding and soldering equipment 
Electrical equipment 

Fans, blowers and heaters 

Safety equipment 

Lubricants and lubricating equipment 
Miscellaneous shop equipment and supplies 


Industrial 
Distribution @ 


Written in simple, easy to understand language, 
this well-illustrated booklet will serve as a textbook 
on industrial products and the markets for these 
products. 


Don’t delay! Send for your copy of this Sales Quiz 
Guidebook now. Fill out the coupon below and mail 
today. The cost is only $1.50 per copy. 


Ray Barnett 

INDUSTRIAL DISTRIBUTION 
330 West 42nd Street 

New York 36, New York 


Enclosed is my check for . Please send me 
copies of your new 64-page Sales Quiz Guidebook. 


Send to 


NAME 





STREET AND NUMBER 














——_ ee eee 


A McGRAW-HILL PUBLICATION, 330 W. 42ND ST., NEW YORK 36, WY. 
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SELL TOP QUALITY 


ARBOR SPACERS X 
SHIMS and SPACING 
COLLARS «© Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
DOV" to 125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from '4” to 1’. Hardened 


and ground; edges chamfered. Fur- 
nishod with standard keyway 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, }4” 25’ coils packaged in trans- 

parent plastic boxes, except above 

020", Strips 14” « 12”, in cellophane. 

27 thicknesses. All thicknesses from 

001" to 032". (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating, Coils packed in 
carton for easy dispensing and protec- 
tion, 15 thicknesses, 1” to 032". 
Sheets 6” x 12”; coils 6" « 120°. Avail- 
able also in two assortment packages 
w~12 thicknesses, 001” to 015”, and 
15 thicknesses, 001” to 032” 


Complete, Profitoble 
Dealer Information 
Teday! 


DETROIT STAMPING CO. 


332 MIDLAND AVE. © DETROIT 3, MICH. 


Veteran Employee Receives Starrett Stock 


Arthur H. Starrett, president of The 
with a company tock 

of employment with the firm 
take time out to congratulate him 


5. Starrett Co 
certificate on the « 


( ompany executives mad ¢ 


presents Patrick Glennon 
80th birthday and 64th year 
o-workers of Mr. Glennon 


asion of hi 





Black & Decker Reorganizes 
Advertising Department 


The advertising department of 
The Black & Decker Mfg. Co. has 
been divided into two groups to 
coincide with its sales force's reor 
ganization last January. 

G. Harvey Porter has been named 
advertising manager of the indus 
trial-automotive division and G 
Ross French has been appointed 
advertising manager of the hardware 
division. 


Minnesota Mining Expands 
Los Angeles Facilities 


Minnesota Mining & Manufac 
turing Co. has opened a second 
sales office and warchouse in Los 
Angeles at 6023 S. Garfield. All the 
firm's major product lines, except 
adhesives and coatings, will be 
available at the new building. 

he entire Randolph street build 
ing now will be used by the ad 
hesive and coatings division to ex 
pand its service. 





Personal Income at All-Time High 


SF bot ans 
— 





Yeorty Stanshes 























Source: U.S Ont a be Season! 
Sduated moninly totals at anus! rates ’ 


Bzes ren oe bisdistiedeet pics 


N 7 Research Bureau 


National personal income, bolstered by advancing wages and salaries, is still headin 


upward from a level almost six times the total of 20 years ago 


This is the bulwark 


of the consumer market that keeps industry expanding and buying distributor prod 


ucts 
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Tromanhauser Joins 


Pyrene-C-O-Two Division 


W. E. Tromanhauser, former 
president of Buffalo Fire Appliance 
Corp., has been named vice presi 
dent and general sales manager of 
the Pyrene-C-O0-Two Division. 

Mr. Tromanhauser joined Buffalo 
Fire Appliance in 1940 as a district 
manager. In 1949 he was elevated 
to general sales manager and a year 
later was appointed vice president 
and general manager. Mr. 
Tromanhauser was elected president 
in 1953 and he remains a director of 


Buffalo Fire Appliance. 


sales 


W. E. Tromanhauser 





Roehm Is New President 
Of Norden-Ketay Corp. 


Perry R. Roehm, executive vice 
president, has succeeded Morris F 
Ketay as president of Norden-Ketay 
Corp. Mr. Ketay retired after 12 
years as president but will continue 
as a consultant and a member of the 
board of directors. 

Mr. Roehm had been directing 
the operations of the firm's eight 
research, development and manu 
facturing divisions and will retain 
that responsibility as president 


Clarification 


Permacel ‘Tape Corp. has clarified 
its recent announcement of six 
manufacturers’ representatives (May, 
p. 397). These representatives will 
be responsible for products distrib 
uted in the radio and TV repair 
service field 


>>D>D>D> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU 


Dees Sellers . . . Proven Re- 

peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively ... yet ere 
easily opened... do not 
freeze in the joints. Product 
superiority .. . backed by 36 
yeors of leadership in the 
field moke these Key prod- 
ucts o dependable source of 
sales ond profits for you! 


For secling 
pipe joints 
carrying woter, 
gas, low pressure 
steam. 








Good Door Openers, Too! 
Steady national advertising, 
dealer helps and continvous 
sompling program build uni- 
versal demand . . . actually 
moke openings for sales to 
many new customers for you. 





For sealing 
lines carrying 
oils and high 


Pressure 
steam. 





W-K-M Manvuracrurinc Company, Inc. 


asussipiany or (] C f inovernizs 





+nweoeoes 





PrP enwarvreses 


P. 0. BOX 2117, HOUSTON, TEXAS 


How to increase your SALES COVERAGE 


... with A. K. ALLEN Air Components 


Automation is increasing daily. So are 
sales of standard air-operated equip- 
ment. Get into the air components and 
devices business and get your share of 
these sales—and PROFITS! 


Here is what you get when you 


handle the A. K. ALLEN line of 
standard ait controls 


@ A liberal margin of protu 

@ High quality products, competiuvely 
priced 

@ Standard off-the-shelf items available 
from large factory stocks 

@ Shipments the day of receipt of order 
as only a small, reliable and efficient 
manufacturing organization can give 


© A group of down-to-earth, lively and 
on-the-ball people w help you and 
make doing business a pleasure instead 
of a chore 


Don't buy standard air controls from 
another dealer ...Get your own line at 
the full discount. 


For information on the complete 
“AttenAtin” line of CYLINDERS, 
VALVES, CLAMPS aad DIAL FEED 
TABLES drop a line to A. C. Kelly ov 
use the coupon below. 


THE A. K. ALLEN CO. 


57 Meserole Ave., Brooklyn 22, N.Y. 
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b S$ S$ a X LUBRICATING 


; DEVICES 
‘*MULTIPLEX’’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-Feed illustrated 


@ Electric Solencid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 
fourteen feeds—tour sizes of Reservoirs 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
it is convenient to a and operate for 
pumps, engines, machinery, etc. Stock them 
PrTTINGs - Fens Bopad us send you the = 
plete cata make us your supp 
+ and other Bross Products = wece for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est, 1901 DETROIT 7, MICH. 


We manufacture 
LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 

AiR COCKS 


Snes qoenanepanendnenepepenmenesanasendiibind! 











ot RE op 1s 


i 


ruayitts 


j 


Write, wire, or phone for your i 
of Sten says: 


the new STAR catalog. 


- copy 
STAR STAINLESS SCREW CO. 
645 Union Bivd., Peterson 2, N. J. + ‘phane: Little Falls 4-2300 
(CREM Direct N.Y. ‘phone: Wisconsin 7-9041; Philedeiphia: ENterprise 623! 


MANUFACTURERS REPRESENTATIVES: A Few Chotee Territories Open. lnquiries \nvited 


“Star Stainless 


* heve 
" 
BiH x. 
'NY HEADS” 
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Lawrence L. Carber 


H. K. Porter Adds Post, 
Shifts Three Officials 


H. K. Porter, Inc., has established 
a new management post and made 
three assignments. 

Lawrence L. Garber has been ap 
pointed to the new position of vice 
president in charge of production. 
Eugene Salinger has been named to 
succeed Mr. Garber as general man 
ager of the Henry Disston Division 
and Harold F. Nunn has been 
elected vice president of Henry 
Disston & Sons, Ltd., Toronto 

Mr. Garber will supervise pro 
duction of the firm’s 13 divisions 
He joined the company in 1950 and 
before assuming his post at Disston, 
he was general manager of the Alloy 
Metal Wire Division. 

Mr. Salinger joined the company 
earlier this year as assistant general 
manager of the Riverside Metal Di 
vision. Previously he had been presi 


Eugene Salinger 





dent of Bayshore Industnes 

Mr. Nunn, formerly assistant gen 
eral manager of the Henry Disston 
Division, will direct the activities 
of the division’s subsidiary in 
Toronto and Vancouver. He joined 
Porter in 1955 as an assistant to the 
executive vice president. 


Moves Chicago Office 


The Henry Disston Division of H. 
K. Porter has moved its Chicago 
branch office and warehouse to 1100 
W. Washington Blvd. The new 
location, it was announced, provides 
better trucking facilities and more 
warehouse space 





Byron J. O'Hare 


Buffalo Fire Appliance 
Selects Active Head 


Byron J. O'Hare has been elected 
vice president and active head of 
the Buffalo Fire Appliance Corp. He 
said existing policies of selective dis 
tribution, district 
managers, will remain in force 

Until his recent promotion, Mr 
O'Hare was manager of the New 
York branch and warehouse, hand 
ling export and eastern division fire 


supervised by 


extinguisher sales 


Sales Staff Change 


George A. Markell has deen pro 
moted from the sales department of 
The Elwell Parker Electric Co. to 
assistant sales manager. He joined 


the firm in 1948 


Every plant needs a SHOPLIFTER 


THE ORIGINAL 

500 1.8. HAND LIFTER 
Es 7 ' More than 10,000 have 
' been supplied to over 
& wy "Chee ; 50 different types of 
| nem industrial plants 

eae ae . 
all over America 


Only *197°° 


Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma 
chine pmo loading and stacking. Elimi 
nates danger of lifting injuries 

1000 Ib. and 2000 th. Shoplifters and 
many special duty models available 
Write Don Subr for salesmen's catalogue 


sheets and re-sale information 


— 





Performance guaranteed 
Sold with a 10-day 


free trial offer. 


ECONOMY ENGINEERING CO. 


4532 W. Lake &t., Chicege 24, II. 
Eastern Seles Office: 342 Medison Ave... New York 17. N.Y 


CALDER 


the Dresser Line 
for Bigger Profits... Easier Sales 


BUILT RIGHT Best material ' or tooél 


tee! cutters Right and Left band Threaded Bushings 


Automatic Tightening 


Extra 


EASY TO HOLD 
Weight well distributed 


for smoo th handling 


bs | 


OLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING co. 


2049 North Prince Street Lancaster, Pennsylvania 
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A NEW 
LUG-ALL 


Winch Hoist 


2 TON 


CAPACITY 
20 FOOT CABLE 


* =» 
He 
ss 


*® SELLS FOR ONLY 
HIGH 


OTHER LUG-ALL MODELS FROM % TON 
TO Va TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS. 


CAR DOOR PULLERS THAT 
IN A JIFFY ROUND OUT T 
WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPANY 


242 





Distributor Gets Training at Capewell Mfg. 


Peter J. Smith, Abrasives & Cutting Too! 


welding technique from William Kent 
saw department. On his return to Ch 
a band saw welding department for 


Abrasive 


foreman 


Inc., Cleveland, learms proper band saw 
The Capewell Mfg. Co.'s band 
Smith will set up and supervise 


l ools 


Mr 
& Cutting 





Two Sales Executives 
Appointed by Atlas Valve 


Robert B. 
moted from purchasing agent to 
sales maanger and Joseph FE. Fachet 
from sales service engineer to dir 
tor of sales by Atlas Valve Co 

Both will be responsible for sale 
promotion, market research and 
customer relations. Mr. Davis will 
supervise internal Mr 
Fachet will oversee field activities 


Davis has been pro 


sales and 


Thermoid Elects 


Vice President 
M. Scholz 
president of Thermoid 


is now 
Co 
merly assistant to the president in a 


Charles vice 


For 


sales coordinating capacity, he also 
was general manager of the indus 
trial rubber division. 

Mr. Scholz had been associated 
with Pioneer Rubber Co 
manager and with Goodrich ‘Tire & 
Rubber Co 


as sales 





Lunkenheimer Co. has opened a new iron and steel valve plant in Cincinnati 


is part of the firm's expansion and modernization program and 
0,000-sq. ft. to Lunkenheimer’s production facilities 


two-story ——e 
adds more than I( 
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Garrett Corp. Reports 


eo? ~ 
- + 
28.8% Sales Increase / ‘ 
‘ 
: ' Be headquarters 
The Garrett Corp., of which Gar 
rett Supply, Los Angeles, is a divi 
sion, reported a $3,410,510 net for 
co om iene | BWEBRYTHING 
the nine months’ period ended 
March 31, 1956. Sales figures repre ’ 
sented a 28.8% increase over the that S needed 
the current nine months, totaled A finish or coating 
$3.64 as compared with $3.71 per ‘. oe 
share at the same time last veart > ot f 
Profit before taxes on income in Mw 
the two periods was within a frac Binks line is complete... : 
over 1100 standard items, each it 4 
precision manufactured and 7 


- 


lentical coordinated for dependable and : 
—— money saving spraying of any \\ ' 


Garrett has been paying a 50 finish or coating . 
share since re 


cents dividend per 


September 1955. Before that it Whatever your customer's job... (3 st 


_ 
i el 


7 
7 


same period last year 
Earnings per share, of which 
there are 937,827 outstanding for 


“say 


! 
! 
f 
i 
! 
i 

! 
! 
! 

! 

' 

' 

1 
' 
‘ 

' 


= 
~ 
—_——_ ' 
' 


tion of one per cent The net 
proht for the two periods was 


there's a Binks gun for sprayin 
paid a 40 cent quarterly cash . —— 
any finish or coating...a Binks : 
dividend. : ; . 
compressor to deliver the proper 
air pressure and volume to one gun 
or many... Binks stationary 
portable or mobile equipment for 


every job 





Whatever the production rate... 
there's manual spraying, semi- or 
fully automatic equipment exactly 
keyed to production requfrements 


P metoriel Extractors & 


— monn _______ ae 




















—s — 





Rehert G. Be These are but a few of the items in Binks complete line 
When you sell Binks products, you sell a line which has 


60 years experience built into every item. And-—it's a bonus 
Dayton Rubber Selects feature of professional dependability that costs you or your 


V-Belt Sales Manager customers nothing extra...yet builds reputations and profits 
For complete information about the Binks line 


Robert G. Burson has joined the write direct to the address below 
Dayton Rubber Co. as sales man 
ager of the industrial V-Belt divi 
sion. He succeeds J. W. Torrant 
who is going into business for him 


Ti 
self Bi nm  ~ Binks Mfg. Co. 


Before joining Dayton, Mr. Bur 
EVERYTHING 


son was sales and advertising man 
ager for nine years in the industrial 3128-30 Carroll Ave., West, Chicago 12, Winols 


division of another V-Belt manu 


Ask about our spray painting school 
Open to all...NO TUITION ...Covers all phases 





tacturer REPRESENTATIVES 1 PRINCIPAL US. AND Camacian cines © see vous c.asswen GBP peecroey 
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~B-RIGHT-ON 


ee 


always measure up! 


Product, Promotion, Policy on 
these crucial distribution factors, 
B-RIGHT-ON always measures up 
It is the result of Brighton's fair 
play policy .. . and your assurance 
of extra profit and extra customer 
good will. 

From factory to you to the customer, 
B-RIGHT-ON products are satis 
faction controlled. They always 
measure up on: 


PRODUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 


PROMOTION — Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT-.- 
ON distributor for what they need, 
when they need it. 
POLICY—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves, 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


/?_ 
- 
-. 
he 


PERE 


te - > > 


. 


‘PORRREEERE 


you can do better... with B-RIGHT-ONI” 


THE BRIGHTON SCREW & MANUFACTURING. 


Cincinnati 2, Ohio 


INDUSTRIAL DISTRIBUTION © JULY, 


Theodore A. Day 


Stanley Division Assigns 
Two Sales Representatives 


'heodore A. Day and Henry P 
Krogstad have been appointed sales 
epresentatives for the Steel Strap 
ping Division of The Stanley 
W ork 

Mr. Day will work out of the 
Buffalo office and cover western 
Pennsylvania and northern New 
York. Mr. Krogstad will service the 
Philadelphia territory which in 

udes eastern Pennsylvania, south 


ern New Jersey and all of Delaware 


Henry P. Krogstad 





Joins Friedman Supply 
David A. Chester has joined the 
& J Friedman Supply Co., 
Passaic, N. J., 


for the company’s industrial di 


as a representa- 


ion. He will cover northern New 


vy, New York and Px nnsylvania. 





New Specialist to Work 
With Carboloy Districts 


Benjamin E. Storrs has been ap- 
pointed carbide cutting tool 
specialist for Carboloy Department 
of General Electric Co. 

Former cutting tool and equip 
ment coordinator in G. E.'s Air 
craft & Ordnance Systems, he will 
work directly with machine tool 
builders and toolmakers and will 
also coordinate carbide sales 
activities with district offices. 


Joins Carboloy 


Jack A. Yoblin, formerly with 
Titanium Metals Corp., has been 
named carbide products develop 
ment engineer for the Carboloy 
Department of General Electric Co 





with BEAVER 
Selective 


Distribution 


BECAUSE... 
. .. there is no overloading of your market area 
with distributors! The market potential is divided 
among only a few reputable distributors. Your turn- 
over is faster! Your profits increase! Cut-throat 
Robert H. Morse, 11! competition that robs you of sales and reduces your 
profit—is eliminated. You sell more on a more pro- 
Fairbanks, Morse Promotes “ _— fitable basis because your potential is greater. 
Three to Firm Officers ss Beaver National Advertising creates demand for the 
new Beaver line . . . makes it easier for you to sell. 
Morse & Co. were promoted to The National Distributor’s Association says, 
officers. oe “Selective Distribution Increases Profits.” We agree! 
Robert H. Morse, III, at one time oi If you do too, then write for complete information. 
an assistant to the vice president in Sole? There are some fine franchises still open. 
charge of sales, has been appointed 
vice president—sales. Prior to this 


promotion, he was sales manager. Bw E r E R 
De Rewod eemaly eset | ary roar 
» Was Crecte For complete information 
president—purchases on the Beaver Pp I Pp oO #] L & 
J. F. Weiffenbach was promoted Selective Distribution Pies §=6D ANA AVENUE - WARREN, OHIO.U. S. A. 


from chief product engineer to “SS Yoors of Highest Quetity”’ 
director of engineering 


Three members of Fairbanks, 
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SELL the 


DEPENDABILITY 
of 


epson 
A-4 
PIPE UNIONS 


... from the experience 
of users 


uM your 
iechpe oot woslenmanee (end what - E. ‘superia. 
tondont lan’ ony you rg hel ietoromsed in 
the sales potentia! 


tod 4 





~Ay reason tor "om ne 
JEFFERSON PIPE UNIONS is 

8 Se Se SS 
ground brasseto-iron joint 
machined in a true are, are ground together in 
pairs and the parts thus mated, are never sepa 
rated. Obviously this 
means a pertect match and assures absolute 
sell seating. 





Other features include 
.. the use of air-retined malleable iron in 
the bodies having a basic strength of 55,000 ibs. 
I. 

.» » the brews seat ring located in a recess 
away trom the runway ... a teature exclusive 
with letlerson ... which means not only ab- 
sence of obstruction to tree flow through the fit 
ting but aleo prevents pipe ends {rom coming in 
contact with the seat should pipes be screwed 
in too tar, 

. » « efficient play in the ball joint te pro 
vide what might called a universal joint to 
take care of any condition where pipes are not 
entirely in line. 

These and other equally important scies tea 
tures are well worth your inv ation in 

te that have already standa on JEr 
N’S not only tor ndability and leak 
prool performance, but also for ease of installa 
tler and y in ft 
Explore the completeness of the JEFFERSON line 
which includes 1507, 25027 and 202 unions, 
union elbows, union tees and tlenge unions. 
Available with either brasstoiron or iron-to 
iron seate 
Get all the tects NOW. Literature FREE on 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 
REMEMBER... 

Ask Your Customers 























Auto Production Is Short of Record 


THOUSAMOS 
OF veces 


260 ——— a 
~ Weenly Averages by Yeors 


Source Words Reports. Statistics include passenger cors, 
@ commerce! vetwcies, and trucus produced m US 


’ Sessa ee ee vweweeee eae ee i 
Sone 1940 oe mee ss F mame A A EOmMO SCF wMeamM eA REO HSD 
(966 . 1906 








National Research Rureau 


The auto industry is one of the few to dr p bx hind the parade of increased produc 
tion this vear. But Detroit still turns out nearly 130,000 vehicles a week on the 
average, despite sluggish new car sales recently. Effects of the auto cutbacks have 
been local, not national. The rest of the economy continues its record pace, with 
stec] mills running at capacity and most factories that distributors sell to unaftect 





Hyster Assistant Named Predicts Growth 


Raymond L. Howerton has been Che use of general purpose in 
promoted to assistant manager of dustrial controls will double within 
the sales promotion department of the next ten years, W. F. Oswalt, 
Hyster Co, Formerly sales training general manager of General Electric 
manager, he was with Lincoln Elec- general purpose control department, 
tric Co. as regional dealer manager _ predicted when he spoke at the first 
before joining Hyster six years open house of the company’s new 
ago Bloomington, Ill, plant 





Allis-Chalmers Congratulates Distributor 


LUPLINGER ine. 


SNiTho sed, 


Sales record for 1955 inspired verbal and written congratulations to Robert J 
Uplinger (center) president of R. J. Uplinger, Inc., Syracuse N. Y. by John Becker, 
district manager of Allis Chalmers Mfg. Co. Robert C. Pease (left), office and ware- 
house manager, looks on. Starting in business in Syracuse in 1949, R. J. Uplinger, Inc., 
at the end of 1955 stood first in volume of sales of clectric motors and fifth in 
Texrope drives among Allis-Chalmers distributors throughout the country 
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J. R. DeBacher 

Thor Elevates Executive. 
Adds Kansas City Branch 

Jack R. DeBacher has been made 
a full vice president by Thor Power 
Tool Co. Neil C. Hurley, Jr., 
dent, said Mr. DeBacher will direct 
the centralization of Thor's manu 


presi 


facturing, sales and engineering di 
visions 

Mr. DeBacher has 
tive vice president of the SpeedW a 


been execu 


Manufacturing Division and for 
merly was vice president of sales 
Thor also announced the open 
ing of a Kansas City branch at 606 
West 17th St 
repairing tools is included. FE. C. 
O'Connell, 
branch manager, heads the Kansas 


\ service station for 


former San Francisco 
City operation which will serve dis 
tributors in Kansas, Oklahoma, and 
parts of Iowa, Missouri, Nebraska 
and the Texas Panhandle. 


Gregory and Doelger Head 
Barksdale Valves Offices 
John V. Gregory has been named 
manager of the New Jersey office 
of Barksdale Valves and Jim Doel 


d Customers 


Please 


Yes! Because we maintain adequate 
stocks of Farquhar Roll-Free Gravity 
Conveyors our dealers can add up 
bigger, quicker, surer profits. 

You can rely on immediate ship- 
ment from our warehouse stocks on 
standard lengths and widths of both 
wheel-ty pe and roller-type conveyors. 

Almost every customer on whom 
your salesmen call has many uses for 
these light, strong, portable convey- 
ors. They handle cartons, boxes, 
crates, etc. into, through and out of 
your customers’ places of business. 
Their first cost is low, and their oper- 
ating cost almoat nil. 

If you are looking for a line which 
will add to your volume and profit 
with minimum inventories and sales 
expense, you should find out about 
Farquhar Gravity Conveyors 


WRITE FOR OUR NEW BULLETIN NO. 801 
and our generous dealer discounts 


A. B. FARQUHAR DIVISION, The Oliver Corporation 
Conveyor Dept. U-46, York, Pennsyivenia. 
Factory Branch: 616 W. Bim &., Chicege, Ill. 


Send me prices, discounts end Bulletin Ne 801 on Farquhar 


ger has joined the company as Mil 

waukee district manager. j 
Mr. Gregory was a salesman for 

Barksdale in northern New Jersey 

for the last two years. He formerly 

was with Bendix Aviation, Eastern 

Air Lines and the Air & Hydraulics 

Equipment Co. Mr. Doelger had Vater} - tion 

been with Pittsburgh Plate Glass. \ POWER BELT AND GRAVITY CONVEYORS 
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the quick-turnover 


line for greater 
PROFITS! 


When you stock Rapistan perform 
ance-tested wheels and casters, you'll 
find it's the most profitable, fast 


selling line you can carry — and the 


only caster line which meets such a 
wide range of specifications with 
such a low stock investment. Rap 
istan's personalized merchandising 
stall is at your service, too, with 
practical sales aids and ideas which 
pay off in volume sales and Rap 
istan's national advertising in lead 
ing publications pre-sells the line 
in the heart of your big-volume 
profit market! 


WRITE, PHONE OR WIRE 

for complete information 

on Rapiston's Money Sack 

Guoranteed Caster Fran 

chise and the new coaster 
and wheel catelog 


aie 


Edward J. Andress 


Andress and Dobmeier 
Join R. C. Neal Co. 


Edward J. Andress and Norman 
R. Dobmeier have joined the staff 
of R. C. Neal Co., Inc., Buffaio, 
N. Y 

Mr. Andress has been named 
general manager of the firm's Syra 
cuse office and will have charge of 
the Central New York area. Mr 
Dobmeier has been assigned to the 
Buffalo sales organization 

For 23 years Mr. Andress was 
with Baldwin-Hall Co., Syracuse, 
and managed that firm’s industria! 
supply division. 





Gets Vice President Post 


Charles B. Bendix was made 
executive vice president for Sund 
strand Engineering Co. and will be 
in charge of sales, engineering, ad 
vertising and promotion 
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“IN THE BAG” 


FOR YOU 


WHEN YOU 
SELL THE 


Job HI-DRI, the “quality- 
controlled" oil and grease 
absorbent now mined and 
manufactured at our new, 
modern plant in Quality, 
Georgia. Write today for sam- 
ple and complete details of 
the NEW Jobber Incentive Plan. 


WAVERLY Petroteum Products Co. 
1724 Chestnut St., Phila. 3, Pe. 
Mine and Plont— Quality, Georgia 





A. B. Willi, Jr. 


Federal-Mogul 
Promotes Willi 


Albert B. Willi, Jr., has been 
promoted from assistant chief engi 
neer to executive engineer by the 
Federal-Mogul Division, Federal 
Mogul-Bower Bearings, Inc. 

He will continue to direct sales 
engineering and will also oversee 
service and product engineering 
under the direction of H. F. Dixon, 
chief engineer 


Sets Up Hardware Post 


Ben T. Cowherd has been assigned 
to the newly-created post of man 


ager, hardware division, for Stand HOOKS and LACERS 
ard Tool Co. He will be responsible THIS AD IS 


for expanding the division. Em in materials handling, food harvesting 

phasis will be placed on improved and processing, power transmission, WORKING 

pac kaging and merchandising assist wherever flat ends must be joined. FOR YOU IN 

ance Clipper belt lacing equipment for belts, - i 
AMERICAN iLLER on 

aprons, tapes and ribbons! PROCESSOR : 





produces secure, flexible joints in minutes THE CANNER 

riow 

FOOD. ENGINEERING 

MILL and FACTORY 
PRODUCT ENGINEERING 
EXTILE WORLD 


does not injure belting 

gives smooth, flexible joint that rides treely 
over conveyor rollers 

is flexible both ways of the belt 


WRITE FOR FREE SAMPLE 

Send a sample of your belting, apron or 
ribbon to Clipper with an outline of your 
problem. They'll determine the best meth 
od of fastening and then lace your sample 
FREE. 


Ask your Industrial Distributor for Clipper Products 


LACER 
NEW EFFICIENCY has increased 


ad =e 
lipper abe 
business, says J. G. Parnell, president of 


Smith-Monroe Co., South Bend, Ind 992 Front Ave., N. W., Grand Rapids 2, Michigan 
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Super-Sellers 


BECAUSE THEY'RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory hew smal! investments 
in Be't-Savers can produce bi 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line, It includes a 
wide selection of sturdy, 
cast iron pelleye in many 
sizes and , for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron leys ! 
Sprout-Waldron 
& Co., Inc.,3 Logan 
Street, Muncy, Pa. 

Write for free booklets! 





Transmission Specialist Joins Republic Supply 


R. E. Hess has joined Republic Supply Co 
A former manager 
western states, he is shown explaining Boston Gi 


transmission specialist 


of California, Los Ange les, as a powe! 


of Boston Gear Works operations in 1! 


ut products to Republic salesmen 





Industrial Relations Post 
Established by Chain Belt 


John E. Sutcliffe has been pro 
moted to director of industrial rela 
tions at Chain Belt Co. William 
L.. Dow, assistant personnel man 
ager, succeeds Mr. Sutcliffe as per 
sonnel manager 

Mr. Sutcliffe joined the 
chain division 13 years ago as pet 


roller 


sonnel manager and was appointed 
personnel manager of Milwauke« 
operations in 1953. Mr 
the firm 31 
named 


Dow ha 


been with vears and 


was assistant per onnel 


manager in 1955 


First Quarter Loss 
Reported by Hajoca 


A small net loss in the first quar 
ter was reported by Hajoca Corp 
Ihe net loss, after all reserves and 
ifter the 


refund of federal incom«e 


provision for Carry back 


taxes, was 
158. This compares with a net 
ss Of $17,116 for the first quarter 
ft 19 

I. W. St 
We are optimistic about prospects 


Clair president, said, 


for the second quarter. We believe 
our branches will continue to show 
in increase in sales and net profit 


for 1956 as compared with 1955.’ 





Stanley to Unify Stee! Strapping Production 


The Stanley Works is building a new manufacturing plant on a 40 acre plot in New 
Britain, Conn. Steel strapping activitics, now scattered, will be unified in the new 
plant and production is expected to double. An adjoining office building will be 
staff 


constructed for the Steel Strapping Division office 





CAST IRON 


PULLEYS 
aunet, 4, 
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HARRIS 
METAL FLOATS 


i“ Mode of copper, plain steel, copper 
ploted steel, stainless steel, KA-275M0, 
aiuminum, bros, monel, pure nickel, 
Admiralty and Everdur or any suitable 
metal for open tonk and all pressures 


Pod Seemiess copper bal! floats carried 
in stock in diameters of 2," to 12 
inclusive for open tent and pressures of 
25, 50, 100 and 180 ib. Floats in speciai 
sizes and pressures 'o your specifice 

tions 
vd Stoinless steel ball floets for high 
pressure or open tank corried in stock 
to 12° diameters Sizes over 

mode to order 


§ WRITE FoR CATALOG! 


PROFIT 
PACK 











MAK-A-KEY. 
THE PACKAGED KEY STOCK 
Sell steel key 


profitable way 
most commonly 


stock the new, 
packaged in 6 
used sizes for 
industrial use. Cold finished 
steel zinc-coated to prevent 
rust * Over-sise to assure snug 
fit no back-lash. « Greaseless 

clean to handle « Easy to cut 
* Standard assortment in sturdy 
self.service display carton, 12 in, 
lengths: “se, “4. “ea % Ae. & 
in, squares. Also rectangles and 
additional Write for de- 
tails. 


sizes 





DE VAN-JOHNSON CO. 
508 Rathbone Avenue, 
Aurora, lilinots 





E. Arthur Steele 


Steele Covers Midwest 
For U. 8S. Expansion Bolt 

k.. Arthur Steele has been assigned 
by U. S. Expansion Bolt Co. to its 
midwest under Emest ¢ 
Belcher, district 
manager 


Mr. Steele, the former 


Pree ston 


territory 
midwestern sales 
ind 


Industrial 


OwWllcl 
operator of 
lool Co 


pany 


recently joined the om 


New Sales Engineer 
William Kriewall ha 
American Agile Corp. as sak 
nect vith 
Corp. and Eutectic Corp., he 


jomed the 
eng) 
Formerly, Permagil 
will 
wuthern Ohio 


Virginia 


accounts im 


West 


scTvice 


and western 





DEAN STRAND has jomed Bay State 
Abrasive Products Co. as an abrasive 
engineer for the Fox Valley. Til 
im luding Rockford He 
an abrasive specialist for 
tributor 


areca 
formerly was 


i Chicago dis 
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IT PAYS T0 
PUSH THE 
QUALITY 
LINE 


f 


7 
7 


7 


/ 


RE RE a am 





KNOW THE 


YOUR INDUSTRIAL PROSPECTS 


e 
LINE 


They know they can count on quality 
construction, efficient and economical 
operation 
ment field for over 55 years 
good reputation and national advertising 
mean you have less of a selling job to do 
They help you close the sale faster 
why it’s good business for you to push 

the Johnson line. More sales, more profit 
for you. 
your customers. 


Johnson has led the gas equip- 
Johnson's 


That's 
Guaranteed satisfaction for 


a5 We 
if 


4 


<No. 142 Heat Treating 
Furnace 


Heats fast to save time 


No. 120 Hi-Speed Furnace > 


1500° F. in 5 minutes. 


<No. 118 Combination Bench Furnace 


ideal for all around shop use. 


No. 101 Bench Furnace > 


Heats to 1800° F. 


without blower. 


= 


< No. 60 BCD Concentric Ring Burner 


3 burners with separate controls. 


No. 1202 Blower — 


13 CFM at 6.5” 


w.¢. pressure. 


< No. 706 Annealing Furnace 


Temperatures of 400° to 1800° F. 


Awe 
rey ae 


WRITE TODAY FOR THE NEW 
JOHNSON CATALOG with 
specifications and prices 
on the complete 

Johnson line. 


SE. * 
Z ial? 
- — 


Pees 


If it burns ws() look to Johnson . . . since 1901 


JOHNSON GAS APPLIANCE CO., 588 t Avenve NW, Coder Rapids, lowe 
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Two Managers, Treasurer 
Appointed by Vickers, Inc. 

Vickers Inc. has named Everett 
©. Clark as manager of its 
branch; W. F. Driver as 


manager—industrial products sales; 


new 
midwest 
and Owen C. Davis as treasure 

In addition to territories in Wis 
consin, northern Illinois and north 
western Indiana, the 
branch area has been expanded to 
include Missouri, Nebraska, Minne 
sota, the Dakotas and southern 
Illinois 

Mr. Clark, former 
dustrial products sales, also served 
is district manager of the New Eng 
land territory for 10 years 

Mr. Driver has been Seattle dis 
rict manager and before that was 
St. Louis district manager 

Before his appointment as treas 


ure! Mr 


midwest 


manager—in 


Davis was controller 


Completes Reorganization 


Vickers has completed the 1 
organization of its engineering de 
partment. Dr. N. E. Edlefsen, vice 
president and director of engineer 
ing, was in charge of the reorgani 


zation 


New Tool Firm Formed 


Fastcut tools, formerly 
products of the Fastcut 
of the Hilton Mfg. Co. are 
manufactured by the newly organ 


ized Fastcut Tool Co 


cutting 
Division 
now 





NEW DIRECTOR of The Fairbanks 
Co. is E. T. Flanagan, vice president 
f sak 








H. H. Burrows R. B. Hazard 


Raybestos-Manhattan, Inc., has Mr. Hazard started with the firm 
made assignments to four key sales 11 years ago as a sales representative 


positions—H. H. Burrows is senior of the packing division at Minne pare» 
vice president of the rubber sales polis, became distributor sales man PR ECISION 
division; R. B. Hazard is vice presi- ager in the western district and was 1 
dent and sales manager rubber and named sales manager of the rubber 5 HT} 4 FAC r § 


packings; S. J. Synnott is assistant and packing divisions last year 
sales manager rubber products; C. V 


Vetell is manager rubber products DO YOu HAVE 
mes. New Vice President Post YOUR COPY ? 


Mr. Burrows joined the Manhat 

tan rubber division 4! years ago. He Frank R. Bridges joined Fyr- 

later became sales manager of in- Fyter Co. as vice president~manu Use this catalog as a selling tool to 
dustrial rubber products division facturing of the SAFA alarm divi eee oe ne 
and was appointed a vice president sion a newly created post. He was rooms, inspection departments and 
last year. formerly with Gamewell Co. —— ee ee ae 
and machine maintenance. Challenge 
precision working surfaces and hold- 
ing devices shown in the catalog 


7 * 
New Orders Again Break Peacetime Record ya 


Layout Surface Plates Sermi-Steei Welding 
Reading Tables Tables 
| Adjustable Floor Greens Yebtes 
4 L ora PA U 6. ; Biecks 
AMERICAN SUPPLY & apping Tiates one . 
St rt Surface Plate Stands 
MACHY. MFRS. ASSN. Universal Right Angle Plates 
Mew Order Indes — Angle lrons Box Parallels 
Universal Box Angies Work Banches 
Be sure each of your salesmen has 
“ copy of this valuable sales aid, the 
Challenge catalog of precision equip- 


ment 





















































TRAOt mane @ 


THE CHALLENGE MACHINERY CO. 
GRAND HAVEN, MICHIGAN 
The Chatlenge Machinery Co 10-7 f 
Crand Haven, Mich 


copies of Challenge Pre 














| FEDERAL RESERVE INDUSTRIAL 1, ty, eee 
Ch, OE mae pe ee - 


om 


fae 1947 1949 Average — 100 


«4, U. S. DEPARTMENT OF COMMERCE 
4 ; Mew Order indes — Owabie Goods 


Me gg birdies 


Send 
cision Catalog 





950 51 952 1953 1954 wss 1956 








ii 


Orders placed by industrial distributors established a new peacetime high in April 
when the American Supply & Machinery Manufacturers Association index rose to 
208.6, a gain of 1.9 points over March 
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WHEN YOU NEED THEM 


2s 


JUNIOR DRAFTSMAN SECRETARY JUNIOR ACCOUNTANT 


: 
: 
J : 


CASHIER ENGINEER 


2 


ELECTRICIAN JUNIOR BUYER MACHINIST 


.- WILL THEY BE READY? 


What kind of seniors will you hire this year from the high schools 
around you? Fast learners, steady workers, or... ? Good schools 
are vital. And good schools don’t just happen. If your company 
can help community groups to get better schools (population 
growth alone demands an extra 200,000 classrooms and 165,000 
more teachers right now), the schools are sure to help your 


company. Think about it, won't you? 


Want to find out how to help in your community ? | 
Get specific information by writing 
Better Schools, 9 East 40th Street, New York, N. Y | 
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OF INTEREST TO STARRETT DIS- 
TRIBUTORS ANDO THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


SINCE 


O 


SALES LEADS 


188O WORLD'S GREATEST TOOLMAKERS «+ 


THERE’S ALWAYS A NEED For § 


Here is a quick refresher course in 
the applications and sales features 
of some of the more widely used 
Starrett micrometers. Whenever the 
call is for mikes, you can be sure 
that Starrett makes a type and size 
ideally suited for the job. Every 
Starrett micrometer features bal- 
anced design plus easy handling 
and better readability. Carbide tips 
available on most models. See new 
Catalog No. 27 for complete in- 
formation. 


For greatest utility, many shops prefer No. 224 
Series micrometers which feature interchangeable 
anvils to handle a wide range of measurements 
with one mike 


No. 483 and No. 485 measure 3 or 5-fluced cur 
ting tools, eliminate special txwwres, read direct 
in thousandths. Satin chrome finish with carbide 
facings on anvils and spindle 


With pointed spindle and double-V anvil, No. $74 
and No. $85 Screw Thread Micrometers measure 
pitch diameter of screw threads in thousandths of 
an inch. 1” and 2° sires 


The favorite 1" full finish satin chrome mike, No 
T230RL (shown) has ratchet stop, lock mut, reads 
to tenths. Also available with friction thimble as 


No. T250F!I 


For freque nt use On close work, recommend new 
Starren No. 221 Hi-Precision micrometer which 
reads direct in ten-thousandths with sutoma 
spindle pressure control 


Por Measuring wall thicknesses of tubing or from 
a hole to an edge, many mechanics favor Starrett 
No. $69 Tube Micrometer Caliper with its ex 
tended right angle anvil 


For big work. Starrett Tubular Micrometers range 
up two 168 types with faxed sliding 
or interchangeable anvils, dial indicator heads or 


special contacts 


bow or bar 





2) : 

e- -) 
MECHANICH HAND MEASURING FOGLE OnG 
PRECISION (mesTeyMReNTE «|| Olek UNREGAre@ES 


SPEE, PAPER «§ REERCTHIONM GROUNE Mal FTO@CE 
POCesaws, 8460 F404 ene BANG HHTWES 


ATHOL, MASS 


Pasy-to-clean black wrinkle finish plus satin 
chrome make the No. 446 Series 


for large work and emall, Sizes 


s popular choiwe 
from 1° wo 24 


New and very popular No. 220 Series micrometers 
have a vise-type frame to hold round, flat or special 
nterchangeable anvils. Available in 1" and 


sizes. they measure where other mikes won t 


Other mechanics prefer the single point contact 
obtained with « rounded anvil mike. Starrett 
makes em in full Gnish and black frame woes 


An excellent mike for heavy dow work, No. 2598T 
is shown checking « grinding mac ne oper ‘ 


Sives range trom 2 ngl rine 








ect 5 Reasons Why 
YOU MAKE MORE MONEY, in Refeb VALVES 





A COMPLETE LINE 


The R-Pa&C line is complete—enables you to bid on, and get, a 

big share of all the valve business in your territory. 

R-PaC makes gate, globe, angle and check valves in all stand- : 
ard materials —including bronze, iron and steel —in a wide variety 

of sizes and pressure classes. A complete line of cast steel fit- 

tings and numerous specialties such as asbestos-packed cocks, 

bar stock valves, Lubrotite gate valves—all add to your profit 


~ EASY TO SELL ter Sr Vet 


For over 86 years R-PaC has been building a reputation for quality 
and service among valve users. Their preference for R-PaC valves 
makes your selling job easier, enables you to close sales faster. 


R-PacC’s staff of sales engineers gives distributors technical 
assistance on major projects— helps you sell the big orders. root P 


SALES AIDS 


R-PacC gives you a roster of sales aids unsurpassed in the valve 
industry —an extensive advertising schedule in industrial publi- 
cations, complete up-to-date catalogs, wall charts and other 
"‘giveaway’’ items, a quarterly house organ, valve selector slide 
rules—all these increase the selling push behind R-PacC. 


EASY TO STOCK AND SHIP 


R-PaC’s unit packaging system keeps your stocks neat and cuts 
down your handling time and costs. 


Learn MOFe about the bigger profits to be made with the R-PaC line. 
Write today to our Reading, Pa., office for details. 





R-P2C Valve Division 


‘e° AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn 








